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CHNOLOGY D 


F. A. Bean Gives Station His Approval—Tells Why 
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Attendant Roland E. James of O’Conners Service Station, Mountain Brook, Ala., gives customers a smile and more than a 

“swipe” at the windshield. The type of service he’s giving here (photo above) is the kind F. A. Bean thinks should be the 

rule rather than the exception. For a description of the type of service station Mr. Bean approves—and has found—see 
story on p. 34 


TBA Section Oil Credit Men Meet 


Oil Industry TBA Group annual convention program Discussions pertaining to financial problems of oil job- 
set. P. 42... . Staff writer reports on TBA program of bers, farm credit, credit cards and trends in collections 
oil jobber, explaining how slow turnover items are elim- and accounts receivable highlight convention of oil in- 
inated. P. 48. dustry credit men. P. 50. 


NPN Equipment Section Re-Refining Study Planned 


Panel named by API Lube Committee to study re- 
refining or reclaiming of lubricating oils. Paper reports 
on economics of salvaging oil. P. 52. 


News of new products applicable for service station, 
bulk plant, transportation, etc., application, and re- 
ports on trade literature are published on p. 21. 
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POR normal service the exposed 9 feet of 
retractable hose in the Erie Model 748-20 meets 
most delivery needs. Did you ever stop to figure 
what an extra 4 feet in reserve does for you? 
It more than doubles the dispensing area of 
each pump on the island. This extra reach in 
reserve is at hand when you need it—so be } 
ready to reach out and speed service. Remember 
4 feet in reserve gets you 108% more dispensing 
coverage in the pay-off zone. Erie Model 748-20's 


are available for immediate shipment. 





3.1416 x (13’' x 13’) = 530.93 + sq. ft. 
3.1416 x (9' x9) = 254.46 + sq. ft. 
276.47 + sq. ft. 
276.47 sq. ft. reserve reach or 108% more serving area. 























ERIE METER SYSTEMS, INC. 


Main Office and Plant, Erie, Pa., U.S. A. 
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One of Ethyl’s most important 
services is its Safety Program. 
This program, backed by twenty~ 
six years of safety work, offers re 
finers @ national field organization 
which 1s equipped with up-to-date 


et 
safety devices; including the Ethyl- 

developed lead-in-air analyzer: > 
The Ethy! safety program aids y/ 
refiners in the safe, efficient han- ie 
dling of “Ethyl” antiknock com NY 
pound from the time it reaches \ 

the refinery and is mixed W ith gas- 
oline until it reaches the motorist. 
Ethyl’s safety engineers are at 


your sery ice to contribute their 
Y — = experience and help in the instal 
Se eme 2 ~s== lation, operation, cleaning and re- 
wy —_— a ae pair of your lead handling facilities: 
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PARAMINS 


TRADE MARK 


Good fuels and lubricants, for both pleasure and commercial planes, are made better 
with PARAMINS additives. Now used from coast-to-coast to stabilize high-octane avia- 
tion gasoline and improve light aircraft lubricants, PARAMINS show outstanding results 
in extra service with fewer overhauls. Continuing research...in America’s largest, most- 
up-to-date petroleum laboratories...assures continuous high standards of quality in PARAMINS. 


Proved PARAMINS for improved oils and fuels! § ENJAY COMPANY, INC. 


15 West 5ist St., New York 19, N.Y. 


PARATONE, for improved viscosity index; PARAFLOW, for lower stable pour; PARATAC, for 


. ‘ ‘ . 2 8 on ene PIONEERS IN CHEMICALS FROM PETROLEUM 
tacky oils and greases; PARAPOID, for E. P. gecr oils; PARANOX, for oxidation inhibition 


, Additives, Alcohols, Esters, Ketones, Plastics 
and detergency; PARASHEEN, for better appearance; PARADYNE, for improved gasoline. and Oil-Resistant Rubbers 
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FIRE FACTS—Before another year rolls around it 
is probable that the API Fire Prevention Committee 
will be ready to adopt a set of recommended practices 
for making information quickly available to news- 
papers whenever fires occur. Some of the credit 
goes to professional public relations men in oil com- 
panies who have hammered away at the idea that 
distorted and sensational accounts of oil fires can 
only be overcome by helping newspapers get the 
facts quickly and easily. Fire prevention men from 
companies where the new methods of press co-opera- 
tion have been adopted have appeared before the 
Fire Prevention Committee with such enthusiastic 
reports of the entirely different type of newspaper 
stories which have appeared where press assistance 
has been rendered, that other companies are eager 
to get started on similar programs. 


BAND WAGON—There are only a handful of self- 
serves in New York state, but the Gasoline Retailers 
Assn. of New York State, Inc., means to keep plug- 
ging for local self-serve bans and get a prohibitory 
bill into the next session of the state assembly. A 
bill in the last session never got out of committee. 


CO-OPS EXPAND LP-GAS FACILITIES—Speed with 
which co-operatives are moving into the LP-gas field is 
shown by a new report from the Propane Depart- 
ment of Consumers Co-operative Assn. at Kansas City. 
Five new co-op bulk plants, with total storage of 
162,000 gals. of LP-gas, recently have been or are 
being completed at Kimball and Hemingford, Neb., 
Wright and Alma, Kans., and Woodward, Okla. The 
new bulk plants mean that some 1,800 farm families 
are being added to the 25,000 already buying LP-gas 
from co-ops, the report said. 


KEEP IT CLEAN—Some members of the automotive 
industry are making the recommendation, privately, 
that the oil industry should package automatic trans- 
mission fluids in 4-qt. and 1-pt. containers, refinery 
sealed. Reason advanced for advocating the smaller 
container is that one pint usually represents the dif- 
ference between high and low points on the transmis- 
sion dip stick, and that service station operators, if 
they don’t have the pint package, will use part of a 
larger package on one job and part on another, with 
the possibility of contamination between jobs. 
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THREE FOR ONE—National Council of Farmer 
Co-operatives currently is citing Minnesota co-ops as 
an example of how farmer co-ops are thriving rather 
than withering under the fire which they have been 
subjected to locally and in Congress. Council quotes 
a St. Paul newspaper as reporting that during the 
past marketing season “farmer co-op membership in 
this state soared 34,000 to a new high total of more 
than 600,000—more than three times the number of 
farms in Minnesota.”’ ° 


MEMBERSHIP BID—In what shapes up as a bid for 
new members from the ranks of Independent pro- 
ducers, a national small businessmen’s group is pre- 
paring to let loose a blast on “dangers” of oil im- 
ports. However, the scheduled shot may backfire, 
because the association lists some oil jobbers and 
dealers among its membership and they may take 
the stand that imports are not harmful to their mar- 
keting business. 
e 


CONSIGNEE ACCOUNTING—It is the opinion of 
many oil company accountants that dollar volume now 
handled by consignees has outgrown the bookkeeping 
methods originally devised for handling this class of 
business. It is felt that much educational work needs 
to be done in helping consignees themselves, many of 
whom grew up from tank truck drivers, and that some 


improvement in consignee accounting systems is need- 
ed. 


FUEL TROUBLES — How to vaporize a 100% 
catalytically cracked heating oil in a pot-type vaporiz- 
ing burner is a problem on which space heater manu- 
facturers have been working a long time. Biggest 
puzzle, say some experimenters, is lack of uniformity 
in the fuel oil commercially available. Results of 
tests on some fuels give rise to hopes that problem is 
solved, but bad results have always followed on sub- 
sequent runs with what is supposed to be same kind 
of fuel. 


NO FIGURES ON LPG—tThe proposal that the API 
collect and compile production and stock figures on 
LP-gas, similar to those on other products, has been 
dropped. It will be at least a year before the proposal 
is revived, and there appears to be little chance that it 
will be adopted even then. 





Be smart about your business...demand uniforms of 4 


REEVES QUALITY FABRICS 











Beyond compare for smart good looks and longer wear, 
Reeves Fabrics have what it takes to stand up under the pun- 
ishment of repeated launderings . . . and still look fresh and 
crisp. For these Reeves Fabrics are made from carefully se- 
lected long-staple cotton ... combed . . . Sanforized*. . . and 
vat-dyed in colors that are fast to sun, water and perspiration. 
You benefit three ways. Smart looking uniforms boost em- 
ployee morale...increase customer good will. Longer-wearing 
uniforms mean greater savings because they spread first costs. 
Look for the Reeves Fabric Label —it’s your sign of uni- } 
forms and work clothes that “mean business.” Write today 
for complete information concerning your industry. 


* Residual shrinkage less than 1% 


“FROM COTTON TO CUTTER“ 


REEVES BROTHERS, Inc. 
54 WORTH STREET, NEW YORK 13, N. Y. 


REPRESENTATIVES IN: Akron © Atlanta ¢ Boston ¢ Chicago ¢ Dallas ¢ Los Angeles © Philadelphia ¢ Portland, Oregon © St. Louis ¢ Montreal ¢ Toronto 
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The oversight 
is unintentional, 
no doubt, but 
aren’t the mili- 
tary overlooking a bet in not seeing 
that more oil men get to participate 
in that series of much-talked-about 
“Civilian Orientation Conferences” 
designed to generate a broader pub- 
lic understanding of defense prob- 
lems and the unification program? 

There have been five of these con- 
ferences to date, attended by some- 
thing like 400 civilians representing 
industry, education, the press, re- 
ligion, government, labor and other 
phases of civic life, yet only five of 
that imposing total have been oil 
men. Ordinarily we wouldn’t be too 
concerned, but it does seem, oil be- 
ing such a vital commodity, that 
somewhere along the line some one 
would have made certain that oil was 
dealt into the picture rather heavily. 

These conferences are ambitious 
affairs. Each one runs about a week, 
a couple of days being spent in 
Washington on military problems and 
planning, and the balance on tour of 
various military installations where 
the latest in war weapons are dem- 
onstrated. 





Mr. Yocom 


Altogether, it adds up to a week 
profitably spent for the civilian par- 
ticipants, more of whom ought to be 
drawn from the top ranks of the oil 
industry for the very obvious bene- 
fits that will flow from a better un- 
derstanding of what our military 
people are thinking and doing that 
is going to effect company decisions 
in the future. As of the present, 
however, only the following oil men 
(one of them a union labor leader) 
have been privileged to participate 
in these conferences: 

Allen J. Lowrey, Union Oil; Alex- 
ander H. Kemp, California Standard; 
Baird H. Markham, now acting pres- 
ident of API; W. V. Tyson, Empire 
Oil, and O. A. Knight, president of 
the Oil Workers International Union 
(CIO). 


NOTE: We know of at least one 
and perhaps a second oil man hav- 
ing been invited on one of these 
shows, but both had valid excuses 
for not participating. Besides, each 
has been working constantly with the 
military ever since the war so wasn’t 


much in need of “being oriented’ 
anyway. Others not so fortunately 
situated shouldn’t overlook ‘the op- 
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WASHINGTON—By Herbert A. Yocom 


More Oil Men Should Sit in on 


‘Civilian Orientation’ Parleys 


portunity if it comes their way, how- 
ever. 
* * * 


Independent domestic producers 
now figure that the major importing 
companies plan on bringing close to 
850,000 b/d of foreign oil into the U. 
S. in 1950, but that’s only a drop in 
the bucket compared with what some 
other crystal ball-gazers have pre- 
dicted in the past. 

A look av ihe files, for example, 
turns up 2 1944 projection by the 
National Planning Assn. of a total 
annual importation by 1950 of ‘1,000 
million” bbls. That’s a little matter 
of about 2,740,000 b/d, or over three 
times the quantity now indicated to 
be actually in prospect. Maybe the 
domestic producers ought to consider 
themselves lucky that this one was 
so far wrong-—or were the Planning 
Assn. boys (including William L. 
Batt, ex-WPB) just talking through 
their New Deal hats in terms of what 
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they would like to see come about? 

Also exhumed and, __ strangely 
enough, looking a wee bit more con- 
servative now than it did then, was 
a dust-covered copy of the transcript 
of that widely-discussed and much- 
argued radio broadcast made back 
on Aug. 17, 1946, by State Depart- 
ment’s John Loftus and Charles 
Rayner and the military’s Col. G. H. 
Vogel. 

This was the broadcast, you may 
remember, in which Mr. Loftus de- 
livered himself at one point as fol- 
lows: 

“I’m no prophet and I don’t pro- 
pose to get into a statistical battle. 
But I think it’s safe to say that by 
20 years from now, we sha!l have to 
import close,to half the oil we con- 


sume—unless some large new oil 
fields are discovered, and we can't 
count on that.” 

~ * * 


More conservative are: 

1. A mid-1947 prediction by the 
Commerce Department that 1965 will 
see us importing crude and products 
at the rate of 1,000,000 b/d, and 2. 
Wallace Pratt’s estimate, in his Au- 
gust, 1948, report prepared for the 
National Security Resources Board, 
that in 1952 the U. S. will be import- 
ing nearly 10% of the oil it con- 
sumes. 





E. Holley Poe’s 
API paper on the 
entrance of nat- 
ural gas into 
some of petroleum’s prime markets 
(see Nov. 9 NPN, p. 34) is provoking 

as it should—-some sober reflection 
among fuel oil marketers on coming 
conditions. 

At the same time, it may be 
giving rise to more concern than is 
actually warranted in many quarters. 





Mr. Bjorkback 


We suggest that the best appraisal 
of the future will be that which deals 
with it in terms of the local scene, 
and in the light of all available in- 
formation relating thereto. 

As well as we can read between, 
and along, Mr. Poe’s lines, and de- 
termine otherwise, the many factors 
and circumstances of which the out- 
look will be compounded shape up 
about as follows: 


What Mr. Poe calls the “fuel revol- 


* ution” will be fought all along the 





ATLANTIC COAST—By Raymond E. Bjorkback 


Local Factors Will Determine 


Impact of Gas on Oil Markets 


eastern seaboard. Mr. Poe, plainly 
for emphasis, spoke specifically of 
the New England and Central Atlan- 
tic area because it’s the fattest kero- 
sine and light heating oil market 
and a big residual market. 

The fact is, though, that natural 
gas has designs on the entire eastern 
seaboard, and those are indefinite only 
with respect to Delaware and North 
Carolina (see Nov. 16 NPN, p. 9). 

Oil doubtless will give some ground 
in its percentage of the heating 
market (but coal will lose the most), 
as Mr. Poe has suggested. However, 
to portray natural gas’s entrance 
upon their territories as a broad all- 
out invasion would seem to be an 
overstatement of the probable case. 


Here will be new markets for the 
long-line gas transmission companies, 
yes, but in the principal population 
centers, for the most part. But after 
the gas gets to the city gates? 

With the customers of the trans- 


? 
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DIAPHRAGM VALVE DESIGN 







) 
is Superior 
LONGER DIAPHRAGM SERVICE LIFE—Diaphragm is 
not subject to cutting, crushing, and rapid wear 
since it is used only to seal the bonnet; not for 
seating purposes. 
POSITIVE SHUT-OFF in case of diaphragm failure. This 
is an exclusive Crane safety feature. 
ACCURATE SEATING—Circular flat face disc with resil- WORKING PRESSURES: 
ient neoprene seating surface gives tight closure 150 Peunds 
—independently of diaphragm—on all fluids. water, dil, ol, of ais 
, , 2 throu -in. siz 
GREATER FLOW CAPACITY —Y-pattern body design Pi beni i 
gives closer approximation to straight-line flow, i por ig o 
reduces resistance and pressure drop. é-in. size ont 7 
EASIER OPERATION —Less torque— fewer turns— HOW IT WORKS 180 Deg. F. 
needed to operate valves—especially in larger The Crane diaphragm performs max. temp.; all sizes 
sizes. one job only—sealing the bonnet 
against line fluids. The seating ) 


PLAIN IRON OR NEOPRENE-LINED— Unlined valves member is a separate circular flat face disc, firmly attached to the 
will handle all common services. Neoprene- stem and joined to the diaphragm with a special leakproof con- 
A nection. This independent seating arrangement permits positive 
lined valves are recommended for fluids cor- shut-off of flow, even in case of diaphragm failure. 
rosive to iron but non-active chemically upon 
neoprene. 
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SEND FOR THIS NEW CIRCULAR ZG ai 4 Valve Open 


Contains complete information about these 





outstanding valves—including all essential diaphragm r) / Valen Sheed /) a 9 
specification data, service recommenda- bs wales 2 ae a | J 
tions, and list prices. Ask your Crane Rep- | aati =| ¢ JX 
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CIRCULAR AD-1761. No obligation. 
CRANE CO., 836 S. Michigan Ave., Chicago 5, III. 
Branches and Wholesalers Serving All Industrial Areas 


NOW AVAILABLE IN SIZES UP TO 6-INCHES 














No. 1610 e No. 1611 No. 1615 22, 3, 4, and 6-in. valves, 
Screwed ends Flanged ends Neoprene-lined, Flanged ends Plain iron or Neoprene-lined, 
Ya to 2-in. Y% to 6-in. Y to 6-in. have rising, turning stem 
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mission companies, the utilities, nat- 
ural gas will be displacing manufac- 
tured gas, in some instances entirely, 
in others not. This will give some of 
the utilities enough gas, presumably, 
to enable them to take on a sizable 
number of additional customers. 


But other utilities will simply main- 
tain their existing business and make 
more money than they have been. 
Certain utilities have had sizable 
deficits of late, and have been asking 
regulatory commissions for permis- 
sion to increase rates. 

Utilities adding customers presum- 
ably will make their biggest dent, 
where petroleum is concerned, in 
range oil. Primary gas uses are 
for cooking, water heating and re- 
frigeration. 


American Gas Assn. figures show 
that of all residential gas customers 
in 1948, only 4.6% used gas for space 
heating. That is the national aver- 
age, with what the gas men call space 
heating “saturation” ranging up to 
100% in the Southwest. In certain 
parts of the Midwest-Appalachian 
region, which has had natural gas for 
many years, saturation runs as high 
as 50%. 

Utilities taking on space heating 
customers will not be stealing from 
petroleum entirely. Some have back- 
logs of calls for space heating which 
they have not been able to handle. 


Where they don’t have such back- 
logs, there will be capacity limits to 
the space heating loads they will be 
able to carry. Utilities “shave” peak 
(winter) loads by use of underground 
storage, liquefied petroleum gas or 
high Btu oil gas, but must weigh the 
cost of these expedients against the 
fact that the peak load season is 
usually a short one of about four or 
five weeks. 


Also, as Mr. Poe suggested, few 
No. 2 fuel customers will rush to 
throw out their oil burners. Thus, if 
the oil marketer takes care of his 
customers, and does a selling job on 
new space heating installations, he 
should do pretty well, although some 
new inctallations will go to gas. 

He can take comfort, too, in the 


-fact that gas utilities will not find it 


economically feasible to extend their 
service into many suburban areas. 
Also, today at least, there is a limit 
to the extent to which pipe line fa- 
cilities from the Southwest can be 
expanded. Mr. Poe indicated this is 
so because cost of the facilities mul- 
tiplies so rapidly as their size is in- 
creased. 

“The residual fuel oil market may 
not be affected as much as might be 
supposed, since the FPC is discour- 
aging use of natural gas as boiler 
fuel,”’ he says. 

Price will, of course, play an im- 
portant role in the competition of oil, 
gas and coal. Currently, gas has 
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strong price appeal. We won't pre- 
sume to say that oil will meet gas’s 
challenge on that score as easily as 
it is maintaining balance with gas on 
convenience and assuredness of sup- 
ply, and thereby, with price, is making 
coal keep third place. 

We will say, though, that gas won’t 
sell for nothing at the city gate. For 
one thing, the natural gas man is 
spending millions and must make 
more than he spends. 


The cost of all the pipe going into 
the ground to put natural gas into 
the kerosine and heating oil markets 
will be reflected in the rates which 
the Federal Power Commission will 
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allow transmission 
charge. 

Accordingly, the cest of gas to the 
consumer probably will be higher in 
New England than it is now in New 
Jersey or Pennsylvania. Gas prices, 
in fact, will vary from locality to 
locality. 

They can be counted on, though, to 
be reasonable. The field price of 
natural gas has been going up without 
discouraging the advance of the nat- 
ural gas lines. 


companies to 


So it is obvious that any oil mar- 
keter who has any fat on him take 
it off if gas becomes a factor in his 
territory. 





A monthly 
weather outlook 
service to make 
LP-gas_ distribu- 
tions more efficient is being issured 
by the Liquefied Petroleum Gas Assn. 
on a test basis to its members. 


Two maps, one forecasting prob- 
able precipitation and the other prob- 
able temperatures in all sections of 
the United States, are issued under 
the direction of John Knox Smith, 
field engineer for the association. 
Mr. Smith obtains his information 
from regular semi-monthly reports 
issued by the U. S. weather bureau. 


General response to the _ service 
thus far has been enthusiastic, with 
distributors and dealers reporting 
that the forecasting has been “rea- 
sonably correct.” Like the weather 
bureau itself, the association cautions 
its members that “The 30-day out- 
look given here is not a specific fore- 
cast in the usual meteorological sense 
but is an estimate of the average 
rainfall and temperature for the next 
30 days based upon the best indica- 
tions now available.” 


The LPG Assn. makes no attempt 
to give specific weather information. 
The temperature map, for example, 
divides the nation into such categor- 
ies as “Much Above” average, 
“Above,” “Near Normal,” “Below,” 
and “Much Below.” The precipitation 
map is labeled “Light,” “Moderate” 
and “Heavy.” 





Mr. Castle 
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Arthur C. Kruetzer, managing di- 
rector of the association, and Mr. 
Smith believe that the weather ser- 
vice will be of great value in enabling 


MIDWEST—By Leonard Castle 


Monthly Weather Outlook Maps 
Help Plan LP-Gas Operations 


LP-gas distributors and dealers to 
plan their month-to-month operations 
more efficiently. It will be of partic- 
ular value to tank truck operators 
delivering gas to rural areas. 


For example, if a driver observes 
on his map that considerable rainfall 
may be expected in his area later 
in the month he knows that the 
country roads are likely to be muddy 
and deliveries will become difficult. 
He, therefore, will change his sched- 
ule to make as many deliveries as 
possible during the early part of the 
month while roads are dry and open. 


If the temperature map indicates 
that cold weather is likely to prevail 
sometime during the month the dis- 
tributor or dealer knows he may ex- 
pect a sudden upsurge in demand for 
LP-gas. If his stocks are running low 
he is forewarned that he should build 
up his supply. If the outlook is for 
warm weather he can delay his pur- 
chases, if he so desires. To take care 
of the indicated increase in consumer 
demand he can revise his delivery 
schedules for maximum operations 
during the approaching cold snap. 


The only criticism of the service 
has been that it arrives five days 
late, thus reducing the forecast to 
about 25 days. This time lapse is nec- 
essary because after Mr. Smith re- 
ceives the weather bureau report on 
the first of the month he must draw 
his maps, have them stenciled and 
mimeographed and then mailed to 
the members. 


+ * + 
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Pandit Nehru, prime minister of 


India, on a recent visit to rural Illin- 
ois, expressed surprise and keen in- 
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CHAMPIONS 


On Every Count 


Powerful performance, rugged good looks, extra econ- 
omy, long life . . . you can demand any or all of these 
and get them in full measure in a GMC ‘*450.”’ 


Truck-built for the tough truck transport jobs, these 
champions of the 2'4-ton field pull their loads with 
brilliantly performing, GMC-built, 270 cubic inch 
‘‘Army Workhorse”’ engines ... they carry their loads 
on strong, sturdy chassis that have deep, stiff frames 
and heavy, rugged axles ... and out front of the loads 
their ‘‘king-sized’’ cabs offer comfort, convenience and 
safety that’s unsurpassed. 


Added to all this are such outstanding qualities asGMC’s 
exclusive bumper-bar grille ... gross weight ratings 
of 19,000 to 37,000 pounds... equipment options to 
meet the road and load characteristics of your hauling 
job. Your nearest GMC dealer has complete data. 
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terest at the fact that U. S, farm 
families, far from gas lines, enjoy 
the same conveniences as city resi- 
dents through the use of LP-gas. He 
expressed the hope that some day 
the rural residents of his country 
would be able to enjoy the same bene- 
fits. 

The prime minister visited three 
farms near Oswego and in one of 
them ate dinner which had _ been 
cooked by LP-gas. As a result of 
Pandit Nehru’s interest, K. Rama 
Rau, correspondent for the Hindus- 
tani Times, New Delhi, who accom- 
panied him to America, added LP-gas 
to the list of subjects he plans to 
write about when he returns to India. 

Some leading LP-gas men believe 
that Pandit Nehru’s interest in LP- 
gas eventually may lead to the de- 
velopment of a new export market in 
India. The only Asiatic country to 
which the U. S. exported any appreci- 
able amount of LP-gas last year was 
the Philippine Republic, which pur- 
chased 568,000 gals. as compared with 
402,000 gals. the year before. U. S. 
exports of LP-gas to all countries fell 


off last year, however, totaling 45,- 
520,000 gais. as compared with 53,- 
233,000 gals. in 1947. 
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Skelly Oil Co. service stations in 
the Midwest have distributed some 
300,000 copies of a ‘European Diary” 
compiled from recent broadcasts from 
Europe by Alex Dreier, NPC com- 
mentator who is sponsored by Skelly. 
On a six weeks’ news gathering tour 
Mr. Dreier broadcast daily on the 
Skelly program from such cities as 
London, Paris, Vienne, Rome, Bonn, 
Brussels, Trieste, Milan, Zurich and 
Luxemberg. In each of the coun- 
tries he visited he interviewed lead- 
ing political figures. 

The Chicago agency of Henri, 
Hurst and McDonald, which handled 
distribution of the booklet, reported 
that demand for it at Skelly stations 
was intense after Mr. Dreier an- 
nounced on his program that it was 
being issued. The booklet, which 
contained maps and numerous pic- 
tures, was edited by Johnston Snipes, 
Mr. Dreier’s assistant. 





California oil 
men were told 
last week that 
the sale of their 
fuel oil in the East is a palliative 
but not a cure. 

In another of its continuing re- 
ports on the over-all situation in the 
West, the Oil Producers Agency of 
California reported that stocks are 
being withdrawn from instead of be- 
ing placed in storage for the first 
time this year. The report observed 
that the general position has im- 
proved over that of three to six 
months ago. 


Mr. Breese 


Then the agency warned sternly 
that there was nothing permanent 
about the improved situation. “All 
of the current stock withdrawals 
(20,000 b/d from total storage) are 
residual fuel, and are in large part 
due to the shipments now being made 
to the Atlantic Coast.” 

In a breakdown of shipments to 
the East, the agency reported that 
1,000,000 bbls. of fuel oil had been 
shipped to the eastern seaboard up 
to Nov. 5 and that 1,000,000 bbls. a 
month would be exported until 6,000,- 
000 bbls. have been supplied. That 
won’t do much to relieve the surplus 
piled up over two years, said the 
agency. In 22 months, stocks have 
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PACIFIC COAST—By Frank Breese 


Oil Shipments East Ease Stock 
Situation But Offer No Cure 


increased 26,149,000 bbls.—well over 
1,000,000 bbls. a month—to make a 
storage total of 38,473,000 bbls. on 
Nov. 5. 

So, while oil men appreciate the 
business they are getting in the East, 
6,000,000 bbls. doesn’t do too much 
for their aching problem. But if some 
more outlets can be found in the East 
or Middle West, and if this 1,000,000 
bbls.-a-month export rate could be 
sustained—ah, well, that would be 
something else. 

Even with temporary relief for the 
fuel oil situation, oil men are still 
faced with rapidly mounting stocks 
of other products. Stove and Diesel 
oil stocks are up 4,500,000 bbls. over 
1948, and gasoline stocks are up 
5,663,000 bbls. in a year’s time. 

There’s no indication what the solu- 


tion is to that. 
* * * 


In the face of surpluses, Standard 
Oil of California has come out with 
a new line of Diesel and heavy duty 
gasoline engine lubricants, intended 
to open up some more markets. They 
are termed Standard’s new RPM 
(trade name) DELO (more trade 
name—Diesel engine lubricating oil) 
“family” of oils. California Stand- 
ard said that introduction of this 
new series is “the most important 
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development in performance and 
quality since 1935 when Standard 
brought out the first compounded 
Diesel lubes.” 

More than 400 members of market- 
ing staffs from the seven western 
states and Alaska spent two weeks 
in San Francisco for indoctrination 
concerning the new products. Be- 
cause of heavier loads, higher horse- 
power engines, higher operating tem- 
peratures and more severe lubrica- 
tion requirements, genera! operating 
conditions are more demanding, Stand- 
ard salesmen were told. 

Standard has put $3,000,000 and 
three years of research into the de- 
velopment of the lubricants. 

* * * 

Seismic operations off the Califor- 
nia coast Have caused all sorts of 
unfavorable publicity for the oil in- 
dustry. Now more conscious of public 
opinion than ever, the industry has 
taken this up as one of its public re- 
lations problems. 

The Western Oil and Gas Assn. 
set up a special technical committee 
to outline procedure for the future 
handling of offshore seismic opera- 
tions with the purpose of minimizing 
unfavorable public relations. 

WOGA’s public relations commit- 
tee, working closely with the tech- 
nical committee, also presented some 
recommendations which consist 
mainly of getting the story across 
to the public before the explosive 
work begins. 

Members of the five-man technical 
committee are: A. C. Rubel, Union 
Oil Co. vice president; Frank A. 
Morgan, Richfield Oil Corp. vice pres- 
ident; Curtis H. Johnson, General 
Petroleum geophysicist; R. M. Barnes, 
Continental Oil Co. geologist, and 
G. M. Cunningham, California Stand- 
ard manager of the exploration de- 
partment. 


* * * 


Union Oil has completed a 6,000 b/d 
Duo-Sol unit at its Oleum (Califor- 
nia) refinery. Projects now under 
construction at the refinery include 
asphalt and refined oil loading facil- 
ities, revisions of crude-refinery fa- 
cilities and utilities and additions to 
the main office, shops and miscellane- 
ous buildings, all to be completed in 
December. 

Fuel-oil tankage and transfer facil- 
ities are scheduled for completion 
early next year. 


* * * 


Activation of the Elk Hills Volun- 
teer Petroleum Reserve Training 
Group, composed of more than 250 of- 
ficers and men, was announced this 
week by Rear Adm. W. D. Baker, 
USN, commandant of the 11th Naval 
District. Duties range from those of 
roustabout to top executives. To 
be eligible, men must be naval re- 
serve members and have had some 
oil field experience 
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Arch E. Fletcher Heads Petroleum Credit Assn. 


Above (left) is Arch E,. Fletcher, Standard Oil Co. 
(Ohio), new president of the American Petroleum Credit 
Assn., receiving the gavel from retiring president W. W. 
Rogers, Pure Oil Co., at the association’s convention 
held in Chicago Nov. 14-15-16. (See convention story 
on p. 50.) 


Mr. Fletcher is a native of Columbus, Ohio, and a 
graduate of Otterbein College. He has been with Stan- 
dard of Ohio since 1916, his first job being with the com- 
pany’s Columbus division office, then one of four division 
offices, each maintaining its own statistical section. 


From his start as a statistician he advanced to become 
division credit manager and, in 1929, was transferred to 
Cleveland with the title of supervisor of credits and col- 
lections. He is now general credit manager of Sohio 
and its subsidiaries. 


Mr. Fletcher has served as vice president of the Ameri- 
can Petroleum Credit Assn., and as chairman of various 
committees. He has also been asked to appear on the 
speaking program on several occasions, especially in 
connection with TBA credit problems and TBA time pay- 
ment sales. In credit circles he has come to be a recog- 
nized authority on the credit phase of TBA marketing, 
so much so that association colleagues have occasionally 
referred to him as “Mr. TBA”. One of his talks on TBA 
time payment sales is reported in NATIONAL PETROLEUM 
NEWS April 30, 1947, p. 26. 


In addition to his activities in the American Petro- 
leum Credit Assn., Mr. Fletcher has just completed a 
term as president of the Cleveland Assn. of Credit Men. 
He formerly served as chairman of the Troop Committee 
of the Boy Scout organization in Cleveland. The Fletchers 
have a daughter, married, and a son in prep school. 
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Stiff Imports Fight Looms 
In Next Congress Session 


Hearing Reveals Expansion Trend of Major Oil 
Importers, Producers’ Intent to Seek Curbs 


NPN News Bureau 
WASHINGTON—tThe swirling con- 
troversy over foreign oil is headed 
for a bitter battle in the next ses- 
sion of Congress. 

These developments in the past 
week point up the oncoming legis- 
lative scrap: 

1. Most major oil importers un- 
folded plans for increased imports 
during the first half of 1950, a move 
which Independent domestic produc- 
ers promptly labelled as “cruel’’ and 
“certain”; and 

2. Marshall Plan countries revealed 
their intention to go ahead with am- 
bitious petroleum expansion projects, 
whether or not financing is provided 
by the U. S. 

Against the backdrop of this bitter 
argument over foreign oil—and its 
direct and indirect impact upon the 
American petroleum industry — was 
the report that a group of Texas pro- 
ducers would seek introduction of a 
bill to place a tariff of $1-a-barrel 
on imports. Such levy would amount 
to a virtual embargo. 

In hearings in New York City, 
Nov. 15 and 16, before the House 
Small Business (Keogh) Oil Subcom- 
mittee, the country’s biggest oil im- 
porters, with only a few exceptions, 
outlined—and defended projected 
hikes in shipments of foreign oil into 
the U. S. 

Most companies took the position 
that imports could not be turned off 
and on at will and that in the na- 
tional interest, an import program 
was beneficial, and, over-all, such a 
program has not injured the domes- 
tic producer. 


PAA Has Different View 


However, the Independent Petro- 
leum Assn. of America—through its 
general counsel, Russell B. Brown— 
saw the situation in a different light. 
Mr. Brown charged that the im- 
porters were following a course cf 
“protecting their own interests first, 
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without regard to the effect on the 
domestic industry, the domestic econ- 
omy or the security of the nation,” 
and then added: 

“The actions and statements of 
those importers who have announced 
this continued threat to the Ameri- 
can industry through imports re- 
moves all hope of solution within the 
industry and all doubt as to the need 
of governmental action.” 


Making its deductions from testi- 
mony submitted at the New York 
hearings by the 11 major importers 
—they account for some 90% of oil 
imports, says Mr. Brown—the IPAA 
predicted that total U. S. imports of 
crude and products in the early 
months of 1950 will jump to around 
845,000 b/d, compared with an esti- 
mated average of 678,000 b/d for all 
of 1949. 

The “governmental action” the In- 
dependents favor is something along 
the lines of the Thomas Amendment, 
which was almost adopted in the 
Senate at the last session of Con- 
gress and which would restrict im- 
ports to 5% of domestic demand. A 
tariff of $1l-a-barrel, as backed by 
some Texans, would have less chance 
of passage because it would amount 
to virtually an iron-clad embargo on 
all imports. 

The top officials of major com- 
panies testifying at New York City 
were unanimous in their opposition 
to settling the imports row with leg- 
islation, although two companies- 
Cities Service and Indiana Standard 
—felt that imports now are displac- 
ing domestic production. 

For Indiana Standard, Board Chair- 
man Robert E. Wilson set out in a 
reply to the subcommittee’s ques- 
tionnaire that imports are “substan- 
tially reducing the required level of 
domestic production” and imports 
should have been decreased, instead 
of increased, by 100,000 b/d. 


B. S. Watson, Cities Service vice 


president, called for a “proper bal- 
ance” between domestic production 
and imports, saying such a balance 
does not now exist. He said the Na- 
tional Petroleum Council should be 
given time to settle the imports bat- 
tle and legislation should be consid- 
ered only as a final and last resort. 


Another major company official- 
Sydney A. Swensrud, Gulf president 
—declared to*the subcommittee that 
a legislative quota on imports would 
be “most unfortunate” in that it 
would mean “the beginning of fed- 
eral regulation of the whole oil in- 
dustry.” The effect of enactment of 
the Thomas Amendment, he added, 
would be to write a regulation “on 
the basis of one warm winter.” 

While most of the big importers 
could not see eye-to-eye with the 
producers on imports and legislation, 
they put up a common front in re- 
gard to the European’ expansion 
plans. 


When the Keogh Subcommittee 
opens public hearings in Washington 
next week (Nov. 30) to find out what 
the Economic Cooperation Adminis- 
tration is doing about the oil expan- 
sion proposals, they will be on the 
same side of the fence. Both the ma- 
jors and the producers see in the 
European expansion program a threat 
generally to the American petroleum 
industry, at home and abroad. 


Expansion Going Forward 


Whether ECA can do anything 
about the European plans is doubt- 
ful, however, in view of the disclos- 
ure here last week that the Marshall 
Plan nations already have either 
started or will begin soon projects 
that assure their achieving by mid- 
1953 a crude throughput refining ca- 
pacity of at least 51 million tons 
(1,020,000 b/d). This is nearly 82% 
of the five-year expansion goal of 
62.4 tons (1,248,000 b/d) and is be- 
ing undertaken, regardless of wheth- 
er financing comes from the U. S. 


The expansion plans were outlined 
by the Organization for European 
Economic Co-operation (composed of 
Marshall Plan nations) which sees 
no alternative other than to go ahead 
with the program, at a cost of more 
than $1 billion. The unanimous posi- 
tion of OEEC is that the European 
nations reject any attempt at impos- 
ing “a quantitative ceiling” on Euro- 
pean oil capacity. 

Independent producers believe the 
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achievement of this 
create a world-wide surplus of oil 
and that this surplus will seek a 
market in the U. S. to the detriment 
of domestic production. Major com- 
panies hew to the same line, but 
also reason that over-expansion of 
European-owned facilities will work 
to the disadvantage of American- 
owned foreign oil in world markets. 


program will 


Opposition to over-expansion of 
European facilities was expressed in 
the New York City hearings by the 
following: 


Mr. Swensrud — ECA regulations 
should be ‘‘changed” so as to give 
American companies an even break 
in building refining facilities in 
Europe. “It wouldn’t be a bad idea 
if U. S. companies owned shares in 
some of those (Europe’s expanded) 
facilities.”’ The present course poses 
an ‘adverse reaction” for American 
firms competing with European com- 
panies. However, solution of the 
problem presents ECA with a real 
“dilemma,” because the agency, on 
the one hand, is bound by a law to 
get Europe on its feet, while, on 
the other hand, it should protect 
American business interests. 


R. G. Follis, vice chairman of Cali- 
fornia Standard’s board—‘‘A real 
menace” will confront the American 
oil industry “if, as a result of ECA 
aid, or otherwise, foreign countries 
duplicate facilities of American com- 
panies and install excess capacity be- 
yond Eastern Hemisphere needs. It 
would be further complicated, if 
through discriminatory action within 
their boundaries and bilateral agree- 
ments with other countries, foreign 
producers are able to exclude Ameri- 
can oil from foreign markets while 
dumping oil into the U. S. If such an 
eventuality should develop, a govern- 
ment action would be required not 
only to protect our interests in the 
U. S. but also our reserves abroad. 
It is doubtful, however, that this sit- 
uation will be allowed to take place 
within two or three years.” 


W. S. S. Rodgers, board chairman 
of The Texas Co.—The expansion 
program is a waste of American tax- 
payers’ money and “totally unjusti- 
fied.” He suggested that the western 
European nations have in mind a 
program to satisfy not only their 
own petroleum needs, but to build 
up a capacity allowing exports to 
the U. S. and other places. “Any ex- 
pansion abroad in refining and pro- 
ducing facilities should take into ac- 
count existing investments created 
to supply the markets concerned and 
there should be no duplication.” 


These and other opinions of Ameri- 
can oil industry leaders are certain 
to be considered next year when Con- 
gress again considers appropriations 
for the continuation of the European 
Recovery Program. Walter Hallanan, 
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chairman of the National Petroleum 
Council, for instance, has been highly 
critical of the expansion program. 

In regard to imports, a spokesman 
for the Keogh Subcommittee said 
one of the most important develop- 
ments of the New York City hear- 
ings was the establishment of the 
fact that most import programs are 
“rigid” and that the only flexibility 
to be achieved between supply and 
demand in this country will fall upon 
domestic production. 

At one point in the hearings Chair- 
man Keogh (D., N. Y.) remarked 
that his group might undertake to 
set a “peril point” for imports, be- 
cause the industry had failed to 
come forth with concrete suggestions 
as to what level of imports should 
be allowed before the domestic pro- 
ducers would be harmed. 

He noted that Follis had thrown 
out a suggestion that it might be 
wise in the interests of building up 
a domestic reserve for security rea- 
sons to limit production in this coun- 
try to 80-85% of maximum efficient 
rates 

In defense of their 


import pro- 





Wherry Sees No OK 
For Oil Imports Curb 


CLEVELAND—Sen. Wherry 
(R., Nebr.) told NPN Nov. 17 
he doubts proposed curb on for- 
eign oil imports will be adopt- 
ed by Congress as “the pres- 
ent administration is too world- 
minded.” Wherry himself fa- 
vors some kind of import re- 
strictions. 

At same time he ventured 
opinion that the oil industry 
will find itself in a ‘‘mess” if 
the State Department is al- 
lowed to continue “running 
things as they have been.” 

Regarding tidelands legisla- 
tion, Mr. Wherry asserted he is 
for state control of the offshore 
areas now in dispute, asserting 
that ‘“‘most state governments 
are sounder as a whole than the 
federal government,” adding 
that “I’m pretty much of a 
state’s rights man.” 

Mr. Wherry was in Cleveland 
to address a luncheon, in which 
the Cleveland Chamber of Com- 
merce was a co-sponsor during 
which he declared he was for 
vigorous prosecution of the an- 
titrust laws. He made a strong 
plea for continuation of private 
enterprise, drastic slashes in 
government expenditures and 
action to halt the present trend 
toward socialism in the federal 
government in his prepared ad- 


dress. 











grams, most major company wit- 
nesses told the Keogh group they 
foresaw no flood of foreign oil coming 
into the U. S. B. Brewster Jennings, 
Socony-Vacuum president, said there 
is no likelihood of this happening un- 
less there is a shortage of domestic 
production or unless domestic crude 
should rise substantially in price. 

Mr. Rodgers declared any restric- 
tion on imports would, among other 
things, result in shortages and higher 
prices and “‘penalize 150 million people 
and benefit less than 16,000 pro- 
ducers.” He added: 

“Approximately 83% of the Texas 
Co.’s total assets are within the U. S. 
It, therefore, has the same interest 
as any other domestic oil company 
in seeing that the domestic oil in- 
dustry is prosperous. On the other 
hand, the Texas Co. believes it and 
all other companies owe it to their 
U. S. customers to make sure that in 
periods of short supply in _ this 
country crude oil will be available 
somewhere in the world to supply 
their needs. It feels that, in their 
efforts to provide that supply, these 
companies are entitled to the con- 
tinuous, and not simply intermittent, 
support of the government and the 
public.” 

Mr. Jennings held that imports are 
not supplanting domestic production 
to any significant degree, adding: 

“The present net balance of imports 
is small in relation to the volume of 
our domestic production. The net 
imports are only 200,000 b/d or so, 
if one accepts the classification used 
by statisticians. On the other hand, 
if bunkers taken on at domestic 
ports for consumption on the high 
seas and overseas military uses are 
considered as exports, as they should 
be, then total exports exceed total 
imports. 

“It is probable that if no oil were 
to be imported as of this instant, 
practically all of the 550,000 b/d 
moving out of the U. S. would ini- 
tially be supplied from domestic 
crude oil. It is improbable, however, 
that this would continue for any 
great length of time, but rather that 
these offshore demands would soon 
be supplied from foreign sources. The 
net effect on the domestic oil economy 
would at best be slight and, to the 
extent that such transactions were 
eliminated, harmful rather than ben- 
eficial.”’ 

In outlining their import programs 
for the first half of 1950, the follow- 
ing companies submitted estimates 
to the subcommittee: 


Socony-Vacuum—Mr. Jennings said 
monthly estimates (in b/d) from Jan- 
uary to June, inclusive, will average 
61,700; 78,500; 73,500; 74,500; 77,500; 
69,500. 1949 average will run around 
62,983 b/d. Jennings explained that 
jump in imports from 61,700 b/d in 
January to 78,500 b/d will be caused 
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by completion of facilities at com- 
pany’s Paulsboro, N. J., refinery to 
handle Middle East crude. 

This crude, he explained, is being 
purchased from Anglo-Iranian under 
contract which will expire at end of 
1951 and calls for Socony-Vacuum to 
take 40,000 b/d, with option to go 
10% above or below this figure. He 
said Socony-Vacuum will take 36,000 
b/d. 

Mr. Jennings conceded that his 
company’s import program was rigid 
as far as downward revisions are 
concerned, but explained Socony- 
Vacuum has investments in South 
America which must be protected and 
company’s Middle East contract was 
made last year to help overcome a 
supply deficiency existing at that 
time. 

“It is not a profitable contract as 
compared to purchasing domestic 
crude,” he said. “We do not expect 
that so long as domestic crude is 
available in sufficient volume to sup- 
ply our domestic demand, it would 
be financially beneficial to import 
Middle East oil.”’ 

The Texas Co.—For first half of 
1950, Rodgers estimated his company 
will bring in about 80,026 b/d, divided 
as follows: 52,425 b/d from Venezuela, 
20,000 b/d from Arabia and 7,601 b/d 
(all heavy products) from Trinidad. 
He explained there is possibility crude 
imports may be reduced from 5,000 to 
10,000 b/d. 

Shell—Total imports will average 
17,381 b/d, broken down to 12,000 b/d 
of crude from Venezuela and remain- 
der in No. 6 oil and asphalt from 
West Indies. 

California Standard—Imports (all 
crude oil) for six months of next 
year will average 29,664 b/d, with 
this breakdown (Arabian imports are 
listed first, Venezuelan crude second): 
Jan.—-14,050 b/d, 12,000 b/d; Feb. 
14,050, 12,000; March—14,050, 15,387; 
April—11,800, - 16,750; May—11,800, 
20,298; June—11,800, 24,000. 

Cities Servicee—Mr. Watson said 

1950 imports might be up 10 to 15% 
but company has no commitments for 
increases. This year’s average is 
expected to be around 6,768 b/d. 
_ Atlantic—President R. H. Colley 
estimated first quarter of 1950 im- 
ports at 40,000 b/d and second quar- 
ter at 45,000 b/d, as compared with 
estimated 37,090 b/d average for this 
year. 

Gulf—For 1950, estimate is around 
115,000 b/d, with no plans for any 
further increases. 1949 average is 
estimated at 92,409 b/d. 

Sinclair—P. C. Spencer, President, 
estimated average for first half of 
1950 at 23,500 b/d, including these 
monthly averages: Jan., 27,000 b/d; 
Feb. 26,000; March, 25,500; April, 
21,500; May, 21,000; and June, 20,500. 

Estimates were not submitted by 
Jersey Standard, Indiana Standard 
and Asiatic. 
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Operations of Aetna Oil Will Expand 
Under Proposed Merger with Ashland 


Plans for a merger of Ashland Oil 
& Refining Co. and Aetna Oil Co. have 
been completed and will be submitted 
for approval of the companies’ re- 
spective stockholders at an early 
date. 

The announcement of the merger 
plans was made by Paul G. Blazer, 
chairman of Ashland, and Walton T. 
Davis, president of Aetna. Head- 
quarters of Ashland are at Ashland, 
Ky., and Aetna at Louisville. 

Aetna is expected to continue op- 
eration under its present manage- 
ment with sale of products under its 
brand name to be extended into new 
areas. 

Mr. Blazer emphasized that the op- 
erations of Aetna and Ashland are 
complementary to each other with 
Aetna selling the greater part of its 
refinery output direct to consumers, 
while Ashland markets a great por- 
tion of its production at wholesale. 
Aetna markets in the Louisville area 
and the company’s refinery in that 
city will receive important additions 
under contemplated plans. 

Mr. Davis said the merger would 
place Aetna in a position to provide 
increasing quantities of gasoline, fuel 
oils and other oil products to its cus- 
tomers, dealers and distributors lo- 
cated throughout Kentucky and 
southern Indiana. Ashland’s refinery 
at Catlettsburg, Ky., and river ter- 
minals served by the company’s fleet 
of towboats and barges will sup- 
plement Aetna’s own facilities in 
serving an enlarged market. 


Historical Background 


Scanning the history of the two 
companies, Aetna was founded in 
1917. Mr. Davis and the late Walter 
R. Abbott, who became associated 
with the company in the early ’29’s, 
took over the active management in 
1932. Since that time the business 
has been expanded through the re- 
investment of earnings. The com- 
pany’s refinery has been enlarged to 
8,000 b/d from an original 1,000 b/d 
throughput. Other facilities include 
a terminal at Cincinnati, 14 river 
barges, 39 bulk plants, and more 
than 200 service stations, owned or 
controlled. Aetna dealers number in 
excess of 1,000 and some 2,200 ac- 
counts are served directly. Company 
also has made a substantial invest- 
ment in crude oil production. 

Ashland represents a consolidation 
effected in 19386 of Swiss Oil Corp., 
founded in 1917, and Ashland Refin- 
ing Co., which had its start in 1924. 
Mr. Blazer was one of the incorpora- 
tors of the original company. Since 
1936 the company has extended its 
properties and activities, the center 


of operations being the Ohio River 
Valley. Its Catlettsburg refinery in- 
cludes a high octane gasoline plant 
built and operated during the war 
for government account and subse- 
quently acquired by Ashland. It has a 
catalytic cracking capacity of 18,000 
b/d and a crude oil refining capacity 
of 40,000 b/d. Large terminals are 
owned and operated at many points 
along the Ohio River and its tribu- 
taries, on which the company operates 
a fleet of seven towboats and 66 oil 
barges. 

In August,*1948, Ashland acquired 
Allied Oil Co., Cleveland, Ohio, an 
Independent marketer of ‘industrial 
fuel oil. This acquisition also added 
a 12,000 b/d refinery at Canton, Ohio 

in the heart of the important Ohio- 
Pennsylvania steel industry—as well 
as a large tanker fleet operating on 
the Great Lakes. The company’s 
crude oil activities, centered in the 
Illinois Basin and eastern Kentucky, 
extend into the Mid-Continent field 
Ashland has a stake in the Middle 
East oil reserves through a substan- 
tial stock interest in American In- 
dependent Oil Co. which is starting 
operations in the Kuwait neutral 
zone and in Mexico 


Midwest Residual Stocks 
Dip as Steel Strike Ends 


Residual fuel oil inventories in 
the Midwest, which fell to 5,906,000 
bbls. during the week ended Sept. 24, 
gained 684,000 bbls. during the ensu- 
ing six weeks, mainly as a result of 
the steel strike. As of Nov. 5 stocks 
were 6,590,000 bbls. but started down 
again the following week as resumed 
demand resulted in storage with- 
drawals. 

Decline for the week ended Nov 
11 as compared with the preceding 
week amounted to 82,000 bbls. 

During the period covered by the 
following table, refinery production 
of residual fuel in the Midwest to- 
taled 1,427,000 bbls. for the week 
ended Oct. 29, rose to 1,561,000 bbls. 
Nov. 5 and then declined to 1,560.- 
000 bbls. for the week ending Nov 
12. 


District 2 Residual Fuel Stocks 
(thousands of bbls.) 
Week Week Week 
Ended Ended Ended 


District 10/29/49 11/5/49 11/12/49 
Appalachian N 2 166 209 212 
Ind.-lil.-Ky 1.457 i 2 1,505 
Okla.-Kans.-M 1,835 1,829 1,791 
Totals 6,458 6.590 6,508 
1948 Compared 9,450 640 0,494 


Meanwhile, with temperatures drop- 
ping generally, three oi] industry 
economists scanned the heating oil 
supply-demand situation and _ ven- 
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tured the opinion that the industry 
should encounter no difficulties in 
supplying this winter’s demands, One 
economist told NPN that if a short- 
age should develop there is consid- 
erable refinery capacity, now unused, 
that could go into production if price 
adjustments keep pace with demand. 


In Columbus, Ohio, W. C. Wenzel, 
executive manager of Pennsylvania 
Grade Crude Oil Assn., told Ohio Oil 
& Gas Assn. last week that he an- 
ticipates an expanding demand for 
lubricating oils with the steel strikes 
ended. He listed increased industrial 
activity and continued high produc- 
tion by the auto industry as favor- 
able domestic factors offsetting to a 
considerable extent uncertainty in 
export markets. 


Last week also saw James Boyd, 
Bureau of Mines: director, question 
whether it is “desirable to increase 
automotive horsepower if by so do- 
ing we increase gasoline consump- 
tion.” 


He pointed out that “we are con- 
suming petroleum at a rate of ap- 
proximately 5 million bbls. a day in 
the United States, and certainly any 
means that can be found whereby 
we can prevent the increased rate of 
consumption from getting out of 
hand would be valuable from a con- 
servation standpoint.” 


Leading up to conservation fea- 
tures involved in use of tetraethyl 
lead in gasoline, Mr. Boyd declared 
that one phase of conservation “em- 
braces the proper use of metals and 
minerals and the question of whether 
or not a mineral that is abundantly 
available cannot be substituted for 
one that is obtained from a limited 
domestic source.” He suggested that 
lead might be one of those procucts 
which should be reserved for “indis- 
pensable uses, particularly those 
where there is a scrap or salvage 
value.” 


“For your information, and fur- 
ther to indicate how complex these 
problems can be,” Mr. Boyd contin- 
ued, “the addition of tetraethyl lead 
to gasoline is actually a conservation 
measure. As all of you know, the 
presence of this ingredient results 
in more efficient use of gasoline in 
internal combustion engines—there- 
fore, the addition of this lead com- 
pound actually results in the con- 
servation of gasoline. Here, the loss 
of lead is probably offset by the sav- 
ing of fuel. 


Discussing other phases of conser- 
vation, Mr. Boyd asserted that this 
should “not mean saving or hoard- 
ing—the leaving of minerals unused 
in the ground” where they “are of 
benefit to nobody” and where they 
‘neither furnish employment nor do 
they advance the economic status of 
a community.” 
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Mr. Seubert 


Edward G. Seubert, 73, president 
of Standard Oil Co. (Indiana) from 
1927 to 1944 and then chairman of 
the Executive Committee until June, 
1946, died Nov. 17 following a heart 
attack after a brief confinement in 
a Chicago hospital. 

The last of what might be called 
first generation Standard of Indiana 
men, his carrer stretched over 54 
years of the company’s history. He 
began work in July, 1891, two years 
after Indiana Standard was incorpo- 
rated, to build a refinery at Whiting. 
He served the company longer as 
both president and chief executive 
than any other man in history. 

Mr. Seubert was born in Syracuse, 
N. Y., of German immigrant parents, 
one of a family of two sons and four 
daughters. He began work at the age 
of 12 as a morning newspaper carrier 
getting up daily about 3 a.m. and 
arriving back home at 7 to eat break- 
fast before going to school. He was 
paid $1.50 weekly. 

In 1891 he quit high school and took 
a job as a mechanic’s helper for 12%c 
an hour at Standard’s Whiting re- 
finery, having followed his father 
who went to work there. 

After several successive advance- 
ments, he became vice president of 
Standard in 1920 and seven years 
later, in 1927, was elected president. 
Two years later, after elimination of 
the position of chairman of the board, 
he became chief executive. It was 
during the 20’s as a financial analyst 
and advisor, Mr. Seubert guided the 
company’s expansion activities mak- 
ing it a fully integrated oil company. 

In his period of administration, 
Standard concentrated on domestic 


expansion and disposed of its foreign 
properties. During the depression 
yee s he kept the company’s financial 
position strong and gained a record 
for keeping earnings above dividend 
requirements. 

During an interview several years 
ago he expressed his philosophy of 
life this way: 

“I believe in hard work and square 
dealing as the basis of happiness. 
Hard work and exercise of intel- 
ligence are entitled to recognition. 
I am always glad to help the man 
who makes mistakes, but have no 
patience with dishonesty. I believe 
in frankness and fairness. I believe 
in loyalty, discipline, obedience. They 
enable us to get the work of the 
world done in an orderly manner. 
I like men who win respect instead 
of trying to curry favor. While I 
believe every man should be paid 
for what he does, I do not believe 
in seeking wealth as an end in itself. 
I believe in religion. Every man needs 
the inspiration of faith and _ the 
steadying influence of being answer- 
able for his conduct to a Supreme 
Being.” 

He was unmarried and is survived 
by his sister, Mrs. Edgar H. Scott, 
Chicago. 


* * * 


Grover R. Dale, 58, executive sec- 
retary of Pennsylvania Petroleum 
Assn. since its organization some 
three years ago, died Nov. 15 in 
Harrisburg, Pa., hospital. In poor 
health for some time, he became 
suddenly ill the day before after at- 
tending an association board meeting. 

Mr. Dale came to Harrisburg in 
1928 as district manager for Stand- 
ard of Pennsylvania (now Esso 
Standard of Pennsylvania), having 
been employed by Standard of Louis- 
iana (now Louisiana Division of Esso 
Standard). In 1942 and 1943 he was 
with OPA in Harrisburg. 

Mr. Dale was born in Tacoma, 
Wash., but received his early educa- 
tion in Missouri and attended Park 
College near Kansas City, Mo. He 
was in the building contracting busi- 
ness with a brother in Shreveport, 
La., before joining Standard. 

Surviving are his wife and three 
daughters. 


x * * 


Roswell Edmund Hamrick, Jr., 48, 
Gulf Oil distributor for a large num- 
ber of service stations in Chester, 
S. C., area, died Nov. 9 in Chester. 
He succeeded his father in 1939 in the 
zulf distributorship dating back to 
1913. 
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API Financial Group Told Oil Use 
Will Gain 3% Annually Until 1960 


Committee Hears Papers on Proposed Accounting 
Study and Oil Company’s Educational Program 


By NPN Staff Writer 


CHICAGO—U. S. consumption of 
petroleum products probably will go 
up 2% in 1950, and for nine succes- 
sive years, or until 1960, will rise on 
an average of 3% a year, Richard J. 
Gonzalez, economist, Humble Oil & 
Refining Co., predicted in a talk be- 
fore the API Financial and Account- 
ing Committee here early this month. 
Over a long period oil use has in- 
creased year by year at a faster 
rate than total U. S. use of energy, 
he said, because it has gradually re- 
placed coal for many purposes. Total 
energy use probably will decrease 
slightly in 1950, he said, but there- 
after should resume the long term 
pattern of steady increases. 


This country probably will become 
gradually a larger net importer of oil, 
Mr. Gonzalez said, but not to the ex- 
tent of “disturbing seriously the in- 
centive for domestic development or 
endangering national security.” 
Speaking of foreign sources of 
crude oil, he said that growing vol- 
ume of Eeastern Hemisphere produc- 
tion would tend to displace more and 
more Western Hemisphere sources in 
the European market, One result of 
the shift, he said, would be to force 
Venezuela to seek a larger share of 
the U. S. market, while the U. S. in 
turn would probably lose part of its 
Canadian market to rapidly growing 
Canadian production. 


Changes in petroleum prices in 1950 
should be relatively small, Mr. Gon- 
zalez said. Costs in the industry 
should be more stable, he added, as 
the expense of finding oil should level 


off enough to offset the higher cost 


of raising it. Technology and effici- 
ent management in other phases of 
the industry can be expected to keep 
costs in line with lower profits, he 
said. 

A proposal for extended research 
into petroleum industry accounting 
practices to be undertaken by the 
University of Texas under API spon- 
sorship was presented to the API 
board of directors by the Financial 
and Accounting Committee. While 
the board declined at this time to 
underwrite the estimated cost of 
$100,000 for the three-year project, 
a committee spokesman said that the 
proposal would be brought up again 
later on, since it was the general 
feeling of the committee that the 
benefits would far outweigh the cost. 


Included in the proposal were 


November 23, 1949 


recommendations of a _ special re- 
search subcommittee headed by Gay 
Carroll, Humble Oil & Refining Co., 
Houston, that the study be depart- 
mentalized along oil industry lines: 
production, pipe line, refining and 
marketing; and that safeguards be 
established to prevent disclosure of 
the identity of companies participat- 
ing in the study and degree of par- 
ticipation. 


Philip C. Salman, Socony-Vacuum 
Oil Co., Inc., New York, head of a 
subcommittee in charge of a proposed 
revision of oil industry accounting 
procedure, said that it had been de- 
cided to organize the project into 
the five following groups: production 
and natural gas; storage and trans- 
portation; administration and special 
phases; refining and recycling; and 
marketing. 


Because of the large amount of 
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current work taking up the time of 
all committee members, Mr, Salman 
warned that progress of the revision 
study was being seriously hampered. 
By way of solution he suggested re- 
cruiting help from retired oil ac- 
countants who might be interested in 
the project. 


Mr. Salman announced that, at the 
request of the API Marketing Divi- 
sion, a special section of the group 
which will study marketing account- 
ing will be assigned to work on job- 
ber, dealer and distributor accounting 
problems. The special group will be 
in charge of Leon Serven, assistant 
controller, Atlantic Refining Co., 
Philadelphia. 


The Financial and Accounting 
Committee récommended as its gen- 
eral chairman for 1950, R. G. Rankin, 
assistant controller, The Texas Co., 
New York; and for general vice chair- 
man, J. R. Mulvey, assistant con- 
troller, Humble Oil & Refining Co., 
Houston. Mr. Rankin recommended 
that efforts in the coming year be di- 
rected toward issuing interpretive 
bulletins to members from time to 
time, in order to keep them abreast 
of current developments; and also to 
the preparation of model form of an- 
nual report including model explana- 
tory text to accompany such a report. 


Education Programs for Oil Accountants Described 


Oil company accountants need to 
know as much as possible about the 
whole petroleum industry, and all 
phases of the company’s own opera- 
tions, in the opinion of the Atlantic 
Refining Co. management. Outline 
of an educational program for ac- 
countants was described by Verl L. 
Elliott, Atlantic’s controller, in a talk 
before the API Financial and Ac- 
counting Committee. 


It is part of Atlantic’s policy, said 
Mr. Elliott, to carry on continuous 
training of all employes, under the 
direction of department heads. The 
company makes a distinction be- 
tween “training,” which is directed 
toward improving an employe’s skill 
in his specific job, and “education.” 
which is directed to broadening the 
viewpoints of employes and building 
morale. 

An “educational” plan was set up 
for the benefit of a selected group 
of 75 “up-and-coming” accountants, 
Mr. Elliott said, and was laid out by 
a committee consisting of three ex- 
ecutives from Mr. Elliott’s staff and 
a fourth man chosen from the group 
of trainees, working with a repre- 
sentative of Atlantic’s industrial re- 
lations department. 

A series of 10 dinner meetings 
were held in a downtown Philadel- 
phia restaurant. Topics for the meet- 
ings included: 

History and organization of At- 


lantic Refining Co.; the search for 
oil; producing oil from the earth; 
transporting petroleum; refining pe- 
troleum; research and development; 
domestic merketing; foreign market- 
ing; consolidating the company’s ac- 
counting work; economics and fi- 
nance. 

Meetings were held twice a month. 
Each meeting followed the same gen- 
eral pattern: 

1. An executive from one of the 
line departments described in detail 
the work of his department in a pre- 
pared 20-minute speech. 

2. A 10-minute diseussion period 
followed the speech. 

3. A half-hour motion picture was 
shown illustrating the work of the 
department. 

4. One of the chief accountants de- 
scribed the accounting work related 
to the line function which had been 
discussed. For example, when the 
chief geologist for the foreign pro- 
ducing department talked about ex- 
ploration for oil, the chief accountant 
of the crude producing accounting 
division told about the accounting 
work involved in exploratory work. 

5. A short discussion period con- 
cluded the meeting. 


Each of the talks was prepared 
well in advance of the meeting, Mr. 
Elliott explained, and was submitted 
to the training committee. The com- 
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mittee thus had an opportunity to ask 


that additional points be covered, or 


that technical terms be phrased in 
language understandable to account- 
ants. The speeches were then mimeo- 
graphed and bound in a _ volume 
which was given to each trainee at 
the conclusion of each meeting. In 
connection with the refinery phase, 
an inspection tour was arranged. 

Seating arrangement at meetings 
was carefully planned, Mr. Elliott 
pointed out, so that trainees sat with 
different groups at each meeting, 
rather than with men from their own 
division. “The across-the-table dinner 
conversation,” he said, “proved to be 
one of the outstanding benefits of 
the entire program.”’ 

Total actual cost of the program, 
as reported by Mr. Elliott, was 


$2,529.74, of which over $2,100 was 
paid for meals. A similar program 
planned for the coming year will be 
revised by cutting the number of 
trainees in half and having more 
actual discussion meetings on ac- 
counting problems. There will be 
five dinner meetings, instead of 10, 
at which operating departments will 
present their stories. Accounting 
phases will be covered in discussion 
meetings held on company property 
during working hours. 


In commenting on the program, 
Mr. Elliott noted that a little of it 
was wasted because three of the 
trainees have since separated from 
the company’s employ. On the other 
hand, he pointed out, 24 of them have 
already been promoted to higher 
graded jobs. 


Oil Company Program Adjusted Quarterly 


Shell sets up its budgets on an 
annual basis, after estimating its 
earnings and expenses, and adjusts 
its program quarterly to keep in line 
with revised earnings estimates, said 
EK. C. Peet, vice president, finance, 
Shell Oil Co., Inc., New York, in a 
talk before the API Financial and 
Accounting Committee annual meet- 
ing 


Included in the budget are esti- 
mates of annual operating expenses 
of all departments, although actual 
expenditures are not, in the strictest 
sense, controlled by the budget, said 
Mr. Peet. Other major expenses are 
budget controlled, including such 
items as exploration research, adver- 
tising, capital improvements, etc. In 
the case of operating expenditures, 
Shell has found they can be controlled 
by less costly means than through a 
detailed comparison between budget 
and expenses. These include regular 
scrutiny of cost trends, frequent on- 
the-spot inspections and analysis of 
operations, limitation of authority in 
hiring employes and in incurring un- 
usual expenses. 


An estimate of sales volume by 
Shell’s marketing department forms 
the basis of an earnings estimate, 
said Mr. Peet. Anticipated prices 
are applied to the estimated sales 
volume, and from the resulting gross 
income, crude costs payrolls and 
other operating expenses are de- 
ducted. “Finally,” explained Mr. 
Peet, “a rough, but reasonably good, 
projection of cash position is arrived 
at by applying the total of capital 
expenditures.” 


Shell uses budget control more for- 
mally on capital expenditures than on 
any other phase of its business, said 
Mr. Peet. It begins its annual plan- 
ning in late September or early 
October of each year by way of a 
letter from the president to each of 
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the vice presidents concerned in pre- 
paring the budget. The general policy 
outlined in the letter is based on a 
collection of many facts on the status 
of the economy, the price structure, 
cash position, decisions to borrow or 
not to borrow, etc. 

As soon as the policy is passed on 
to the field by the operating vice 
presidents, along with their own 
comments in the way of emphasis on 
one type of project or another, the 
budgeting mechanism is set in mo- 
tion. For planning purposes, Shell 
segregates capital expenditures into 
eight categories, as follows: 

1. Obligatory—improvements, _ re- 
placements or new installations re- 
quired by law or contract. 

2. Maintain position—additions and 
replacements deemed necessary to 
maintain or protect the company’s 
present position in the industry. 

3. Drilling, development and ac- 
quisition of leases and producing 
properties. 

t. Reduce expenses or _ increase 
revenue-—additions and replacements 
where the effect on expense or 
revenue can be measured and the 
payout period is within established 
limitations. 

5. Expansions—additions and _ re- 
placements calculated to improve the 
company’s competitive position. 

6. Employe and public relations, 
and safety. 

7. Desirable includes additions 
and replacements for: 

a. Facilities which have an in- 
direct effect on expense or revenue 
not readily measured. 

b. Facilities to improve service 
to customers. 

c. Improvements in building ap- 
pearance and in facilities which are 
beneficial but not essential. 

8. Office furniture and equipment. 

Mr. Peet pointed out that planning 


of future projects is a continuous 
process in which there is never a 
dearth of ideas on which to spend 
money. The problem confronting the 
field, he said, is how to fit a back- 
log of projects into a balanced pro- 
gram, with each department of a 
local office competing for the lion's 
share of the available funds. 

Actual commitment of funds au- 
thorized by the budget can only be 
made upon approval of designated ex- 
ecutives, in accordance with a manual 
of procedure. As the budget is com- 
mitted and spent, regular monthly 
reports are prepared so that manage- 
ment can make such changes as may 
be desirable as conditions change. 
The system, said Mr. Peet, has been 
found ‘useful as a check-rein when 
paper profits were soaring, but cash 
was declining, and as a balance wheel 
to distribute available funds among 
diverse operations to meet the reali- 
ties of supply and demand.” 


3 Jersey Jobber Groups 
Will Consider Merger 


TRENTON, N. J. Three New 
Jersey jobber-distributor groups will 
consider merging into a2 sing!e state- 
wide association in a meeting the 
night of Nov. 28 at Vineland in the 
southern part of the state. 

The meeting wiil begin at 7 at 
Setter Inn. 

The Cumberland County Oi! Job- 
bers Assn., through L. S. Riggins, 
Millville, one of that southern group’s 
organizérs, broached the merger idea 
et the “kickoff” dinner of the new 
Petroleum Marketers Assn. of New 
Jersey near here on Nov. 17. He in- 
vited northern jobbers at the dinner 
meeting, as well as his central Jer- 
sey hosts, to talk merger. 

The Cumberland County unit is 
about a year and a half old. 

J. W. Butler, Philadelphia, e direc- 
tor of the Pennsylvania Petroleum 
Assn., urged the dinner gathering to 
strive earnestly to “keep open the 
ways of American enterprise’ be- 
cause ‘“‘today we are threatened not 
only in our own oil industry, but in 
our entire American life by those 
who say capitalism has failed.” 

Harry B. Hilts, Empire State Pe- 
troleum Assn. secretary, suggested 
the new jobber group will thrive if 
each member constitutes himself a 
committee of one to work toward 
that end. 


Aminoil Shifts Activities 
Special to NPN 
SAN FRANCISCO American In- 
dependent Oil Co.’s activities, which 
for past two organizational years 
have been co-ordinated in company’s 
Washington, D. C., office will be 
transferred to operational offices in 
Kuwait and Mexico or to company’s 
San Francisco headquarters, Wash- 
ington office will be closed officially 
Dec. 31, 


NATIONAL PETROLEUM NEWS 


a Ct as tie tt 


— 
me nw tl tht ra aie ct 


. 





Editorially Speaking 











Threat of Political Meddling Must Cease if NPC, 
Or Any Other Agency, Is to Do Liaison Job Faithfully 


HE essential weakness of the National Petroleum 
4 gree is that it is a government, not an industry, 
agency. Its members are appointed by the secretary 
of Interior, which means that a cabinet officer can pick 
men who wii! vote as he wants them to vote. 

Up to now the council has not been subjected to ad- 
ministration dictation. The council has been the master 
of its own fate, and with few exceptions has been com- 
posed of outstanding oil men who would decline to serve 
if the council were not independent of the administra- 
tion. But as long as the administration has the power 
of appointment there can be no guarantee of a continu- 
ance of its independence. The council at any time can 
be loaded against the industry. 

The oil industry already has had a sample of how a 
prominent politician can “persuade” a secretary of the 
Interior to make certain appointments to NPC. Two 
years ago Secretary Krug appointed to the council one 
Joseph F. White of Cambridge, Mass., who is no longer 
active in the oil business, simply because a Democratic 
leader—Representative McCormack of Massachusetts. 
told him to name Mr. White. 

A year ago Mr. Krug left Mr. White’s name off the 
list of reappointments. But the politician raised the 
devil, and Mr. White went back on the council, over the 
protest of the Independent Oil Men’s Assn. of New Eng- 
land. What NATIONAL PETROLEUM NEWS said at the time 
still applies—Mr. White may be a fine fellow and may 
know a lot about the oil business, but he was put on 
the council not because he represented any group of oil 
men or because of any special knowledge, but purely 
and simply because Representative McCormack success- 
fully put the heat on Secretary Krug. 

Mr. Krug will be out as secretary of Interior on Dec. 
1. He will be replaced by Oscar Chapman, a 100% Fair 
Dealer who traveled 25,000 miles stumping for Presi- 
dent Truman in the 1948 campaign. In January it will 
be up to Mr. Chapman to appoint a new National Pe- 
troleum Council. 

With the administration becoming more and more 
vitriolic on the oil tidelands, and considering that Sec- 
retary Chapman is a more ardent Fair Dealer than was 
Mr. Krug, there is a special reason for the industry to 
study appointments to the 1950 council which Mr. Chap- 
man will make some time next month. 

As it is now set up, the National Petroleum Council 
has no authority except to recommend and be liaison 
between government and the oil industry. But the in- 
dustry would do well to keep in mind two possibilities 
in connection with the fact that the administration can 
dominate the council through its power of appointment: 

1. That a council, once the administration’s thumb 
begins to press, might be given some actual power. The 
existence of a petroleum council easily responsive to 
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administrative pressure would make it easier for this or 
a future Fair Deal or New Deal or Letter Deal admin- 
istration to win congressional approval of an oil con- 
trol bill in some “emergency.” 

2. That the council, even as no more than a recom- 
mending agency, could swing a lot of weight. 

Because there has been no other organization to pro- 
vide liaison with the government and because the coun- 
cil has enjoyed the service of some of America’s best 
oil men, it has achieved standing within and outside 
the industry. This oil-industry-made council prestige 
could eventually be used against the very men who built 
it. Consider, for example, how an administration-con- 
trolled council could be used to .urge federal control 
of conservation, or to undercut the states in their fight 
regarding tidelands, or even to institute price control! 

There is too much at stake to overlook the possibility, 
as important elections near, of a long-range attempt 
to make NPC an administration mouthpiece. The ice 
already has been broken with Mr. White occupying a 
council seat for two years at the behest of Demo- 
cratic Leader McCormack of Massachusetts. 

As has been pointed out frequently in connection with 
the industry’s public relations program, the enemies of 
competitive enterprise have greater patience than do 
businessmen. They can afford to be patient, they are 
willing to work slowly because they know that: ther: 
is seldom a road back from whatever gains they make 
against competitive enterprise. 

Such patience could very well be the case in the ad- 
ministration’s relations with the National Petroleum 
Council. The Fair Dealers have to load the council with 
their political friends only once in order to start a 
stream of recommendations for all sorts of ideas to 
destroy oil as a competitive business. With the secre- 
tary of the Interior having full power to make NPC 
appointments, the machinery to do this is already there. 

The industry, immediately after the war, should have 
made the American Petroleum Institute such an organ- 
ization as to provide effective liaison between oil and 
the government, particularly the military. Now that 
API is being reorganized, one of the most important 
questions is whether the API, rather than NPC, can 
and should perform this function. Whatever its short- 
comings in the past, the API is an industry organiza- 
tion, whereas NPC is, and will continue to be, a govern- 
ment agency. 

The stronger the API becomes and the more it rep- 
resents the entire oil industry, the less will be the op- 
portunity for the National Petroleum Council or any 
other similar government body. The coming reorganiza- 
tion of API might even make NPC entirely unnecessary, 
and reduce the risk which the industry now runs of 
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having the government council to which it gave prestige 
turned into a foe of competitive enterprise. . 

This isn’t to say that the administration would quietly 
fold up the NPC if the API was so developed as to per- 
form effectively the job now being done by NPC. Not 
by any means. Government agencies just don’t die that 
way. The present administration wants to keep what- 
ever fingers it can on the great oil industry, and the 
same is likely to be true of the next administration 
no matter what label it bears. 

Secretary Chapman may continue the generally ac- 
ceptable policy toward the council followed by Mr. Krug, 
who, for the most part, named men of high standing in 
the industry to the council and who did not try to steer 
council recommendations. But even if that is the case, 
the industry would do well to prepare the API for the 
ever-present possibility yes, even probability — that 
Washington eventually will try to turn the council to 
its own purposes. The antibusiness harangues of Presi- 
dent Truman during and since the 1948 campaign and 
the patently misleading statements about oil made at 
Chicago earlier this month by Vice President Barkley 
should be enough to put the industry on full guard. 


Hallanan Sets Good Example of How Oil 
Must Refute Barkley, Other Bureaucrats 


ICE President Barkley would do well to read the 
speech made by Walter Hallanan, chairman of the 
National Petroleum Council, before the Rocky Mountain 
Oil and Gas Assn. at Denver on Nov. 18. He would 
learn, among other things, that at least some people in 


the oil industry intend to slug back when administration 
leaders peddle phony stories about oil. 

As is his custom, Mr. Hallanan spoke straight from 
the shoulder. He called the vice president’s intimation 
that America is running out of oil “perfectly ridiculous.” 
He took him severely to task for using “the prestige of 
his high office to obtain nationwide publicity for the 
specious, theory that the government must own the oil 
reserves of the tidelands in order for them to be avail- 
able in time of war.” 

Mr. Hallanan termed this theory “utter nonsense,” then 
proceeded to point out that “the only oil which was not 
immediately and continuously available during the war 
was that which the federal government had kept locked 
up.” He reminded Mr. Barkley of the Canol oil flop and 
of the fact that the Elk Hills reserves in California, un- 
der government domination, produced only a mere trickle 
of oil after three years of high priorities and big 
spending. 

The current vice president, incidentally, was an im- 
portant cog in the wartime administration involved in 
these fiascos. 

In the course of taking Mr. Barkley’s API speech 
apart, Mr. Hallanan slapped back at the frequent in- 
timations that oil companies are “looting” the tidelands. 
The industry, Mr. Hallanan said, has spent more than 
two hundred million dollars in developing the tidelands, 
and so far has taken a gross return of less than one 
million—that’s less than one-half of one per cent. 

Unless industry hits back, as did Walter Hallanan, 
every time the Washington crowd tries to mislead the 
public, industry can blame only itself if the people don’t 
know the truth. The bunk artists too long have had the 
spotlight to themselves. 





Comments on Statements About 5-W Motor Oil 


FROM: V. L. Scott, Manager 


F. to above —10° F. and vice versa? 


quality of the 5W motor oils mar- 
keted today, and may I also repeat 
that recommendations of the mar- 
keters of some 5W motor oils are 
completely impractical. 





Lubricating Oil Dept. 
W. H. Barber Company 
Minneapolis, Minn. 


TO: The Editor 


We just completed reading the 
various articles on 5W Motor Oils 
in the Nov. 9 issue of NATIONAL PE- 
TROLEUM NEWS.” While we find the 
articles very interesting, we are in- 
clined to take issue with the state- 
ments of some of the authors. Our 
experience with 5W motor oils is 
based on field testing for the past 
three years and on actual customer 
experience during the 1948-49 sea- 
son when we supplied more than 
100,000 gallons of 5W motor oil for 
use in our marketing area. 

In Mr. Georgi’s article, he states 
that 5W motor oils are to be recom- 
mended only in temperatures below 

10° F. How ridiculous this is when 
you consider that we, who operate in 
the coldest part of the United States, 
encounter many days when the tem- 
peratures will vary from —20° F. to 
as high as +10° F. or higher. Would 
Mr. Georgi have the motorist change 
from 5W to 10W every time the 
temperature varied from below —10 
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Mr. Georgi indicates further that 
5W motor oils should never be used 
if satisfactory operation can be ob- 
tained with 10W motor oils. The fal- 
lacy in this statement is that he is 
comparing the 5W in his line with 
his 10W motor oil. There are some 
5W motor oils that have the same 
viscosities at operating temperatures 
that the best 10W motor oils have. 
Such oils will provide the same oil 
consumption characteristics and the 
same heat resistant characteristics 
as a 10W motor oil plus the fact they 
will provide easy starting at tem- 
peratures down to —30° F. and —35 
F. With an oil of this type, we be- 
lieve it is safe to recommend a 5W 
motor oil wherever a 10W motor oi! 
has previously been used. 

We zan honestly say that after 
marketing a high quality 5W motor 
oil during the year 1949, we have 
encountered fewer complaints than 
with certain types of 10W motor oils, 
particularly those with a high paraf- 
fine content, and we have encoun- 
tered none of the consumption com- 
plaints which we anticipated we 
might encounter. May I repeat that 
there is a vast difference in the 


Gasoline Consumption 


(Figures are from state tax bureaus; total for 
comparative 1948 month is in parentheses) 
SEPTEMBER, 1949 

Connecticut—4.9% increase—40,508,951 gals 
(38,624,706). 

Maryland — 7.5% increase — 42,018,967 gals 
(39,082,147). 

Missouri — 4.1% increase — 81,661,846 gals 
(78,467,057). 

New Hampshire — 1.5% increase — $461,574 
collected ($454,666). 

New York—7.0% increase—209,667,838 gals. 
(195,903,922). 

Ohio—6.9% increase—172,347,733 gals. (161,- 
191,315). 


Oregon — 5.7% decrease — 45,421,219 gals 
(48,173,450). 

Pennsylvania — 4.7% increase — 181,015,760 
gals. (172,916,755). 

South Carolina 7.6% increase $2,075,769 


collected ($1,928,388). 
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News about marketing equipment companies and 
people . . . New products . . . New literature 








1—Drains Oil from Crankcases 
(Service Stations) 


A new drainer for use in draining 
crankcases, syphoning off radiator 
solutions, and removing water from 
fuel tanks, operates by vacuum off 
any air line. The three-gallon trans- 
parent container shows the condition 
of oil removed and also shows when 
the unit starts to draw fuel if water 
is being removed from a tank. Manu- 
facturer says the container is easily 
emptied by removing the top of the 
unit, and the drainer is easily moved 
because it weighs only 23 lbs. The 
unit is equipped with four tubes 
which will fit dip stick holes on all 
car models. Supreme Equipment Corp. 


2—Changes Lamp Bulbs 


(Service Stations) 


A lamp changer is available for 
changing electric light bulbs, and ex- 
truding broken lamp bases, without 
the use of ladder or staging. The 
tool consists of various sized patented 
rubber changer heads; lightweight 
hardwood sectional poles; and a 
straight or angle adapter that joins 
the changer heads to the poles. The 
lamp changer acts like the grip of 
the hand at the end of a pole and 
operates by sliding the rubber 
changer head, which is_ securely 
locked to the pole by the adapter, 
over the lamp to be replaced. A 
couple of twists of the wrist brings 
the light bulb in or out of the socket. 
The pole-type lamp changer is in- 
sulated and eliminates the hazard of 
falls, shocks and burns, manufac- 
turer says. The adjustable feature 
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of the angle adapter overcomes the 
difficulty of reaching and replacing 
any lamp mounted up to an angle of 
90°. Company says tool is particu- 
larly adaptable for lamn on mar- 
quise, signs, as well as the relector- 
type spot and flood lamps. Changer 
heads are available to handle re- 
flector type lamps and special type 
lamps including the new tubular mer- 
cury-vapor flood lamps and vapor 
proof globes and guards (screw type). 
extruding of broken lamp bases is 
accomplished by reversing the rubber 
changer head on the adapter. This 
tapered end fits snugly inside the 
broken lamp base and is twisted out 
by friction and without danger of 
electric shock. Chadsey Corp. 





3—Heats Water in Engines 
(Trucks) 


A new type electric motor water 
heater has appeared on the market. 
It is for use in cold weather to fa- 
cilitate starting of automobile, truck 
and tractor engines. The manufac- 
turer says use of the unit saves gaso- 
line, eliminates run-down batteries 
and prevents necessity for towing. 
The unit is said to be easily installed 
into one of the freeze plug openings 
on the side of the engine block and 
fits all style straight engines which 
have freeze plug openings 1” to 21%” 
in diameter. It is connected to 110 
volt, AC or DC line, by a plug and 
consumes 300 watts per hour to keep 
the temperature of the coolant in the 
water jacket of the engine at 120° 
F., even in the coldest weather, 
manufacturer says. The unit can be 
plugged in for any period of time 

















without burning out or overheating 
the engine. Johanson Motor Heater Co. 


4—Aluminum Stearate for Greases 
(Grease Manufacturers) 


A new aluminum stearate for 
greases, called No. 22-G grade, is said 
to possess high jelling characteris- 
tics, and rates high from the stand- 
points of yield and economy. Manu- 
facturer says greases containing the 
new product have excellent stability, 
extreme working of 100,000 strokes 
does not change penetration values 
appreciably from those obtained af- 
ter 5,000 strokes. Witco Chemical Co. 


5—Air, Water, Light Stand 


(Service Stations) 


a 
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New stand for serv- 
ice station pump islands 
provides air, water and 
light in one unit, Equip- 
ment consists of retract- 
able hose reels for both 
air and water. It is com- 
pact, measuring 8” in 
diameter, and is avail- 
able with or without an 
island light on top. Five 
models are made: one 
with conventional island 
light standard on top, 
another with both light 
and tire gauge, others 
equipped with metal 
cash box, “air-water’”’ 
sign and a special reduc- 
ing casting to permit 
reuse of present light 
standards. Service Sta- 
tion Equipment Co. 
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MCDONALD 
LOADING ARM ASSEMBLY 
(Plate 214—Size 3”) 
EEE 


Balanced Design, Special Features, Bring New Efficiency to Loading 


A DESIGN FOR TROUBLE-FREE LOADING. 


SWING JOINT FEATURES ARE EXACTLY THE SAME AS 
OUR WELL KNOWN MASTER SERIES—CONCENTRIC 
DESIGN. 


RANGE-7 ft. closed to 11 ft. extended—measured from 
center line of riser. 


DIVIDED COUNTER-WEIGHTS—cannot strike riser. 


SOLDERLESS JOINTS on entire brass slide sleeve assem- 
bly—assures easy replacement and stronger construction. 


BOLTED STUFFING BOX on slide sleeve—easily adjusted 


and repacked—oversize bearing area assures easy opera- 
tion. 


FELT WIPING GASKET—easily replaced—keeps slide tube 
clean—increases life of tube and packing. 


STOP CUSHION—no shock when tube is suddenly extended 
full length. 


ALUMINUM OUTBOARD SWING JOINT—concentric design 
—drop tube hangs vertically. 


DETACHABLE HANDLE—operates slide sleeve and drop 
tube. 


SHOCK-PROOF LOADING LINE VALVE equipped with 
effective VACUUM BREAKER. 


Write for prices and further details of the new McDonald 
Loading Arm Assembly. 


A. Y. MCDONALD MFG. CO 
The Home of the Swing Joint 
Dubuque, lowa 
There's a McDonald Branch or Distributor Near You 


ME DONALD 
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6—Non-Skid Floor Plate 


(Numerous Applications) 


An abrasive rolled steel floor plate 
is being marketed. It is made for 
use as industrial plant floors, loading 
platforms and ramps, walkways, 
building entrances, for trench and 
hatch covers, and for other applica- 
tions where there is danger of men 
slipping and injuring themselves. 
Manufacturer says the non-skid 
qualities of the floor plate are not 
lost with wear as new abrasive par- 
ticles are constantly exposed. Abra- 
sive grain, the same type used in 
grinding wheels, is rolled as an in- 
tegral part of the upper portion of 
steel floor plate. It can be sheared, 
drilled, countersunk, machined and 
flame-cut, company says. [The plates 
are available in thicknesses from 14” 
to %s”, and in widths up to 60” maxi- 
mum by 144” long. Alan Wood Steel 
Co. 


7—Flaring Tool for Tubing 


(Maintenance) 


A new flaring tool for use on cop- 
per, brass and aluminum tubing is 
being marketed. The tool not only 
flares but also burnishes. It has three 
rollers embodied in the spreader cone 
and is said to “roll flares in the air,” 
because the flares are not formed 
against a flaring block as is the case 
with the conventional flaring tool. In- 
stead the flare is rolled out with the 
tubing extended above the face of the 
flaring block. Because the base of 
the flare is not formed against the 
die, the manufacturer says the origi- 
nal wall thickness-is maintained at 
this vital point, giving a stronger 
flare. The flare joint is burnished by 
turning the operating handle two or 
more revolutions with control knob 
in burnishing position. The tool has 
a die holder with heat treated slid- 
ing dies, designed so they will not 
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score the tubing and features single 
nut clamping, company says. It 
flares 4%”, 5/16”, 3%”, %”, and %” 
outside diameter tubing. Imperial 
Brass Mfg. Co. 


8—Air Hose Resists Weathering 
(Service Stations) 


Air hose with tube and rubber 
made of oil-proof rubber compounds 
is available. It has three-ply fabric 
reinforcement and is made with a 
smooth finish red cover. Manufac- 
turer says the hose will resist weath- 
ering and sun checking. Strong ad- 
hesion of cover to the carcass is said 
to enable the hose to withstand re- 
peated bending and flexing with less 
danger of separation. Company says 
tube of the improved hose will not 
flake off to plug attachments or tools. 
The hose can be used for a variety 
of other applications besides its pri- 
mary one as an air hose, including 
handling oil solvents and lubricating 
oil. It is made in 4”, 5/16”, and 34” 
with outside diameters respectively 
14”, 9/16” and 21/32”. Weight per 
100’ is 10.3, 12.2 and 15.1 lbs. respec- 
tively. The two smaller sizes with- 
stand 150 lbs. working pressure, the 
larger, 125 lbs. B. F. Goodrich Co. 


9—Aluminum Dual Drive Axles 
(Trucks) 





Aluminum dual drive axles with 
worm gears that weigh only 1,170 
Ibs. are available to truck builders 
and fleet operators for highway 
trucks and as conversion units. The 
dual drive axle with complete sus- 
pension installed (less tires, wheels, 
inter-axle drive line and oil) weighs 
3,370 lbs. Manufacturer says ad- 
vantages of the new dual drive axles 
and suspension system are: less 
weight, longer life, softer ride and 
lower maintenance. Use of heat 
treated aluminum-alloy axle housings, 
differential carriers, hubs, brake 
shoes and spider is responsible for 
weight reduction, company says. Alu- 
minum housings with greater oil ca- 
pacity are said to dissipate heat fast- 
er and to result in longer gear life. 
Four-spring suspension provides bet- 
ter load distribution and _ reduces 
weight concentration on the frame 
which increases frame life, manufac- 
turer states. Freight-liner Corp. 
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10—Cabinet Holds Wiper Blades 


(Service Stations) 


A new cabinet, complete with stock 
of windshield wiper blades, arms and 
refill units, is available in a size to 
accommodate the new longer blades 
and blades to conform to curved 
windshields. The service cabinet or- 
ganizes stocks and comes equipped 
with a blade demonstrator mounted 
on the door. This door lifts to re- 
veal partitioned stock of wiper blade 
servicing parts. Included in the cab- 
inet are three extensible lengths of 
arms, 11 lengths of blades, and five 
lengths of refills which renew the 
wiping rubber in blades without re- 
placing the blades. The Anderson Co. 


11—Flexible Hose and Flanges 


(Bulk Plants, Trucks) 


A new flexible metal hose and 
flanges is said to withstand pres- 
sures up to 350 lbs. and to be de- 
signed for handling highly volatile 
liquids without leaking. Flanges de- 
veloped for use with this new hose 
are leakproof under all conditions, 
company says, and are much lighter 
in weight than other types of flanges. 
Hose and flanges are applicable on 
tankers, pipe lines, tank farms, bulk 
plants, and trucks. Pennsylvania 
Flexible Metallic Tubing Co. 


12—Special Lock on Safe Files 


(Service Stations, Offices) 


A new line of safe files incorporates 
a lock which is said to be manipula- 
tion proof. The lock, manufactured 
by Sargent & Greenleaf, 1s a combin- 
ation type which completely elimin- 
ates the tiny but tell-tale “click” in 
the tumblers by which a smart man- 
ipulator using a stethoscope can of- 
ten feel out a combination sequence, 
company says. The lock is encased 
in a highly-tempered steel box said 
to thwart attempts at drilling from 
any angle. Remington Rand Inc. 
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13—Changes Crankcase Oil 


(Service Stations) 
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Manufacturer has added two fast 
oil changers to his line. One is a 
standard model which performs every 
function of fast oil removal from the 
crankcase but does not pump fresh oil 
into the crankcase as does the com- 
pany’s deluxe model. Used oil, how- 
ever, is pumped into a self-contained 
scavenger tank which may be emptied 
when full by reversing the pump ac- 
tion. A visible sight glass makes it 
possible to see the used oil as it is 
removed and also indicates when the 
pumping action is completed. Four 
snap-on nozzles are provided with 
the changer but one nozzle is said to 
serve 80°7 of the jobs, necessitating 
few changes. A visual gauge indi- 
cator shows when the scavenger tank 
is full. The cabinet is finished in 
baked white enamel and chrome trim. 
Eight-inch roller bearing wheels with 
semi-pneumatic tires and four-inch 
rubber casters are provided for ease 
of movement. The other new model 
oil changer is a portable unit. It 
has a gear-type pump of 4 gals. per 
minute capacity, an 8’ hose to carry 
old oil from pump to used oil con- 
tainer, and a 614’ drain hose. Cab- 
inet is baked white enamel over sheet 
steel with chrome carrying handle. 
Manufacturer says portable model is 
useful in draining oil from marine 
engines, motorcycles and other en- 
gines of this type. Changer is said 
to completely remove used oil, pump- 
ing it directly into a used oil con- 
tainer. Allen Electric and Equip- 
ment Co 


14—Takes Skid Out of Ice 


(Service Stations, Trucks) 


A chemically treated wood-flake 
compound is said to remove the “slip” 
from slippery surfaces the moment 
it is applied. It dissolves ice. and is 
non-corrosive, non-inflammable and 
non-poisonous, company says. It is 
recommended for use on station and 
other driveways where the going is 
slippery. It is useful also in cars 
and trucks when the vehicle stall~ on 
slippery spot, manufacturer says. The 
wood-flakes which act as the carrier 
for the chemicals are said to be re- 
luctant in releasing the chemicals, 
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which prolongs the effectiveness of 
the solvent. It is said to retain its 
melting power long after the original 
ice has dissolved and if ice forms on 
the residue remaining the solvent 
gives a “repeat performance” by 
working from the bottom up and 
melting the ice. Normandy Chemical 
Corp. 


15—Coating for Concrete 


(Service Stations) 


A synthetic coating which is mois- 
ture repellent gives a semi-glaze 
finish to stucco, asbestos shingle sid- 
ing or brick walls, interior cement 
floors and walls. It also can be used 
on metals such as gasoline pumps 
and car-washing and greasing racks, 
manufacturer says. The coating can 
be brushed or sprayed on and dries 
quickly. Company says it is easy 
to keep clean and can be washed 
down with a hose. It is available in 
tile red, tango red, light or medium 
green, maroon, Byron buff, Dutch 
blue, battleship gray or French gray, 
white, black or clear. Lowebco, Inc. 


16—Extinguishes Truck Fires 
(Trucks) 


A new 2% gal. foamite fire ex- 
tinguisher specially designed for tank 
trucks and other large vehicle units 
produces a fire-killing chemical foam 
equal to 10 times its own capacity. 
Manufacturer says it stops oil and 
gasoline fires and prevents reflash- 
ing. Silicon bronze with monotype 
construction is used to achieve an 
ultimate shell strength of 1,400 p.~«.i. 
It has a sealed stopper construction 
to prevent chemicals from mixing 
until needed. Operation is accom- 
plished with a twist of the wrist 
which releases the seal and prepares 
the extinguisher for action. Ameri- 
can-LaFrance-Foamite Corp. 


17—Flashing Stop Light 


(Trucks) 








An armored stop light which flash- 
es its warning 60 times a _ second 
when brake pressure is applied is 
available. Made of heavy steel plate 
enclosing a reflecting lens that warns 
in daytime as well as at night, the 
unit can be kept flashing by means 
of a dash switch when vehicle is 
stopped, manufacturer says. The 
light is 12” long by 3” high and built 
for heavy duty service. Trippe Mfg. 
Co. 





18—Heavy Duty Jacks 
(Trucks) 


Two governor-controlled 25-ton 
jacks are said to be capable of lift- 
ing the heaviest, fully-loaded truck 
in half the time required by ordinary 
jacks. The jacks have a screw action 
which enables the operator to make 
two strokes to one of a rachet jack, 
with none of the jumpy, load-rocking 
action of the rachet jack, manufac- 
turer says. Safety features include 
a positive stop at the base of the 
jack to prevent over-extension, a 
bronze key way keeps jacks from 
twisting out from under loads, each 
stroke of the raise is firmly held by 
a triple-pawl clutch, and the governor 
controls lowering speeds. Manufac- 
turer says a small head permits quick 
and easy spotting of jacks under 
loads and in closely-confined areas. 
Housings of the jacks are in one 
piece and hold all working parts and 
bearings in an integral unit. The 
only maintenance needed, company 
says, is periodic lubrication. The 25- 
ton jacks are available in heights 
ranging from 26 to 36” and with 
raises from 13% to 23%”. Other 
governor-controlled jacks are made 
in 35, 50, 75 and 100-ton capacities. 
Duff-Norton Manufacturing Co. 


19—Protects Steel from Fire 


(General Application) 


A lightweight protective coating is 
said to keep beams and industrial 
equipment made of steel from col- 
lapsing in event of fire. Manufacturer 
says steel may crumple after only 15 
minutes of exposure to an intensely 
hot blaze if uncoated. The protective 
coating when applied in a layer an 
inch and three-quarters thick the 
cement will retard the effect of great 
heat for three hours, company says. 
Coating is applied with a trowel. 
Eagle-Picher Co. 
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COMPLETE © 
SERVICE STATION LINE 


Up...and at em! 





No. 660 


Foot Valve Extractor 
Installation 


A few turns of the wrench bring foot 
valves and angle check valves up to the 
surface . . . where you can easily get 
at ’em. Thus, Buckeye Extractors speed 
and simplify suction line maintenance. 
» Use of the manhole and extractor pipe 
cap with these installations makes it un- 
necessary to cut pipe to exact length and 
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Valves and Fittings for 
Service Stations, Bulk Plants 
and Tank Trucks L_ 
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No. 825 
Angle Check Valve 
Extractor Installation 


allows for tank settling without strain 
on pipe connections. No. 825 can be 
furnished with or without strainer. 
These extractor installations are just 
further examples of Buckeye efforts to 
simplify and improve processes of fuel 
handling. Every item in the Buckeye 
Line is developed with this idea in mind. 
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NAME 
ADDRESS 








NOZZLE VALVES 





VERTICAL CHECK VALVES 


ANGLE CHECK VALVES 


FILL BOXES 











BUCKEYE IRON & BRASS WORKS, Dept. N. 
P, O. Box 883, Dayton 1, Ohio 


Please send details on the Buckeye complete line, 


p-— MAIL COUPON FOR COMPLETE DETAILS —— 








GEORGIA 





We Repair and Refinish 
Veeder-Root 
Computer and Register Wheels 


All Work Guaranteed 


EQUIPMENT SALES CO., INC. 


858 Dekalb Ave., N.E. 
Atlanta, Georgia 
Lamar-1754-5 


Inquiries Invited 











ILLINOIS 





P. R. GIRARD 


Factory Representative 


Champion Compressors 
Glote Hoists 
Wheaton Brass Works 


327 S. LaSalle St. 
Chicago 4, Ill. 








Your Needs In Oil Handling 
Service Station Equipment 
From Our Warehouse 


PLEWKE EQUIPMENT CO. 


1742 W. Madison Ave., 
Chicago 12, III 














SERVICE 
STATIONS 








INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 








OIL APPLIANCES CO. 


145-149 W. 16th St. 
Indianapolis 2, Ind. 


Complete Bulk Plant & 
Service Station Equipment 
Engineering & Installation 
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20—Upends Drums 
(Warehouses) 

A new tool for upending barrels 
and drums is designed with a special 
tension clinching feature for positive 
safety, manufacturer says. The tool 
has no moving parts and consists of 
a specially designed V-shaped strap- 
iron saddles located at the point of 
leverage and the point of lifting. The 
leverage saddle at the end of the tool 
laps over the top expanded rolling 
hoop, while the lifting saddle fits 
tightly to the drum head at two 
points under the rim which supports 
the lifting weight. As leverage is ap- 
plied, pressure forces the saddles to 
spread and grip the drum surfaces to 
prevent slipping or rolling. D. S. 
Campbell Co. 


21—Slip-On Safety Treads 
(General Application) 

Safety treads are said to be easily 
fitted over and quickly removed from 
any boot or shoe. Wherever slippery 
going is a hazard—-greasy, wet or icy 
tloors, ramps, scaffolds, decks or 
yards—the treads are useful in pre- 
venting accidents, manufacturer says. 
The sandal-like attachments have 
fabric soles and are comfortable, 
company states. New Products De- 
velopment Corp. 





22—Oil Conversion Burner 
(Fuel Oil) 

A new oil conversion burner has 
four interchangeable heads to obtain 
a burning rate of from 14 to 4% gals. 
of fuel oil per hour, as required by 
the particular installation. This al- 
lows the use of one oil burner for 
many jobs instead of carrying several 
burners of different oil burning ca- 
pacities, manufacturer says. An in- 


tegral primary relay, which is mount- 
ed on the burner, is factory wired to 
reduce installation problems. The low 
voltage combustion control operates 
Airtemp Division 


on Class II circuit. 
of Chrysler Corp. 





23—Shelving Holds Heavy Loads 
(Warehouses) 

All-steel industrial shelving engi- 
neered for installations where heavy 
loads must be carried. It finds 
application in  stockrooms, ware- 
houses, tool rooms and places where 
weight carrying ability is an im- 
portant consideration, manufacturer 
says. Feature of the shelving is that 
no bolts or nuts are required. Sec- 
tions are quickly and easily assem- 
bled with studs. The angle posts are 
constructed for strength so that the 
18-gauge shelves when fully rein- 
forced have a weight capacity of 
2,000 Ibs. Precision Equipment Co. 


24—Traffic Zoning Paint 

(Service Stations, Bulk Plants) 

Manufacturer has resumed full- 
scale output of traffic zoning paint. 
Advantages claimed are long wear, 
easy application, adherence to floor, 
street, parking lot, etc., regardless of 
the surface to which applied, holds 
its color and visibility for a long time, 
and is resistant to stains and scuff- 
ing. The paint dries hard enough in 
20 to 30 minutes to allow the heaviest 
truck to run over lines without the 
slightest harm to markings, manu- 
facturer says. One coat, applied by 
hand or machine, is said to do the 
job. Thomson-Porcelite Paint Co. 
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25—Tool Cuts Gaskets 


(Maintenance) 


A new cutting tool is said to cut 
accurate-size gaskets from any pli- 
able sheet material in round, straight, 
square. rectangular, oval or irregu- 
lar shapes. In operation it combines 
the functions of a circle cutter, 
straight edge, compass, scorer and 
knife in a single manually-operated 
device. Made of plastic, the cutter 
weighs less than four ounces, is 4% 
long, 1144” wide and %” high. One 
feature listed by the manufacturer 
is the tool’s “ironing’’ action while 
cutting—a desirable feature because 
it prevents the thinnest of materials 
from “buckling”, when working on 
pliable materials such as_ rubber, 
paper, asbestos, canvas, cardboard, 
cork, duck, felt, fibre and leather. 
Odd shapes, straight strips and shims 
in addition to circu’ars may be cut 
easily and quickly, manufacturer 
says. Zimmerman Packing Co. 


26—Fifth Wheel for Transports 


(Trucks) 


A new safety fifth wheel is said to 
increase safety, speed and driving 
ease and to eliminate many road 
hazards. Manufacturer says the unit 
involves basically simple modifica- 
tions of the conventional fifth wheel: 
(1) the top plate on the trailer locks 
to lower plate on tractor in a rigid 
connection and all swivel action 
comes from a rotary disc on which 
the lower fifth wheel is mounted. An 
offset pivot point shifts the center of 
gravity of the trailer load to the in- 
side on turns; (2) since the rocking 
shaft is above the rotary disc it is 
always parallel to the rear axle of the 
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trailer providing constant four-point 
suspension. Company says its fifth 
wheel unit provides safety on curves; 
avoids loading tip-over; jackknifing 
stop reduces jackknife accidents; 
maneuverability and average road 
speed are increased. Holland Hitch Co. 


27—Swing Line for Tank Cars 
(Loading Racks) 





A newly designed all-aluminum 
swing line is said to expedite the fill- 
ing of tank cars and tuo reduce work- 
er fatigue. The swing line is 12’ 
long, 4” in diameter, and weighs 42 
lbs. The discharge end of the coun- 
terweighted line is equipped with a 
tee to increase filling efficiency, man- 
ufacturer says. Tube Turns, Inc. 


28—Holder Adjustable to Lamps 


(Service Stations) 





A new lamp holder is designed to 
automatically compensate for any 
variation in length of lamps. The 
socket is mounted on a spring assem- 
bly which provides up to 5s” give and 
take, and manufacturer says this 
feature does away with the troubles 
encountered when lamps are too long 
or too short to establish good con- 
tact in the socket. Made of cast 
aluminum, the body contour is such 
that the holder blends into and hugs 
the lamp. The spring-mounted socket 
pulling inwardly, establishes a firm 
hold against the asbestos gasket pre- 
venting rain, snow or dampness from 
entering the interior, manufacturer 
says. Revere Electric Mfg. Co. 


INDIANA cont'd 








Service Station and 
Bulk Plant Equipment 


COFFIELD SUPPLY CO., INC. 


801 Prairie Ave., Box No. 42 
South Bend, Ind. 


Bulk Plant Constr. Rep. Serv. 








LOUISIANA 





METRIC SUPPLY CO. INC. 


867 St. Charles St. New Orleans, La. 


Tokheim Pumps—Worthington Compres 
sors—Rotary Lifts—Parts—Service Depot 
Balcrank Lubricating Equipment 


SALES & SERVICE 











SERVICE EQUIPMENT CO. 


(Houstgn W. Martin Owner) 
Petroleum Equipment 
Headquarters Since 1915 
726-28 Girod Street, New Orleans, La. 
34 Years of Dependable Service 








MAINE 








In MAINE it's 


gould equipmnt co. 
Box 1611—Portland, Maine 


20 years of equipment service to the oil 
man—bulk plant—service  station—truck 
tark. 

ralph gould 


al gerry don kelley 








MICHIGAN 





SCHWAB EQUIPMENT CO. 


2632 Broadway Bay City, Mich 
Phone 24141 & 4534 


Bulk Plant Service Station 
Industrial—Truck Tanks— 
Transport Equipment 


Sales Service Installation 











R. V. SEAMAN COMPANY 


Saginaw — Detroit — Grand Rapids 
Michigan 


Petroleum Equipment 
Since 1920 








MISSOURI 








CUNNINGHAM EQUIPMENT CO. 


1348 E. Commercial St. Springfield 2, Mo. 
Tokheim Pumps—Globe Lifts 


Par Compressors—Brodie Meters 
Graco Lubrication Equipment 


Roper Pumps—Hose and Reels 


Supplies and Parts 
For All Nationally Known Brands of 
Bulk Plant & Service Station Equip. 


WE MAINTAIN AND SERVICE EVERY LINE 
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NEW JERSEY 





COMPUTING CLOCK WHEELS 
Refinished like new 
Exchanged or sold 
Prices reasonable 


SERVICE SPECIALTIES INC. 


205-15th St. Jersey City 2, N. J. 











REBUILT 
PUMPS 
METERS, 

Gill REGISTERS, 

AND UNITS 
write: 

TEN HOEVE BROTHERS 


' ¥ 359 Mclean Blvd., Paterson 3, N. J. 
« Largest assortment of pump parts in the U.S. 









NEW YORK 





RENICK & MAHONEY, INC. 


114 Liberty Street 
New York, N. Y. 


Bulk Plant—Truck Tank 
and 
Service Station Equipment 








C. A. BREWER 


32 Byron St., Rochester, N. Y 
Petroleum Marketing Equipment 
Farm Electric Pumps 
Truck Tank Power Dividers 











OHIO 





OHIO OIL EQUIPMENT CO. 


251 North 5th St 
Co'umbus 15, Ohio 


Adams 8920 Adams 5484 L.D. 337 


Distributors for 
Erie Meter Systems 
Progress Tank Trucks 
and Trailers, Joyce Lifts, 
Complete Service Station 
and Bulk Plant Equi 
= quipment 











PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Blvd. of Allies Pittsburgh, Pa 
Rutledge Service Station Flood Lights 
G&B Equipment—Buckeye Valves & 
Fittings 
Granco Pumps & Meters—Air 
Compressors 
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NEW LITERATURE 


29—Floodlights 


(General Application) 


Bulletin describes two new heavy- 
duty, general purpose floodlights. 
One type is rated at 500 watts and 
the other at 1,000 watts. They are 
available for either general lighting 
service or floodlighting service lamps. 
Manufacturer says the units are 
weather-tight and are constructed of 
heavy-gauge aluminum, weighing less 
than 17 lbs. The door, hinged for 
easy relamping, uses three simple 
swing-type door latches. Heat-re- 
sistant door glass is cushioned in a 
silicone rubber gasket which wraps 
around the edge of the glass and also 
seals the joint between the door and 
the casing. A clamping handle for 
vertical adjustments is provided so 
that the floodlights can be serviced 
completely without the use of tools. 
The floodlights are available in either 
narrow-beam polished or wide-beam 
etched reflectors. They are available 
in three standard mountings, includ- 
ing a portable base. General Elec- 
tric Co. 


30—Gasoline Computing Pump 


(Service Stations) 


Manufacturer describes 10 features 
of a new series of gasoline comput- 
ing pumps in a catalog. Each fea- 
ture is illustrated in the two-color 
booklet together with specifications. 
The 10 new points are: More acces- 
sibility; Siteflo, which incorporates 
brightly-colored plastic balls which 
are impervious to gasoline; positive 
interlock and reset mechanism of 
watchcase type; eye-level dials are 
brilliantly illuminated front and back; 
advertising globes easily placed on 
top of pump if desired; brightly 
lighted glass display panels; choice of 
colors in baked synthetic enamel 
finish; turn of a key allows either 
front or back panels to lift off com- 
pletely; a turn of a key raises shut- 
ters to show cumulative totals of 
gallons dispensed and of cash; and 
vacuum pressure tests are quickly 
accomplished by removing two plugs 
and attaching a vacuum gauge and 
a pressure gauge at these openings 
on the pumping unit. The Dayton 
Pump and Manufacturing Co. 


31—Contractor’s Lube Guide 


(Industrial Lubricants) 


Third edition of a booklet entitled 
“Lubrication and Maintenance Guide 
for Contractors’ Equipment” has been 
prepared. It covers engine lubrication, 
care of air cleaners, superchargers, 
oil filters, care of the cooling sys- 
tem, fuel injection pumps—carbure- 
tors, care of the ignition system, 
and care of valves. The 100-page book 
also gives details on care of power 


transmission assembly, wheel bear- 
ing lubrication, steering gears, hy- 
draulic systems, power brakes, craw- 
ler mechanisms, open gears, wire 
rope and other equipment and oil 
handling problems to which a contrac- 
tor might be subjected. The book 
was prepared as an interesting and 
useful guide to the contracting frat- 
ernity. Gulf Oil Corp. 


32—Liquid Shock Absorbers 


(Bulk Plants, Trucks) 


Bulletin gives details on liquid 
shock absorbers and excess pressure 
eliminators made by company. The 
shock absorbers have no moving 
metal parts, the work being done by 
means of a rubber cushion encased in 
a spherical chamber. The cushion 
pulsates constantly according to the 
needs of the system as may be re- 
flected by an increase or decrease 
of pressure in the system. Bulletin 
describes four models and says they 
eliminate hydraulic shock and ham- 
mering in pipe line systems, reduce 
the possibility of leaky joints, open- 
ing of pipe seams, and relieve pres- 
sure on valve packings. Company 
says installation on a tank truck 
protects other equipment such as the 
power take off, universal joints, 
meters, pumps. R-S Products Corp 


33. Aluminum Ladders 


(General Application) 


A new. 12-page folder on aluminum 
ladders for industry describes fold- 
ing step ladders, warehouse ladders, 
and straight ladders. Weights and 
specifications of the ladders are given 
as well as a price list. Aluminum 
Ladder Co. 


34—Fire Extinguishers 


(General Application) 


Company’s complete line of fire 
extinguishers is illustrated, includ- 
ing piped systems, large stationary 
units, fire trucks, trailers and associ- 
ated equipment. Also featured in the 
catalog are charts showing character- 
istics of approved hand fire equip- 
ment and comparative effectiveness 
graphs. Ansul Chemical Co. 


35—Fills Tires with Liquid 


(Farm Service) 


Bulletin describes company’s pump- 
ing equipment for filling or extract- 
ing any fluid weight for implement 
tires, including tractors. Features of 
the units are listed as simplified sys- 
tem by which air escapes freely as 
liquid is pumped into the tire elimin- 
ating “evacuation” cycle; hose lines 
are transparent plastic to give visual 
check against leaky connections of 
fittings. Units are available in elec- 
tric, gasoline engine or tractor power 
take off models. Jerome Simer Co. 
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ROADSIDE REPORT 4) /. Harvey « 


Georgia. Ford Model F-7's shown have a G.V.W. 


Y TWO FORD F-7 Big Jobs are driven between 100 and 
150 miles per day over city and country routes and 
average between 82 and 9 miles to the gallon,” reports 


J. Harvey Chestnut. “However, the factor that pleases me 


most is the time-saving element. MY Ford Big Job drivers 
save an average of two hours daily per unit. The Bonus 
Built Ford F-7 is certainly doing a swell job for me.” 

In terms of Payload-Performance the Ford BIG JOBS 
have no equal in their class. No other truck offers so much 
payload capacity in relation to chassis weight with as high 
a horsepower rating per gross ton. This means bigger 
payloads within legal load limits. It means faster, more 
profitable delivery of big loads. Ford’s high Payload- 
Performance is evidence of Bonus Built construction. Each 
of over 150 Ford Truck models is Bonus Built . . . built 
extra strong to last longer. 


*BONUS: “Something given in addition to what is usual or strictly dve“— Webster 





BUT STRONCER TO LAST LONGER 


USING LATEST REGISTRATION DATA ON 6,106,000 TRUCKS, 
LIFE INSURANCE EXPERTS PROVE FORD TRUCKS LAST LONGER! 
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19,000 lbs. G.T.W. rating as a tractor is 35,000 lbs. 


“My FORD drivers save an 
average of two hours daily!” 








» 


hestnut of Chamblee, 
rating of 





ONLY tue toro BIG JOB 


HAS ALL THESE FEATURES 


New 145-h. p. Ford V-8 engine for top performance. 


*% Ford concentric dual-throat carburetor for more 
power, more economy. 


% Big Ford power-operated hydraulic brakes; front 
16-inch by 2'%-inch; rear 15-inch by 5-inch double 
cylinder on F-7, 16-inch by 5-inch double cylinder 
on F-8. Air brakes also available for F-8. 


% New heavy duty 5-speed transmissions — overdrive 
or direct-in-fifth—for operating flexibility. 


% Ford Super Quadrax single speed axles; two-speed 
axle available in Model F-8. 





% Large diameter (10-inch) wheel bolt circle with 8 
studs to allow for extra-strong hub construction. 


* Million Dollar Cab with Ford Level Action suspen- 
sion for greater driving comfort. 


*% Nationwide service from over 6,400 Ford Dealers. 
Ford Bonus Built construction for long truck life. 
Gross Vehicle Weight Ratings: F-8 up to 21,500 Ibs. F-7 up te 


19,000 Ibs. Gross Combination ratings: F-8 up to 39,000 Ibs., 
F.7 up to 35,000 Ibs 
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NEWS OF MANUFACTURERS 


Lift trucks have been made an 
integral part of materials handling 
at two petroleum bulk terminals oper- 
ated by Union Oil Co., one located 
at Portland, Oreg.; the other at 
Seattle, Wash. 

Until 1939 Union Oil packaged pe- 
troleum goods at the main refinery 
and shipped these packages to local 
distribution stations. Now the com- 
pany finds it more economical to 
ship in bulk to regional terminals 
where packaging is done close to the 
point of sale. 

Before lift trucks were purchased 
at both the Seattle and Portland 
terminals, cased goods and drums 
were handled with hand trucks. In 
the canning and casing of bulk oil, 
packages were placed on gravity 
rollers and taken off the production 
line with hand trucks. All goods had 
to be handled twice to storage and 
twice again for delivery. 

After obtaining lift trucks items 
received by rail are taken from the 
car with the truck and drums are 
handled two at a time without pal- 
lets. Both horizontal and_ vertical 
drum handling is performed, depend- 
ing upon the system of stacking. A 
typical unloading of four boxcars of 
385 drums will take a _ three-man 
crew and the lift truck one day, re- 





cords show. Formerly the job took 
a three-man crew five days. 

The lift truck also is used to re- 
ceive cased goods as they come off 
the oil canning machine. The Seattle 
terminal used to handle 50,000 b/d 
with manual methods. Now 200,000 
b/d are handled with no increase in 
manpower or additional storage area. 

Additional use was found for the 
lift truck at Portland terminal. When 
tankers are unloading at the dock 
a mile away, the lift truck moves 
galley supplies and pulls in the huge 
hawsers which are difficult to handle 
manually. 

Benefits derived from the use of 
a lift truck with load-grab attach- 
ment at the two Union Oil terminals 
are listed as: fewer men needed to 
manually handle the products; more 
men available for productive jobs; 
less demurrage on boxcars waiting 
to be unloaded; less handling cost per 
item handled; 90% drop in strains 
and injuries; 20% more storage area; 
faster time from storage to delivery; 
and increased number of barrels 
handled per month with no increase 
in personnel, 

* * * 

The Army Quartermaster Corps 

has awarded contract for an exten- 


econ 


sive research project on “blitz can” 
linings to American-Marietta Co. Re- 
search work will include not only the 
formulation of lining materials with 
proper chemical resistance and physi- 
cal properties, but also practical 
methods of application of lining ma- 
terials to the containers. 
* * * 

A stainless steel valve clinic will 
be held by the Cooper Alloy Foundry 
Co., Hillside, N. J., on Jan. 12, 1950, 
in the form of a dinner meeting at 
the William Penn Hotel in Pitts- 
burgh, Pa. Admittance to the clinic 
vill be by invitation only and will be 
limited to those in the Pittsburgh 
area who are directly concerned with 
the purchasing, specifying or main- 
tenance of stainless steel, nickel or 
monel valves. It has been decided 
that no sales representatives, even of 
Cooper Alloy, will be invited. This 
is to emphasize the educational na- 
ture of the meeting which will in- 
clude a discussion of stainless steel 
valve types—their application design 
features and maintenance factors 
and a comparative study of competi- 
tive stainless valves. 

“ * * 


Allen Electric and Equipment Co. 
has added a nationwide staff of fac- 
tory trained sales engineers, each 
equipped with a mobile demonstration 
and instructional unit; regional man- 
agers; sectional service centers; and 
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Pallet loads of grease buckets, 18 on a pallet, are handled 
at Union Oil's Seattle bulk terminal. The lift truck is equipped 
with pallet arms mounted on the load-grab attachment 


Drums are unloaded two at a time from boxcar at Union 
Oil's Portland, Oreg., bulk oil terminal. The lift truck shown 
doing the job is a Hyster “20 with drum load-grab arms 
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other methods of service to dealers. 
The new staff of 60 sales engineers 
travels in a special station wagon 
completely equipped with company’s 
motor analyzing and testing equip- 
ment which will be used to give deal- 
ers “on-the-spot” demonstrations in 
conjunction with local distributors. 
They also will supervise the com- 
pany’s school program, a nationwide 
educational plan consisting of 12 
nightly classes sponsored by Allen 
distributors. Company has divided 
the country into seven regions, each 
under the supervision of a regional 
manager, for purposes of sales and 
service. 


A new and expanded line of trucks 
comprising 356 basic gross vehicle 
weight models is being manufactured 
by Dodge Division of Chrysler Corp. 
Formerly the line consisted of 248 
models. Truck sizes now range from 
4,250 to 23,000 lbs. gross vehicle 
weight and up to 40,000 lbs. gross 


combination weight. Nominal rat- 
ings have been increased to include 
some 2% and 3% ton models. 


* * * 


Executive and eastern sales of- 
fices of Socony Paint Products Di- 
vision of Socony-Vacuum Oil Co., Inc., 
have been moved from New York 
City to the administration building 
of the division’s new plant at Me- 
tuchen, N. J. The administration 
building is the first of nine new 
structures to be erected at the plant. 
Until construction is completed the 
Long Island City sales office will 
remain at Long Island City but all 
sales correspondence will be handled 
by the Metuchen office. 

* * ~*~ 

A midwestern sales office has been 
opened by Commercial Filters Corp. 
at 603 West Washington Blvd., Chi- 
cago, Ill. Walter H. Magee will be 
in charge of the new office. Com- 
pany manufactures filters and cart- 
ridges. 


EQUIPMENT PERSONALS 


R. D. (Bob) Ebbert, for many 
years a district manager at Cleveland 
and St. Louis and Nashville for the 
Shell Oil Co., was at the API meet- 
ing at Chicago. He is now represent- 
ing Service Station Equipment Co. of 
Muskegon, Mich., with his headquar- 
ters on Westover Drive, Nashville, 
Tenn. 

Bob reports a good demand for 
marketing equipment. He says the 
South is continuing to grow in every 
respect and including oil distribution. 


* bas * 
James A. Bardsley has been ap- 


pointed manager of the West Coast 
division of the Trailmobile Co. He 





PERFECT 
SEALANT 


Available in 
complete size 
range 


Prevent leaks . . . save 
gasoline waste ... 
specify RECTORSEAL 
#2 on all piping con- 
nections. It’s economi- 
cal. It retains its sealing qualities for the 
life of the connection . . . assures leak 
prevention. Order from your dealer... or 


Write RECTORSEAL, Dept. J 
2215 Commerce St. 
Houston, Texas 











RECTORSEAL# 2 


MAKING THE OIL INDUSTRY SAFER 
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will be in charge of all of the com- 
pany’s operations in the seven west- 
ern states, including its plant at 
Berkeley, Calif. 


* * t 


Modern Metal 
Products Co. has 
appointed Harold 
E. Cordell as vice 
president in 
charge of sales. 
He will head a 
greatly ex- 
panded pro- 
motion through- 
out company’s 
entire distribu- 
tion area. Mar- 
keting of com- 
pany’s oil dis- 
play-service cab- 
inet east of the Mississippi River will 
be handled direct from Greensboro, 
N. C., and west of the Mississippi 
through franchised service station 
equipment distributors. A new spe- 
cialty sales stand will be introduced 
soon. 





Mr. Cordell 


Monsanto Chemical Co.’s board of 
directors has named Dr. Charles Al- 
len Thomas chairman of the com- 
pany’s five-man executive commit- 
tee. He has been executive vice presi- 
dent of Monsanto since 1947. 


* * * 


A. L. Sobey, operating as A. L. So- 
bey Equipment Co., has been ap- 
pointed Chicago area sales represent- 
ative on computing pumps of A. O. 
Smith Corp. 





PENNSYLVANIA cont'd 





E. 0. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 

















For The Petroleum Industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 








West. Penn. Oil Equipment Co. 


512 Sandusky St. Cedar 8822 
Pittsburgh 12, Pa. 


Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Yale & Towne Pumps 











PENNINGTON EQUIP. SALES CO. INC. 
442 Tinsman Ave. Williamsport 39, Pa. 
Wayne Pump Company Products 
Marlow Centrifugal & Blackmer Rotary 
Pumps — Truck Tanks — Hose — Reels— 
Storage Tanks — Pittsburgh Equitable 
Meters —Gasoline & Oil Equipment 








TEXAS 








Storage Tanks 
Reconditioned Computing Pumps 
Complete Service Station and 
Bulk Plant Equipment. 
United Pump Service & Supply Co. 


1701 South Lamar St. Dallas 2, Texas 





WASHINGTON 








GASBOY PUMPS 


The Oilman’s choice for 
consumer accounts 


STREHLOW SUPPLY CO. 


3000 Western Ave Seattle 1, Wash 








WEST VIRGINIA 








SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 
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Fred W. Park- 
er, Jr., has been 
elected a vice 
president of Tim- 
ken-Detroit Axle 
Co. He has 
served in the en- 
gineering, sales 
and service de- 
partments of the 
company since 
1927. He was di- 
rector of the Mil- 





itary Replace- 
Mr. Parker ment Parts Gov- 
erning Board 


during the war. For the past two 
years he has served as assistant to 
the president. 

Timken-Detroit has added F. H. 
Boor to engineering staff of its Wis- 
consin axle division. He is a grad- 
uate of Purdue University. 


* * * 


Fred Thilenius has been named 
manager of the newly created Mid- 
Continent district of France Packing 
Co. Offices will remain at Tulsa, 
Okla., but the new district office will 
serve as sales headquarters for a 
much larger area, which includes 
Kansas and Oklahoma, North and 
West Texas, including the Panhandle 
and Southeast New Mexico. 





Mr. Shoemaker 


Mr. Ellerbrock 


Eureka Williams Corp. has made 
four changes in sales personnel in its 
Williams Oil-O-Matic Division, manu- 
facturer of oil heating equipment. 
Ralph H. Ellerbrock has been named 
manager of brand name sales; Wil- 
liam A. Sayler is new district sales 
representative in Ohio; Robert Davis 
is new district sales representative 
in charge of upper New York State, 
and J. H. Shoemaker has been ap- 
pointed assistant to the general sales 
manager. 


Mr. Ellerbrock has been associated 
with the company for the past 25 
years in the procurement and produc- 
tion department, Mr. Sayler is for- 
mer divisional sales manager for the 
heating division of the Wayne Home 
Equipment Co. Mr. Davis was a 
sales engineer for Clark Industries in 
northern Illinois prior to his appoint- 
ment, and Mr. Shoemaker was for- 
merly Williams district sales repre- 
sentative in New England. 
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W. J. Corr has 
been named to 
newly created 
position, director 
of service, Mack 
Trucks, Inc., and 
will oversee all 
parts and service 
activities for 
trucks, busses 
and fire appara- 
tus in company’s 
eight major sell- 
ing divisions in 
U. S. and Canada 
and its 67 direct 
factory branches. His headquarters 
will be at Mack’s Plainfield, N. J., 
plant. 





Mr. Corr 


In another 
move Mack 
Trucks has cre- 
ated a new ter- 
ritorial sales unit 
to be known as 
the southwestern 
division with 
headquarters at 
Dallas. Included 
in the realign- 
ment are the 
company’s al- 
ready-established 
districts at Dal- 
las, Houston, Ok- 
lahoma City and New Orleans. Tex- 
as, New Mexico, Oklahoma, Louisi- 
ana, Arkansas—excepting Mississippi 
and Crittenden Counties—the south- 
ern half of Mississippi, and Mexico 
are covered by these districts. Head 
of the new division is D. C. Wheeler, 
who was recently elected a vice presi- 
dent of the company. 





Mr. Wheeler 


R. W. Walker, 


vice president, 
Mack - Interna- 
tional Motor 


Truck Corp., has 
been appointed 
manager of the 
company’s new 
eastern division, 
with headquar- 
ters at Mack’s 
Long Island City 
plant. His new 
post calls for di- 
rection of truck, 
bus and fire ap- 
paratus sales and service activities 
through 17 direct factory branches in 
New York and northern New Jersey. 





Mr. Walker 


* * * 


Dale M. Vredenburg has_ been 
named Detroit branch manager for 
the Trailmobile Co. He has been 
associated with the motor transport 
industry for a number of years in 
Detroit and Grand Rapids. For sev- 
eral years during the war he served 
with the Tank Automotive Center of 
the Army Ordnance Department in 
Detroit. 


Russell M. Brockway has joined 
the Chicago staff of Chek-Chart Corp. 
Because of his experience as technical 
editor of Kaiser-Frazer Sales Corp. 
and Ford Division of Ford Motor Co., 
one of his duties with Chek-Chart 
will be editing of all technical service 
instructions, training manual, bulle- 
tins and the firm’s lubrication guide 
and accessory manual. 


* * * 


Purolator Prod- 
ucts, Inc., New- 
ark, N. J., has a 
new vice _ presi- 
dent in charge of 
engineering, 
Jules P. Kovacs. 
He formerly was 
chief engineer. 
He joined the 
company in 1929 
as design engi- 
neer after design 
work with West- 
inghouse Elec- 
tric, Standard Oil 
Development, Durant Motors, Hyatt 
Bearing and Wright Aeronautical 
Corp. He became Purolator’s chief 
engineer in 1941. 





Mr. Kovacs 


* * * 


L. O. Koven & Brother, Inc., Jer- 
sey City, ‘N. J., manufacturers of 
boilers, tanks, special process equip- 
ment and weldments recently ap- 
pointed Kenneth H. Mac Watt as di- 
rector of engineering sales. Mr. Mac 
Watt succeeds W. D. Birch who re- 
signed to assume more active con- 
trol of his many outside interests. 
At one time Mr. Mac Watt was an 
employe of the Tide Water Oil Co. 


* * * 


Robert L. Baker, former assistant 
manager of passenger car tire sales, 
has been named manager of sales 
planning of the replacement tire sales 
division of B. F. Goodrich Co. 
Charles H. Caldwell succeeds Mr. 
Baker in his old position. 


A graduate of University of Illi- 
nois, Mr. Baker spent all his com- 
pany career in Philadelphia sales dis- 
trict before being transferred to Ak- 
ron, Ohio, headquarters last fall. He 
joined the organization in 1934 and 
by 1942 had risen to general super- 
visor of sales . . . Mr. Caldwell has 
been with Goodrich since 1944 and 
had been advertising and sales pro- 
motion manager for shoe products 
and sundries before his present pro- 
motion. 

* * - 


Mr. and Mrs. Warner Lewis cele- 
brated their 25th wedding anniversary 
last month with Mr. Lewis’ parents, 
Mr. and Mrs. Garland G. Lewis of 
St. Louis, who celebrated their 50th 
anniversary the same day. Warner 
Lewis is president of Warner Lewis 
Co., Tulsa. 
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Your Dealers... 





12% 


living 


and keep them in the Black! 


You can keep your dealers in 
the group that makes a good 
living and gets a return on their 
investment only if you give 


them real dealer help. 


Mid-Continent’s D-X Dealer 
Service Plan is just that kind of 
help. It’s based on the success- 
ful experience of thousands of 
service station dealers under all 


kinds of business conditions. 


MID-CONTINENT PETROLEUM CORPORATION 
TULSA, OKLAHOMA 


Waterloo, lowa 
Omaha, Nebr. 
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Terre Haute, Ind. 


It helps dealers make more sales 
and protect the profit from 


those sales. It works! 


If you're located in the Middle 
West and you want to strength- 
en your dealer organization or 
expand it, write for more in- 
formation today. A representa- 
tive will call on you to explain 
the plan without obligating 


you in any way. 


Chicago, Ill. 
Minneapolis, Minn. 


make a good 















Inmagine! ONLY ONE 
DEALER OUT OF THREE 
MAKES MONEY! 


O7 
10% 


a good living plus 
fair return on 
investment 


39% 


live from hand to mouth 


This is what happens to deal- 
ers every normal year. In 
which class are your dealers? 
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This is O’Conners’ Service Station, located at Mountain-Brook, Ala., a suburb of Birmingham. Here, according to F. A. Bean, the 
motorist will find the type of service, cleanliness and courtesy he always seeks but doesn’t always get 


Mr. Bean Approves 


Service Station Critic Finds an Outlet 
Where Top Notch Service, Cleanliness Have 
Built up Profitable and Steady Business 


By F. A. BEAN 


Much has been written criticizing 
the cleanliness, particularly of rest- 
rooms, the poor service, courtesy 
and poor salesmanship found in the 
service stations throughout the coun- 
try. 

[ have been responsible for my 
share of this criticism, therefore 
when an outstandingly good station 
is found it is only fair that I should 
tell about it. 

Another reason why this story 
should be told is that practically ev- 
ery station could be kept just as 
clean; give just as good courteous 
service and could build just as big a 
volume of business and just as quick- 
ly as this one has done, provided the 
lessee, dealer or commission operator 
would put forth the same effort that 
has been extended at this station, in 
every department of the business. 

Since early in the fall of 1945 when 
the rationing of gasoline was over, 
I have traveled by automobile more 
than 25,000 miles and have entered 
for service more than 500 service 
stations in all parts of the country. 

In previous articles about 200 of 


34 


these 500 stations have been dis- 
cussed. In picking the 500 stations 
entered for service more than three 
times that number or more than 1,500 
stations were intentionally passed for 
the reason that something which 
could be seen from the street or high- 
way was of such a nature as to dis- 
courage our giving it a try. Of the 
500 entered for service, about 80% 
were rated from fair to extremely 
bad, with about 20% rated as good, 
and one of which was excellent and 
the only one which could be consid- 
ered as first class in every respect. 

In the 100 stations rated as good 
there was always at least one thing 
that spoiled the picture and‘ pre- 
vented the station from being classed 
as excellent. In some cases it was 
the cluttered up grounds, unclean 
salesroom or restrooms, poor or in- 
efficient service, dirty or discourteous 
attendants. There was always some- 
thing. 

During the first three years fol- 
lowing the War, the brand of prod- 
ucts I used was changed four times in 
an effort to find a satisfactory sta- 
tion within reasonable driving dis- 
tance of home and near enough to 


our usually traveled route to be pat- 
ronized economically. Many people 
will say I am over critical of the 
places I patronize. I am. At the 
same time it is believed that a man 
spending his own money has every 
right to criticize the places of bus- 
ness which he patronizes, whether 
it is a servce station, restaurant, 
drug store or what have you. 

Finds Station He Likes 

Well, I have found a service sta- 
tion which I have not only patronized 
but have carefully studied since its 
opening about a year ago and have 
found little or nothing to criticize. 
Although it is about a mile from my 
regular line of travel, it has been 
found well worth this extra driving 
to the station in question. 

It is known as O’Conners Service, 
operated by J. D. O'Conner. It is 
located on a main thoroughfare in 
Mountain Brook and about midway 
between the residence districts of 
Mountain Brook and Homewood 
which borders Mountain Brook. Both 
cities are suburbs of and adjacent to 
Birmingham, Ala. Both of the resi- 
dence districts are composed princi- 
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pally of business executives and pro- 
fessional people. Within a radius of 
two miles there are about 20 competi- 
tive stations, three of which are 
within a few hundred yards. When 
Mr. O’Conner was asked about this 
competition he said that they were 
nothing to be feared as any competi- 
tion could be overcome by hard hon- 
est work and good service. 


Mr. O’Conner is married and has 
two daughters. He is well educated 
and has a pleasant smile and a 
straightforward manner, owns his 
own pleasure car and recently sold 
his home in order to build another 
one. He is thoroughly versed in the 
mechanics of all makes of automo- 
biles. This, compiled with his organ- 
ization and managerial ability and 
high appreciation of honesty and 
square dealings, is adding materially 
to the building of his business. He 
stands squarely behind everything he 


‘sells or does. 


The entrance and exit driveways 
are good and can easily be negoti- 
ated, which is an important factor. 

It is not within the scope of this 
article to analyze the ground layout 
or the plan of the building. How- 
ever, it is believed that both could 
have been improved so as to make 
for more efficient operation. The 
service station proper and the lubri- 
torium are of the company’s more 
modern type, substantially built, of 
excellent materials which will tend 
to lower maintenance costs. 


The first thing to attract me to 
this station was its service. Over the 
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J. D. O’Conner— 
the man who op- 
erates the service 
station which has 
met the requisites 
of what Mr. Bean 
considers a good 
operation 


months it has improved instead of 
deteriorated as is often the case. 


When a car comes into the drive- 
way its presence is immediately ac- 
knowledged and served as quickly as 
the cars ahead will permit. 


If you want gasoline and you ask 
for one gallon it is given just as 
carefully and as courteously as if you 
had asked for 20 gallons and you are 
given the same smiling ‘Thank you.” 


The windshield is always cleaned 
with clear water and clean wiping 
material, care being used not to dis- 
turb the windshield wipers. They 
aiso clean the inside of the wind- 
shield and when they are through it 
is clean, not streaked. They don’t 
stop there, they clean the back win- 
dow and the side windows if they ob- 
struct the view of the driver. If the 
car is dirty inside they ask if you 
wish it brushed out. 

When tires are tested they are 
carefully and accurately checked to 
the exact pressure and they always 
check the extra tire in the trunk and 
if the trunk is found to be dirty it 
is brushed out. 

Whenever an attendant or a porter 
moves or drives a customer’s car it 
is done smoothly and quietly and the 
motor is never raced, or the car 
speeded up and then stopped by slam- 
ming on the brakes. 


It is a must that effort be made to 
give service under the hood to every 
car that enters the station and it is 
surprising how few cars they miss 
and how many oil sales and acces- 


sory sales are made through this 
practice. 

If the car needs oil the driver is 
not told, he is shown. The radiator 
and battery are never missed. If 
the battery terminals are corroded 
they are cleaned and covered with 
the proper grease. If the customer 
says his battery is weak it is tested 
for voltage, etc. 


Lubritorium Service Good 


Service does not stop at the island. 
When a car goes to the lubritorium 
for either an oil change or a lubrica- 
tion job, the inside of the car is 
brushed out, windshield, windows, 
headlight and taillight lenses are 
cleaned. 

There is a three-quarter-ton truck 
equipped with air tank, the articles 
for hot patches, jacks and all neces- 
sary tools for servicing cars and re- 
pairing tires on the road or at the 
customers’ hqmes. The truck is kept 
washed and polished so that it is a 
good advertising medium for the sta- 
ton when it is on the street or high- 
way. 

There is another service which this 
station provides that I consider not 
only as tops but also a necessity in 
many cases, and is seldom found in 
a service station. That is a sanitary 
fountain for running ice water. Of 
course there are iced soft drinks for 
those who prefer them. There are 
many people who do not like bottled 
drinks and others who do not drink 
them because of a doctor’s orders. 

The service given to me is the 
same service as given to every other 
customer. It makes no difference 
whether it is a new Cadillac or a bat- 
tered up car of the early 30’s or a 
tourist who may never come that 
way again; or whether the customer 
needs a set of tires or only wants in- 
formation as to roads, tourist camps, 
points of interest—-the same courte- 
ous service and attention is given. 

I have never seen a grouchy or 
surly attendant in this station. They 
all seem to take pride in their work 
and in doing it well. 

Mr. O’Conner tries to discourage 
the giving of tips by his customers 
and the accepting of them by any of 
his employes. 

Because Mr. O'Conner has a good 
system of records, I asked him what 
part of his total operating expense 
was chargeable to free service. With- 
out hesitation he said, “Between 10 
and 15%.” This is of course quite 
contrary to several times published 
figures ranging from 25 to 35%. 

He then continued, “The reputa- 
tion for a clean station, extra good 
service and honesty is the best and 
cheapest advertising I can buy.” 

He told me that he and his family 
frequently take touring trips into 
other states. On these trips he de- 
mands good service and cleanliness 
and honest dealing whether he is in a 
service station, hotel or eating place. 
His own operations are based upon 
his demands when away from home. 
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FRUEHAUFS REVOLUTIONARY 


The greatest money-saver ever 









6 BIG IMPROVEMENTS ON FRUEHAUF'S 
REVOLUTIONARY GRAVITY - TANDEM SUSPENSION 
NOW EVEN GREATER PERFORMANCE THAN BEFORE... 





BETTER BRAKING! BETTER SPRINGING! LONGER TIRE LIFE! 


GREATER FUEL SAVINGS! 
LOWER MAINTENANCE! 


NEW IMPROVEMENTS 


1. New Threaded Bearings of 
Special Alloy. Not only a new 
bearing material but, also 
an entirely new bearing de- 
sign both of which mean 
still longer bearing life. 


2. New Anti-Friction Design 
All moving parts work against 
bearings. Friction wear is 
minimized. 


INCLUDE: 


4. New Pre-Set Torsion Bars. 
Another step to insure top 
performance and trouble-free 
service —no adjustment re- 
quired. 


5. New Gear Box Mounting. 
Special heat-treated steel bolts 
through both sides of gear 
box anchor boxes securely to 
their hangers. 


3. New Type Powdered Metal 6. New, Sturdier Attachment 


and Fabric Bearings in Shackle. of Hangers. Extra insurance 
Makes lubricant actual bear- that hangers will stay securely 
ing surface. Insures_ long, anchored under severest pun- 
trouble-free life. ishment. 


USERS REPORT UP TO 247,000 MILES 
PER TIRE WITHOUT RECAPPING! 





Read this report from 
CARL J. PETERSEN 
Petroleum Transport 

Service 
Afton, Wyoming 





“‘In checking my oper 
ations record for filing 
my annual report to the 1.C.C., 
| came across these astounding 
facts about our No. 11B Frue 
hauf Tank-Trailer. We have used 
this piece of equipment con- 
tinuously for the past twenty-one 
months. During this time we 
have had almost no expense on 
this Trailer. The records here in 
our office show that this Trailer 
has 247,000 miles on it, and in 
checking the Trailer, | find that 
four of the original tires are 
still on it. These four tires have 
never been capped. 











ADD GRAVITY-TANDEM SAVINGS 
TO YOUR OPERATION! 


247,000 miles on a set of tires without 
recapping is a phenomenal record, we 
know. However, Gravity-Tandem users, 
from all over the country, are reporting 
double tire mileage. Many are reporting 
triple. And, in a few cases, four times 
normal mileage is recorded.* 

Now, new improvements offer promise 
of even greater tire, fuel and maintenance 
economies. No other Tandem-Trailer Sus- 
pension offers you so many important 
operating advantages. No wonder so many 
Fruehauf Gravity-Tandem operators say, 
“We can’t afford not to operate a Frue- 
hauf Gravity-Tandem.” 

Call your Fruehauf representative today. 
He'll gladly show you the big difference— 
in terms of dollar savings — Fruehauf 
Gravity-Tandem will make in the cost of 
your operation. 


*Ask your Fruehauf man to show you these 
testimonials 





GRAVITY-TANDEM SUSPENSION 
A Fruehauf Exclusive! 


This revolutionary new type suspen- 
sion utilizes torsion-bar springs, com- 
pletely eliminates conventional leaf 
type, permits the proper distribution 
of load over all wheels under all road 
conditions. 


HOW GRAVITY-TANDEM SAVES TIRE 
WEAR: 


Distributes load equally on all tires. 


Permits wheels to follow road con- 
tours. 


nN = 


3. Automatic self-trailing action of 
axles reduces tire scuffing, increases 
tire mileage. 

4. Brake torque cannot be transferred 
from one brake to another. No 
“wheel hop.” 


* - * 


WORLD’S GREATEST TRAILER SERVICE 
Fruehauf maintains 80 Factory Serv- 
ice Branches from coast-to-coast. Each 
is completely factory-equipped—with 
machines, personnel and parts for 
emergency repair or regular mainte- 
nance to keep your Trailers rolling 
and earning. 


GRAVITY-TANDEM IS EXCLUSIVE 
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GRAVITY-TANDEM........ 


developed for Tank-Trailers! 
NOW AVAILABLE ON TANK-TRAILERS 





FOR EVERY LIQUID HAULING JOB 
PROPANE GASOLINE 


and BUTANE Tank-Trailers and CASING-HEAD Tank-Trailers 


Built to your needs — in all capacities Built to your needs — in all capacities 










i wae BN 


a. 





ACID 





ASPHALT 


Tank-Trailers — Built to your needs 
—in all capacities 


Tank -Trailers— Built to your needs 
—in all capacities 











World's Largest Builders of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 


DETROIT 32 * In Canada: Weston, Ont. * LOS ANGELES 11 


orld’ 
lay over ABC. Con- * 








TAN K- TRAILERS 
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He sums up the whole matter as 
common sense and a willingness to 
work hard. 


Cleanliness a Must 


Cleaniiness is another must with 
Mr. O’Conner. Everything about the 
grounds, driveways, service station 
building, all windows, merchandise on 
display, restrooms, the lubritorium, 
wash rack, all eouipment including 
pumps and small working tools are 
kept beautifully clean. The desk in 
the salesroom is a model of neatness. 
The restrooms, in addition to being 
perfectly clean, are well stocked with 
the necessary accessories. The rest- 
rooms are inspected every 30 minutes 
to one hour depending on the traffic 
in and out of the station. 

Customers, even tourists, cause 
very little extra work in the rest- 
rooms and there has been no appreci- 
able waste or theft of supplies. How- 
ever, school children passing the sta- 
tion on the way to and from school 
cause extra cleaning and some waste 
of supplies. This is one of the ob- 
jections to restrooms with outside 
entrances. 

No loafing around the station is 
permitted at any time. 

To do away with the danger of 
children in the driveway or at the 





From factory to field, the quality of Birtanks is rigidly 
controlled and checked at all phases of production to assure 


islands while putting air into bicycle 
tires, an air outlet has been installed 
outside of the driveway. 


As a matter of safety and good 
housekeeping, all small tools and 
movable equipment are cleaned and 
put in their proper places. They are 
never left on the floor or in the drive- 
way. 

The rules governing the conditions 
under which employes are permitted 
to smoke are rigidly enforced. How- 
ever, some of the patrons do not yet 
appreciate the danger of smoking 
where there are drifting gasoline va- 
pors. 

Mr. O’Conner carries compensation 
insurance on all of his employes and 
ample liability insurance for the pro- 
tection of his patrons and himself. 

Both the wash rack and the lubri- 
torlum have the most modern equip- 
ment for giving satisfactory results. 


Use Lubrication Charts 


The lubrication of cars is no hit or 
miss proposition. An employe is not 
allowed to lubricate a car unless he 
is familiar with that particular model 
and understands thoroughly what he 
is trying to do. Extensive use is 
made of the car manufacturers lu- 
brication charts. 

The lubrication of a car is far more 
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than putting oil and grease where it 
will stop friction and wear. It also 
includes an inspection of the car 
from the radiator to the differential 
and shock absorbers, it includes such 
things as: examination of the tires 
for leaks and wear due to wheels be- 
ing out of line; checking of radiator, 
water hose and water pump for leaks; 
looking over wiring for breaks in the 
insulation; checking of spark plugs, 
air filter and carburetor settling ba- 
sin; checking battery cables, steering 
gear, brakes, windsheld wipers, dash 
gages and many other things. All 
locks and hinges are lubricated—not 
with a drippy oil but with a graphite 
preparation. All work is shown on the 
work order sheet, one copy of which 
goes to the customer as his bill and 
the duplicate copy goes into the cus- 
tomer’s file. Tourists are given this 
same service. Mr. O’Conner says, 
“They may come back next year.” 


A customer may watch the work 
on his car without fear of getting 
grease or dirty or he may want to 
wait in the office, which has clean 
comfortable chairs, and magazines to 
read. 


An example of how the record sys- 
tem works is shown by the last lubri- 
cation of my own car. I was told 
that the filter was very dirty, one 






ie 8 BASES Sea: 


20,000-gallon BIRTANKS fabricated for the Midland Oil Co., Bluffton, Ind. 


users the very finest in tank storage. Birtank’s modern 
methods of rolling, automatic welding and testing result in 
tight, strong tanks that give many years of uninterrupted 
service under every condition. The quality of Birtanks is 
recognized by every major oil company everywhere. To get 
the utmost from your tank investment, specify Birtank on 
your next order. Write for quotations. 


BULK AND FIELD STORAGE TANKS e 
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BIRMINGHAM TANK C0. 


MAIN OFFICE: BIRMINGHAM 
Pittsburgh, Chicago, 
New York and New Orleans 


THREE PLANTS 
Birmingham and North Birmingham, 
Ala., and Pascagoula, Miss. 


HEAVY PLATE WORK OF EVERY DESCRIPTION 
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spark plug had a small crack, the 
master cylinder needed a_e small 
amount of brake fluid (at no charge) 
and that the oil filter should be 
changed. 

I was sure that the oil filter had 
been changed the previous month. 
They brought out my file and showed 
me that it had been three months 
and how many miles I had driven 
since then and also this was the sec- 
ond time the spark plug had been 
reported. He made the sale. 


Comprehensive Follow-up System 


There is a comprehensive follow-up 
system but Mr. O’Conner does not be- 
lieve in postal cards or letters for 
follow-up but uses telephone calls 
and personal contacts. He believes 
it has far better results. 


A large part of the business is 
from regular customers, A customer 
is seldom lost but when it does occur 
Mr. O’Conner finds out the reason 
and corrects it. The cash register 
tape will show that Mr. O’Conner is 
a good salesman. 

He practices no high pressure 
methods and never over-sells a cus- 
tomer. He tries to make legitimate 
sales, that is, what the customer ac- 
tually needs. He is training his em- 
ployes to carefully watch every car 
for the opportunity to make a legiti- 
mate sale. 

Mr. O’Conner first sells himself to 
his customers. He has confidence in 
his merchandise and can discuss it 
intelligently so his customers have 
confidence in him, therefore selling is 
relatively easy. 

TBA sales are a considerable part 
of his business. Window and other 
displays are well arranged and kept 
clean. Surplus TBA stock is kept in 
closed steel lockers ana drawers. 


The TBA stock, although fairly 
large, contains only nationally known 
brands. His purchases of TBA stocks 
are so controlled that he has a rea- 
sonable expectancy that at least 90% 
of such stock will turn completely 
over every 90 days. 


Tire and battery sales are particu- 
larly good. 

Of course such items as tire re- 
pairs, battery charging, etc., do not 
run uniform but their total volume 
over a period of months can be con- 
sidered as good. 


Such items as electric toasters, 
household equipment, toys, fishing 
tackle and other sporting goods are 
not stocked. 

While talking with Mr. O’Conner, 
he told me that he had an investment 
of about $7,000 in equipment, tools 
and merchandise. 

He believes that as a whole the 
contracts given by the oil companies 
to their operators and dealers are 
equitable but that gasoline margins 
will ultimately have to be increased. 
This will not come about through a 
pressure exerted by any of the asso- 
ciations of station operators and deal- 
ers and will not be given en masse 
but will be in some special indivdual 
cases for the purpose of holding in 
their own organization some of the 
more successful operators who are a 
credit to the company in the con- 
duct of their business. 

He gives no discounts or rebates 
openly, or hidden, on any merchan- 
dise and offers no premiums to stim- 
ulate business. 

Very little credit is extended to cus- 
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ALOX 700 is useful for 
protection in corrosive 
environments. In its ori- 
ginal form it is advanta- 
geously employed in the 
preparation of hemp and 
cordage preservatives and 


lubricants. It will repel e 
moisture, enhance the LEATHER 
lubrication and prevent 


fungus growths in leather e 
used for transmission 

belts or used for gaskets woop 

to seal hydraulic systems 

It serves as an efficient fungicide in other 
applications in the form of metallic soaps such 
as copper, zinc, mercury, etc., for the impreg 
nation of leather as used in leather gaskets for 
sealing, hydraulic pumps, leather transmission 
belts, etc. 


Write today for research 


data applicable to your work 


ALOX 


CORPORATION 


3949 Buffalo Avenue 
Niagara Falls, New York 











T HE best Lift because... 


While discussing the station with 
Mr. O’Conner, he gave me the fol- 

lowing information with permisson to 
‘use it. Gasoline gallonage has shown 
a healthy percentage of increase each 
month since the station opened and 
is now approaching the 20,000-gal. 
mark, Seventy per cent of ‘the gal- 
lonage is premium gas. The sale of 
everything except a few small items 
of TBA is showing a consistent in- 
crease from month to month. 







HOIST Globe gives you 16 exclusive 

@ SAFER 
®@ SMOOTHER 
@ QUICKER 


advantages that make ser- 


vicing easier, faster, better. 


Lubricating sales now average one 
quart to 10 gals. of gasoline. Cus- 
tomers are beginning to appreciate 
the value and protection of more fre- 
quent oil changes. 

Car lubrication jobs and wash jobs 
each average more than 125 a month. ctric Lifts 
Car polishing runs about 25 a month. 4 


Write for 
catalog now. 


BE HOIST CO. cecmonee oi owe 


ca's Most Complete Line of Hydraulic and 


Automobile, Bus, Truck, Industrial 
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A well-balanced stock of TBA items is carried. O'Conner pushes TBA sales and 

does a good job of displaying to best advantage the nationally advertised brands 

he handles. Though his window display (above) includes a number of items, 

O'Conner is careful not to clutter up windows and block the view of customers from 
the driveway to the interior displays on shelves 


tomers other than that underwritten 
by the supplier through the use of 
courtesy cards. The very limited 
credit which has been extended by 
Mr. O’Conner personally on open ac- 
count during the past year has shown 
a loss of about one third of one per 
cent, 


He thought the labor situation was 
not too bad. He has been able to get 
and hold good white attendants but 
good colored porters are a different 
matter. Good porters are not made 

they are born. When you find a 
good one you can train him to a cer- 
tain degree as to the way you want 
his duties carried out. 


He has found it difficult to keep 
his employes in uniform, particularly 
the porters. However, he insists on 
every man being clean shaven and 
dressed neatly and cleanly. 


The station opens at 7 a.m. and 
closes at 10 p.m., except on Tuesdays 
and Wednesdays when it closes at 
S$ p.m. 


Mr. O’Conner believes that he is 
operating a desirable and necessary 
business, in a high grade and cred- 
itable manner and that as such he 
should take part in the civic but not 
the political activities of the com- 
munity and is prepared to take part 
whenever he can be of service. 

There are probably many other sta- 
tions just as noteworthy as the one 
which has been described but in four 
years I have failed to come in con- 
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tact with one. They are the excep- 
tion rather than the rule. 

Practically all of the stations I 
have visited, even the worst ones, 


could add a considerable amount to 
their bank accounts and at the same 
time add to their reputation by 
adopting Mr. O’Conner’s formula for 
good business. 


I wonder how many of those who 
wade through this article have read 
the book “Acres of Diamonds” by 
Russell Conwell. After driving over 
nearly all of the United States and 
a large part of Canada and Mexico, 
I found the diamonds, so to speak, in 
my own back yard. 





Reprints Available 


This article “Mr. Bean Ap- 
proves is available in the 
form of a 4-page booklet as re- 
printed from this issue of NPN. 
Prices follow: 





Single copy $0.05 

100 4.00 

500 17.50 

Larger quantity prices on re- 
quest. 

Address: 


Reprint Department 
NATIONAL PETROLEUM 
NEWS 
1213 West 3rd St., 
Cleveland 13, Ohio. 














The O’Conner lubritorium is kept orderly and clean always. This, plus the excellent 

service given, undoubtedly explains in part, at least, why the station averages 125 

lubrication and car wash jobs a month, plus about 25 car polish sales a month. 

O’Conner’s motor oil sales at present run about a quart of oil to every 10 gals. of 
gasoline 
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There’s No Better Way 


to sell BAtS 





Whos to say when you need tires 7 


You. of course! But, often, it’s at the corner serv- 
ce station you re first reminded that your treads 
are wearing thin. And purchases there, by you 
and millions of other car owners, have made this 
convenient source today’s largest marketer of 
replacement tires, batteries and accessories. 

Most merchandise on sale at service stations 
was sold first to oil companies and oil jobbers. 
Management recognized it as_ traflic-building 
goods. Sales and merchandising crews viewed it 
as promising volume business. It became part of 
the progressive TBA program because oil men at 
headquarters, in regional offices and in the field 
believed in it. accepted it. It is merchandise that 
has won approval right down the line. 





MANAGEMENT STORAGE 














First step in moving your products through the 
nation’s best service stations is to place your 
story before oil marketing men. Reach them, tell 
them, sell them through National Petroleum News 

. the oil industry's marketing magazine! 
Planning to build sales through service stations? 


Write for helpful, new fact-booklet titled “TBA.” 


*% Gof.) / is the oil industry's designa 
; L [33/+\ tion for tires, batteries and 
accessories now being sold in planned 
programs directed by oil companies and 
oil jobbers, conducted through the na- 
tion's best service stations, promoted by 
National Petroleum News 


National Petroleum News 











raniehouagaila ME RCHANDISING 


1213 West Third St., Cleveland 13, Ohio... Offices in New York, Philadelphia, Chicago, Houston and Los Angeles 
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Oil Industry TBA Group Convention 
Program at St. Louis Dec. 5-6 Is Set 


TBA spotlight will be on the Chase 
Hotel in St. Louis Dec. 5-6, when the 
Oil Industry TBA Group holds its 
annual convention. The gathering of 
TBA men from many sections of the 
country is expected to top last year’s 
attendance in which 285 oil com- 
panies and suppliers were represen- 
ted. 

Eight speakers will discuss TBA 
selling at morning and afternoon 
sessions of the convention, which is 
being directed by Group Chairman 
George L. Switzer, Shell Oil Co., Inc. 
Registration will be at 9 a. m., Mon- 
day, Nov. 5, outside the group meet- 
ing room. Hotel reservations are 
being handled by W. R. Chamberlain, 
Socony-Vacuum Oil Co., 1400 Federal] 
teserve Bank Bidg., Kansas City, 
Mo. 

National officers elected at the 
1948 convention in addition to Mr. 
Switzer are: A. N. Haenggi, Cities 
Service Oil Co., vice chairman; S. J. 
Heideman, Atlantic Refining Co., sec- 
retary; G. R. Miller, Richfield Oil 


Corp., Pacific Coast section chair- 
man; M. S. Marsh, Standard Oil Co. 
(Ohio), Central section chairman; 


and G. M. Glazier, American Oil Co., 
East Coast section chairman. 

The list of speakers scheduled by 
Program Chairman W. M. Schmidt 
includes: 

Monday, Dec. 5 

10 a.m. session: 

“Value of TBA from the Jobber’s 
Standpoint,” Carl Carter, Springfield, 
Il. 

“Selling Truck and Tractor Tires 
at Service Stations,” J. C. Ray, sales 
manager, U. S. Tires Division, U. S. 
Rubber Co. 

1:30 p.m. session: 

Address by R. L. Somerville, as- 
sistant general sales manager, Elec- 
tric Storage Battery Co. 

“Salesmanship as a _ Profession,”’ 
R. §S. Wilson, vice president and 
sales manager, Goodyear Tire & Rub- 
ber Co., Inc. 

Tuesday, Dec. 6 

10 a.m. session: 

“Training Service Station Dealers,” 
W. N. Weiland, field merchandiser, 
Sun Oil Co. 

“Business Climate and Outlook,” 





Dr. Virgil D. Reed, associate director 
of research, J. Walter Thompson Co. 


1:30 p.m. session: 


“Better Dealer Support for TBA 
Programs,” F. J. Maxted, merchan- 
dising director, Crowell-Collier Pub- 
lishing Co. 

“Can the Consumer Be Dethroned?” 
A. A. Stambaugh, vice president, 
Standard Oil Co. of Ohio. 

A group discussion will follow each 
address, and luncheon will be held 
both days in the Chase Club from 
12 to 1:30 p.m. Tuesday evening an 
invitation cocktail party and buffet 
will be presented by TBA suppliers 
in the Zodiac Lounge and Star Light 
Roof. 


The following committees have 
been appointed by Group Chairman 
Switzer: 

Programs and Speakers—W. M. 
Schmidt (chairman), Sun Oil Co., 
1608 Walnut Street, Philadelphia 3; 
M. S. Marsh, Standard Oil Co. (Ohio), 
Midland Bldg., Cleveland 15; C. W. 
Henking, Pure Oil Co., Pure Oil 
Bldg., 35 East Wacker Drive, Chi- 
cago; F. M. Rider, Lion Oil Co., Lion 
Oil ._Bldg., El Dorado, Ark.; G. L. 
Werly, Socony-Vacuum Oil Co., 26 
Broadway, New York 4; and G. R. 
Miller, Richfield Oil Corp., Richfield 





A. N. Haenggi. vice 
chairman of TBA 
Group, is manager of 


Pacific Coast 
chairman George R. 
Miller is merchandis- 


M. S. Marsh, manager S. J. 


Ohio Standard, 


Heideman, TBA 
Group secretary, has 
been manager of TBA 


and battery 








Cities Service Oil Co.'s 
TBA department. Start- 
ing with the company 
in a service station in 
1930, he has handled 
TBA operations in sev- 
eral capacities in St. 
Paul and Chicago 
since 1936. In 1948 he 
served as Group Cen- 
tral section chairman 
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ing manager for Rich- 
field Oil. He has been 
in the oil business for 
28 years, 11 of them 
with Richfield as as- 
sistant division mana- 
ger and merchandis- 
ing manager. Prior to 
this, Mr. Miller served 
in various capacities 


for Sinclair Refining 


section G. M. Glazier, East 
Coast section chair- of ‘tire 
man, is American Oil sales, 
Co.'s merchandising 


manager, having been 
with Amoco for the 
past 20 years. He 
started as editor of the 
company house maga- 
zine and has been 
sales promotion man- 
ager. and merchand- 
ising manager 


began in the oil in- 
dustry as_ industrial 
salesman for Sun Oil 
in 1927. He joined So- 
hio in service station 
work in 1928 and was 
a member of the early 
Ethyl demonstration 
crews. For a time he 
headed company’s 
sales training group 
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sales for Atlantic Re- 
fining Co. since 1939. 
Prior to joining the 
company in 1934 as 
general line salesman, 
he served seven years 
in the rubber indus- 
try. principally with 
Kelly-Springfield Tire 
& Rubber Co. and Fisk 
Tire & Rubber Co. 
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HERE'S TBA NEWS WORTH NOTING: 


Monroe Shock Absorbers are 
a tremendous new source 
of profitable business 


— 
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FOUR OUT OF FIVE passenger cars on the road today need ride 
control improvement. This means about 28 million cars are sales 
prospects for profitable shock absorber replacement business. 
In this tremendous untapped market, Monroe Shock Absorbers 
rate Number One— 
—first choice among leading automotive engineers* 
—First in advertising, merchandising and other power- 
ful sales backing for retailers. 
—first in profit margin per unit sale among major 
TBA replacement items. 
Many leading oil companies have discovered Monroe Shock 
Absorbers are a tremendous new source of profitable business. How 
about your company? 
Are you adding volume from this untapped 28 million-car market 
with the Number One product in the field— Monroe Shock Absorbers? 


"MONROE 
SHOCK ABSORBERS 


— standard equipment on more new passenger 
car makes than any other brand of shock absorber 


Write, wire or telephone 


me MONROE AUTO EQUIPMENT CO. 


Monroe, Mich. — World’s Largest Maker of Ride Control Products 






































Monroe Shock Absorbers 
are quickly and easily in- 
stalled without special 
tools or training. 


—————— 


—" 
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UTOLIT 


Best Advertised 
the Automotive 


"SUSPENSE !” 


Auto-Lite presents each Tuesday exciting adventure at its 
greatest in 16 cities, keyed to 1,774,800 television sets, 
to consistently score ‘Top’ ratings in accepted audience surveys 


WR “SUSPENSE !” 


Featuring famous stars of screen, radio and stage, the 
great Auto-Lite adventure show now in its third year 
blankets America’s 36,000,000 radio homes via the CBS Network 
of 165 radio stations from coast-to-coast. 














Auto-Lite color advertising leads the industry for “attention’’ 
and “reading”... appears in American Weekly, Parade 
and Roto Sections distributed with key Sunday newspapers. 
Also — more than 2,500 small-town weekly newspapers. 





The outstanding “Look-Alike” campaign and color-packed 
messages in leading national magazines, science books, farm 


papers and fleet and trade publications reach a total of 
51,100,728 circulation. 


NEW Eraies 





our assurance of greater sales 
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After Market ! 
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BOX 3096P -TULSA 





Please send 
bulletin 
CT-100-49 


EXCEL-SO meter 


CALIBRATING TANKS 





FOR YOUR PURPOSE 


The Company 
offers a complete series of Cali- 
brating Tanks built to API 
recommended specifications in 
capacities ranging from 50, 100, 
200, 300, 500 and 750 gallons 
and in 10, 15, 20 or 30 barrels. 


Warner Lewis 


Any type tank can be built from 
our shop three to 
However we will 
gladly make any changes in de- 


plans in 
five weeks. 


sign to meet your particular re- 
quirement for either atmospher- 
ic or high pressure tanks. Our 
design, workmanship, accuracy, 
and superior finish work is un- 


conditionally guaranteed. 


Warner Lewis 
COMPAN Y 


OKLAHOMA 


Name __ 


Street _ 


City 
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Bldg., 555 South Flower Street, Los 
Angeles 13. 


Publicity—W. R. Kelly (chairman), 
Sinclair Refining Co., 630 Fifth Ave- 
nue, New York 20; V. L. Brophy, 
Sinclair Refining Co., 2540 West 
Cermak Road, Chicago 8; J. K. Howe, 
Skelly Oil Co., P. O. Box 436, Kan- 
sas City 10, Mo.; and W. J. Matson, 
Tide Water Associated Oil Co., 79 
New Montgomery Street, San Fran- 
cisco. 

Hotel Reservations and Arrange- 
ments—W. R. Chamberlain (chair- 
man), Socony-Vacuum Oil Co., Fed- 
eral Reserve Bank Bldg., Kansas City, 
Mo.; C. W. Dyniewicz, Deep Rock 
Oil Co., P. O. Box 725, Chicago 90; 
and A. D. Oetjen, Standard Oil Co. 
(Indiana), 910 South Michigan Ave- 
nue, Chicago 80. 

Suppliers’ Entertainment—William 
Green (chairman), B. F. Goodrich 
Co., 500 South Main Street, Akron, 
Ohio. 


TBA Briefs 


There is a little humor and some 
inspiration, too, in the comment of 
one TBA manager, in talking about 
plans for the future. He said: “I 
only wish we had all of the TBA busi- 
ness that rolls out of our service sta- 
tions every day. If we could trade 
it for the portion we do get we would 
be far ahead.” 


* * * 


Counter display of the new Auto- 
Lite Silver Line wire and cable has 
been made available to dealers. Dis- 
play is model of automobile engine 
block fitted with real spark plugs, 
from which silver “steelductor” wires 
run to imitation distributor cap. Wire 
sets are thus shown as they would 
be installed under hood. 

Model comes equipped with flasher 
light if desired and has space beneath 
for six wire sets in silver foil boxes. 
Display copy draws attention to heat, 
oil, and moisture resistance qualities 
of the wire, as well as its non-inflam- 
mable quality. 


* * . 


American Chain is pushing Weed- 
American V Bar tire chains in na- 
tional magazine and business paper 
campaign, opening with color page 
in Saturday Evening Post. Follow-up 
will place ads in numerous publica- 
tions, with emphasis on farm jour- 
nals. 


At the Cincinnati convention of the 
National Assn. of Independent Tire 
Dealers there was evident a high 
tide of enthusiasm over the future 
for the recapping business which en- 
joyed a boom during the war, fell 
off sharply thereafter, and is now 





on the way back up again, everybody 
thinks. One of the convention speak- 
ers pointed out that today’s low 
pressure tires, have better and strong- 
er carcasses which easily justify re- 
capping, while the treads often show 
rapid wear because low air pres- 
sures make them peculiarly suscept- 
ible to damage from improper infla- 
tion, mis-alignment and other types 
of neglect. 

At least one major oil company, it 
was learned, has installed a large 
recapping plant at a central distribut- 
ing point, to supply recapped tires 
to its service station dealers. 


* * * 


Sohio’s TBA department has joined 
the ranks of those pushing the use 
of an open circuit voltmeter with 
a special scale, instead of the un- 
popular hydrometer. Dealers are be- 
ing instructed on how to use the me- 
ter to learn quickly if cells indi- 
cate a need for immediate recharge, 
and on how to follow up with recom- 
mended replacement of poor batteries 
before failure occurs. 


cd * * 


Mr. Stoll 


Mr. Farsje 


N. R. Farsje 
has been named 
manager of na- 
tional accounts 
sales by National 
Battery  Co., 
while R. W. Stoll 
has been appoint- 


ed eastern man- 
ager. Both will 
work with the 
company’s pri- 
vate brand ac- 
counts. 


Mr. Shull 


Formerly man- 
ager of national 
accounts sales, western division, Mr. 
Farsje joined the company as sales 
representative for Gould industrial di- 
vision in Spokane, Wash., after 10 
years of sales work with power com- 
panies. Mr. Stoll, a Wisconsin Uni- 
versity graduate, joined the national 
accounts sales department after re- 
ceiving his degree in 1942. In recent 
years he has served as assistant 
manager in the department. 

In another appointment, National 
Battery named W. C. Shull assistant 
general sales manager for the com- 
pany’ own brands—National, Gould, 
Vesta and Kathanode. 
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A new branch storage battery 
plant will be erected for Globe- 
Union, Inc., at Reidsville, N. C. It 
is another step in the company’s 
policy of decentralizing production. 
The new plant is located on the main 
line of the Southern Railway, and 
is at a point served by numerous 
motor freight lines. It is expected that 
ultimate capacity will be 1,500 bat- 
teries a day. 

The building will be 160 x 260 ft. 
monitor type unit, and will be headed 
by Axel Noll, formerly assistant man- 
ager of Globe-Union’s Los Angeles 
factory. Construction is being started 
at once and it is planned to start 
operations about Jan. 15 with a force 
of 75 to 100 local employes. 

Globe-Union's headquarters is at 
Milwaukee where it also produces 
Globe spark plugs. It now operates 
11 factories making automotive re- 
placement batteries, loacted at: At- 
lanta; Cincinnati; Dallas; Emporia, 
Kans.; Fort Dodge, Iowa; Los An- 
geles; Medford, Mass.; Memphis, 
Tenn.; Mineral Ridge, Ohio; Oregon 
City, Ore.; and Philadelphia, Pa. 

. * * 


William A. Hays has been named 
district manager of New Orleans dis- 
trict, replacement tire sales division, 
B. F. Goodrich Co. General super- 
visor at New Orleans for the last 
18 months, Mr. Hays has been with 
Goodrich 23 years. Among the posi- 
tions he has held are: general line 
salesman, retail store manager, truck 
and bus tire representative and whole- 
sale supervisor. 


* * 


Manufacturers’ shipments of pas- 
senger car casings dropped 14.1% 
in September compared with August, 
according to monthly report of Rub- 
ber Manufacturers Assn., which called 
drop a seasonal decline. Replace- 
ment casings were off 22.7%. 

Passenger car shipments during 
September totaled 5,821,679 units as 
against 6,779,736 in August, with 
replacement shipments down to 2,- 
944,817 from August figure of 3,807,- 
181. Production of passenger cas- 
ings declined 10.6% to 4,950,533 units 
compared with 5,538,251 during Au- 
gust, while inventories of passenger 
casings were down 10.1% to 7,123,- 
160 units, as compared with 7,925,- 
593 at end of August. 


* * * 


Through International Correspond- 
ence Schools of Scranton, Pa., Tide 
Water Associated Oil Co., New 
York, is offering all of its dealers a 
correspondence course in tire selling 
at a cost of $10, of which the com- 
pany pays half. Dealers receive a 
certificate upon completion of the 
course, and a handy binder is pro- 
vided for filing the lesson assign- 
ments, so that dealers may use it for 
training their service station assist- 
ants. 
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F. W. McConky, Jr., northeastern 
division manager, Goodyear Tire & 
Rubber Co., recently completed 30 
years with the company. Currently 
stationed in New York, Mr, McConky 
joined Goodyear in 1919 in tire sales 
division, and was made Atlanta 
branch tire sales manager two years 
later. 


In 1928 Goodyear named him 
branch manager at Chicago, followed 
by promotions to manager of south- 
central division in 1934 and to his 
present position in 1944. He served 
with U. S. Air Force in World War I. 


NEW PROFITS 
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Recently named traffic manager of 
B. F. Goodrich Co., with headquarters 
in Akron, Ohio, is Kermit R. Sadler, 
manager of traffic and warehousing 
at the company’s Los Angeles plant 
since 1943. 

+ cm 

A new quality tire, ‘““Mid-Century” 
U. S. Royal Master, has been intro- 
duced by United States Rubber Co. 
to replace its Royal Master. Tire, 
said to grip road better for stopping 
and reduce winter’ skidding, has 


scuff-proofing rib of rubber around 
outer rim of white wall. 
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’ | DRUM JACK CORPORATION 


DRUM 
SAFETY 
JACK 





Company 


| Address 


@ The new DRUM TRACTOR WHEEL 
ADJUSTOR eliminates hazards—makes wheel- 
changing a safe, one-man operation. The 
DRUM adjustor saves time and labor. 


3777 EAST 77th STREET, CLEVELAND 5, OHIO 


Tractor Wheel Adjustors. 


— TRACTOR WHEEL 


ADJUSTOR 







Designed by farmers for farmers, the DRUM 
adjustor can be operated wherever the ground 
is fairly level —in field, shop or yard. The 
DRUM TRACTOR WHEEL ADJUSTOR sells 
itself on the basis of its performance. 


Feature the DRUM TRACTOR WHEEL AD- 
JUSTOR in your TBA program. 


Send for complete information today. 


an a an an an a ewan ans an an anes a=asana= -| 
Subsidiary of The Cleveland Pneumatic Tool Company | 
| 

We would like more information about the profits in selling DRUM 
City i 
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Through stations like these moves a steady flow of high-turnover TBA merchandise. 
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The TBA inventory at the Kirschner 


warehouse in Philadelphia is held to a minimum by close supervision and constant study of sales flow. The crew of one 


station earned a cash prize for its recent success in selling $1000 worth of accessories a month for three successive months 


Study of Past Sales Experiences Used 
For Profitable Buying, Stocking of TBA 


Eastern Oil Jobber Eliminates Slow Turnover Items 


And Warns Against Too Much Emphasis on TBA Sales 


By FRANK C. STURTEVANT 
NPN Staff Writer 


The’ trial-and-error method has 
demonstrated to one petroleum mar- 
keter the course which must be fol- 
lowed to insure a wholesale profit 
from the TBA end of the business. 
Operating entirely within a large 
city, Kirschner Bros. of Philadelphia 
market some 3,000,000 gals. of gaso- 
line through 14 service stations. In 
the postwar period the company has 
experimented widely with almost all 
of the merhcandise which has ap- 
pealed to service station operators 
elsewhere. They still sell radios and 
refrigerators through a display room 
maintained at the street level of their 
office and warehouse. They have 
also tried out fuel pumps, carburetors, 
ignition coils, condensers, relays, and 
similar items in the replacement parts 
category. 

The management also has tried out 
the idea of buying large quantities, 
and of offering a wide choice of 
brands. From all their experienc: 
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they have arrived at the following 
conclusions: 

1. Slow turnover items are highly 
undesirable for the double reason 
that they tie up too much capital 
and occupy too much space. 

2. The inventory of each single 
item should be kept at a good work- 
ing level, but no more. The price 
advantages of large quantity pur- 
chases should never be allowed to 
build up excessively high inventories. 

3. The only way to keep the TBA 
inventory down to manageable pro- 
portions is by constant review and 
study. 

4. Appliance merchandise has no 
place in service stations, at least in 
large city marketing areas. Service 
station personnel cannot properly do 
justice to the sale of this type of mer- 
chandise without neglecting the gaso- 
line end of the business, or vice versa. 

5. For this company the sale of 
generators, fuel pumps, coils and sim- 
ilar replacements parts has not 
worked out satisfactorily. 

As to specific items, the manage- 


ment of this jobber company holds 
views which in some cases are at 
variance with the weight of opinion 
in the petroleum marketing industry 


. Nevertheless, as far as their own 


business is concerned, they do not be- 
lieve for example, that mufflers and 
tailpipes move fast enough to make 
them profitable items for service sta- 
tions to carry. They hold the same 
opinion in regard to rubber floor 
mats. 

On the other hand they like seat 
covers, stock them heavily, and put 
a lot of promotion behind seat cover 
sales. They also have had good 
success in selling such seasonal goods 
as thermos picnic jugs, and small 
portable type refrigerators. But when 
they tried what they refer to as 
“fancy goods’ such as tissue dispen- 
sers and cigaret lighters they found 
the demand insufficient to build up 
a profitable turnover. 


Appliances Sold at Headquarters 


Their experience with the so-called 
“big ticket’ items like stoves, re- 
frigerators, washing machines and 
radios indicates that some profit can 
be made by selling them from the 
display room at headquarters. Heavy 
newspaper advertising is used to pro- 
mote this end of the business, and 
the newspaper copy invites inquiry 
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at any one of the Kirschner service 
stations and includes a list of the 
station locations. Service station 
personnel are paid a special commis- 
sion for any leads turned in which 
result in appliance sales, but service 
stations do not directly concern them- 
selves with appliance selling. The 
Kirschner management found, as 
have others, that appliances require 
a display room located at a place 
convenient to sidewalk traffic, and 
the presence of a salesman who can 
devote undivided attention to appli- 
ance selling. 


Some trials at selling the small, 
shelf type of appliances, such as 
toasters, electric razors, and similar 
goods were dropped for a different 
reason. The management found that 
when a large line of this type of 
merchandise was stocked as a regt- 
lar thing the loss from pilferage could 
not be kept within reasonable bounds. 


Car Radios, Heaters Sell 


In the case of auto radios and car 
heaters, however, it has been en- 
tirely practicable to sell them through 
service stations. The sale of these 
goods is handled by service station 
personnel (stations are salary oper- 
ated) but the installation work is 
done at nearby service establishments 
on a contract basis. The company 
has been able to make satisfactory 
deals for both installation and serv- 
ice on radios and heaters. 


It has been determined by actual 
trial of both methods that the public 
prefers to buy heaters and radios 
at a price which includes installation. 
When the opposite plan of selling 
‘at a lower price, less installation, 
was tried it met with complaints, 
criticisms and resentment. Hence 
from experience the company knows 
that it is comparatively easy to get 
a better price if installation is in- 
cluded. 


Avoid Over-Emphasis of TBA 


The Kirschner management also 
has learned from experience, that it 
is possible to over-emphasize TBA 
selling at service stations. Last year 
it found that the continuous promo- 
tion of TBA merchandise, accom- 
panied by special inducements to sta- 
tion personnel, was apparently the 
cause of some slighting of regular 
station services. Good pump island 
service shold never be suspended, 
say the Kirschner people, to make 
way for TBA selling programs. Man- 
agement should help station operators 
to guard against taking pump island 
traffic for granted. It is often said 
that service stations have the advan- 
tage of “store traffic’ in the sale 
of TBA goods, but it should be re- 
membered that the “traffic’’ men- 
tioned is made up of a lot of indi- 
vidual customers who only keep com- 
ing as long as they are well treated 
at the pump island. 

Experience in ordering, storing and 
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shipping large amounts of merchan- 
dise was the means of demonstrat- 
ing the most profitable methods to 
use. When the company first con- 
templated a large scale TBA pro- 
gram, a building was acquired with 
ample storage facilities as well as 
office and display space. In course 
of time it was found practical to 
reduce the size of the TBA inventory 
to the point where one half of the 
building cold be rented to others. 
By careful management the total 
TBA inventory is held to a minimum. 


It can be conceded that the Kirsch- 
ner business enjoys a geographical 
advantage. It is located in a very 
large industrial city with many 
sources of supply either available 
locally or within a short shipping 
distance. Ben M. Kirschner, who 
supervises the TBA inventory, studies 
his distance from sources of supply, 
knowing that he can depend on quick 
shipments from nearby to fill up 
bare shelves on short notice. 


Past Sales Govern Orders 


Most of Ben Kirschner’s attention 
is bestowed on the record of past 
sales. This he does by reviewing the 
record of receipts and shipments 
posted on a visible index in the stock 
room. On the surface this sounds 
like an obvious procedure, and a 
rather simple one. In fact many 
petrole’m marketers go through the 
same routine of ordering for the fu- 
ture on the basis of what they sold 
in the past. But a lot of attention 
and patience is needed to study each 
individual item over again each time 
it is re-ordered so as to buy just the 
right amount to get a favorable price 
advantage, but at the same time 
avoid overstocking. 


Ben Kirschner does not depend on 
established minimum and maximum 
quantities as is sometimes attempted 
as a means of inventory control. While 
minimum quantities are entered for 
many items on the inventory rec- 
ord, he considers these only as warn- 
ings of the time when re-orders must 
be considered. If a review of the 
recent sales of a particular item 
shows that it is moving fast, and if 
a week or two may be needed for a 
replacement shipment, he will place 
an order for a sbstantial quantity 
immediately. 

A different example might be an 
item in the car cleaning or polishing 
line. Since these goods sell much 
more slowly in the winter than in 
the summer, and since replacement 
shipments may be had from a nearby 
source within a day or two, re-order- 
ing may be postponed, If the order 
record, and the fixed minimum quan- 
tity were the only guides considered 
in such a case, and if the item came 
up for attention just at the end of 
the summer period, the figures alone 
might seem to justify a large im- 
mediate re-order. Sales would ap- 
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pear to be moving briskly, and the 
minimum quantity, when compared 
with recent sales, niight seem to be 
dangerously low. 


Experience Is Good Barometer 


Here is where the Kirschner people 
feel it pays to call on their experi- 
ence. They know that the peak sales 
period for automobile polish and re- 
lated items is in the s™mmer, and 
they don’t believe it pays to lay in 
a big supply that may still be on 
the shelves next spring. Many pe- 
troleum marketers fall into the habit 
of ordering TBA merchandise to the 
full extent that their capital and 
storage space permit, often for no 
other reason than that it takes less 
thought and time to do it that way. 
Kirschner management concede that 
frequent reviewing of the TBA in- 
ventory and of the flow pattern of 
sales does take a lot of Ben Kirsch- 
ner’s time. He spends more time 
also in studying sources of supply 
and in making out purchase orders. 
They feel that the more you work 
with your TBA inventory the easier 
it is to keep in mind all of the de- 
tails. They also feel that, whether 
you like it or not, it is the only way 
for a petroleum marketer to safe- 
guard his TBA profits. 

The Kirschner executives point to 
the fact that close inventory control 
of TBA merchandise has shown them 
the wisdom of cutting down the va- 
riety of brands carried in stock; they 
also become immediately aware of 
any slow moving goods and either 
drop them from the line or pt a little 
more energy into selling them, if that 
is what the situation requires; and 
they avoid losses from obsolete or 
shop worn merchandise, which while 
trivial in themselves, can snowball 
to the point where they take a big 
bite out of profits. 


Battery Replacement Sales 
Up 5.9% in September 


Replacement battery sales for Sep- 
tember of this year were up 5.9% 
over September of 1948, making the 
third straight month sales showed an 
increase compared with 1948. Sales 
had been down in each of the first 
six months of this year. Total re- 
placement sales for the nine months 
of 1949 showed a decrease of 27.2% 
compared with the corresponding pe- 
riod of 1948. 


Total Replacement Battery 


Shipments 

(In units of 1000) 
1948 1949 
January 2,394 1,245 
February 2,254 826 
March 1,679 555 
April . 1,211 496 
May 1,027 689 
June 1,200 1,059 
July 1,506 1,652 
August 2,519 2,648 
September , 2,643 2,798 
Total . .. 16,433 11,968 


* Figures compiled by Dun and Bradstreet. 
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Jobber Financial Problems, Farm 
Accounts Highlight Credit Meeting 


Credit Cards, Trends in Oil Industry Collections 
Also Discussed at Petroleum Credit Group Sessions 


By FRANK C. STURTEVANT 
NPN Staff Writer 


CHICAGO-—Four phases of oil in- 
dustry credit problems most widely 
discussed during sessions of Ameri- 
can Petroleum Credit Assn., held at 
the Sheraton Hotel here last week, 
were these: 

1. Financial problems of oil job- 
bers, both as to working capital 
needs and for expansion of facilities. 

2. Farm credit, particularly as re- 
lated to consignee operations. 

3. Credit cards, including trends in 
applications, approvals, billing, and 
dealer relations. 

4. Trends in oil industry collections 
and accounts receivable conditions. 
Tabulations of survey results. ob- 
tained by the Credit Economics Com- 
mittee of the association will be 
printed in a subsequent issue. 

In a panel discussion of jobber and 
consignee credit problems, members 
reported that, with but few excep- 
tions, jobbers are continuing their 
long standing practice of discounting 
their bills. Cited as most common 
cause of jobber financial trouble was 
use of working capital for fixed cap- 
ital expansion. 

While majority of members felt 
that banks were ready and willing to 
make loans to jobbers, both for 
working capital needs and for new 
capital investments, a few credit men 
advocated use of long term credit 
from supplying oil companies to as- 
sist in jobber expansion, particularly 
in case of new jobbers just getting 
started. 


Financing Assistance Urged 


Those opposed to oil companies 
taking on banking functions for job- 
bers nevertheless agreed that credit 
men owed an obligation to help ar- 
range good bank financing where 
jobbers need or request such help. 
At this session attention was called 
to plan adopted by Iowa jobber asso- 
ciation for formation of a jobber co- 
operative. It was pointed out that 
many individual oil jobbers in rural 
communities are studying tax advan- 
tages of co-op type of organization 
as a means of meeting co-op compe- 
tition. 

In answer to a query it was found 
that no membérs were aware of any 
successful attempts by jobbers to sell 
additional common stock to finance 
expansion. An instance was related 
of a bank offering to make a $50,000 
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loan to a jobber provided the jobber 
would put an additional $25,000 into 
his business. Another member felt 
a supplier would be justified in giv- 
ing both legal and accounting assist- 
ance, as well as better than normal 
credit terms, in helping new jobbers 
get started. One member reported a 
current survey of 140 jobbers to find 
out what kind of assistance supply- 
ing oil company could render. 


Specifically referring to fuel oil 
jobbers, a member said that local 
credit interchanges were invaluable 
in helping jobbers handle their own 
credit extensions to domestic users. 
A query regarding budget billing of 
annual fuel oil requirements to home 
heating oil accounts elicited fact that 
such plans are not yet in general 
use. One company is using it in a 
single marketing area but is restrict- 
ing the plan to users with 550-gal. 
tanks. Another member, reporting on 
experience in making initial delivery 
of home heating oil to new accounts 
without a credit investigation, said 
removal of limit on size of initial de- 
livery created no additional collec- 
tion problems. 


Discussion brought out fact that 
one company is trying out plan of 
incorporating fuel oil billing to credit 
card holders, into cycle billing rou- 
tine, so that customer will receive 
but one monthly invoice for all pur- 
chases. 


A suggestion was advanced that 
fuel oil jobbers would be wise to 
study carefully results of collection 
efforts made during summer period. 
Best method, it was said, was to pre- 
pare two financial statements, one 
at end of heating season reflecting 
high point in accounts receivable, and 
another in September at close of 
summer period. Comparison of two 
reports, it was pointed out, would 
reveal progress made in clearing up 
old accounts from previous heating 
season. 


Farm Credit Problems 


A session devoted to farm credit 
problems revealed that many oil 
companies are conducting some sort 
of an educational program to help 
consignees become better versed in 
credits and collections. W. M. Smith, 
general credit manager, Standard 
Oil Co. (Indiana), showed a series 
of slide films used by his company 
at consignee meetings to transmit 
current information on farm product 
prices, farm earnings, trends, and 


general ececnomic data designed to 
aid consignees in making credit de- 
cisions. 

The program has been carried on 
since 1941, Mr. Smith said, and dur- 
ing the eight-year period it has re- 
sulted in a reduction of consignee 
credit volume past 90 days old by 
87%. Meanwhile sales volume has in- 
creased 150%, Mr. Smith said, and 
consignees are enjoying larger profits. 

Other comments and opinions from 
members were these: 

Because of two successive years of 
crop surpluses farmers in general, 
while still prosperous, will be in a 
slightly less favorable position in 
1950 than in 1949 or 1948. 

Bad debt loss experience in farm 
trade has been favorable, but much 
could be done to shorten collection 
periods, thus reducing amount of 
capital tied up in farm accounts re- 
ceivable. 

In general jobbers have not done 
as well as consignees in handling 
farm credits and collections. Some 
form of credit education probably 
should be devised for those jobbers 
that desire it. 


Credit Card Collections 


On credit card collections, the as- 
sociation’s Credit Economics Com- 
mittee found from a survey that 27 
out of 31 companies reported col- 
lections more difficult, four stated 
no change, while none reported col- 
lections less difficult. Percentage of 
credit card approvals reported to the 
committee by 24 companies, for first 
half of 1949, ranged from a low of 
56% approvals to a high of 93%, 
representing only a slight change 
from the first half of 1948. Half of 
the companies reported approval per- 
centage of 70% or better. , 

Twenty-eight companies reported 
on validity period of credit cards. The 
period of validity ranged from 
monthly to annually, with one com- 
pany reporting using cards with “in- 
definite” period and one using ‘“‘per- 
manent” cards. With few exceptions 
the companies reporting have cards 
with more than one period of valid- 
ity; for example 18 companies use 
annual cards in conjunction with 
cards of a shorter period; 14 use 
quarterly cards along with annuals; 
seven use annual cards exclusively; 


two use semi-annual cards exclu- 
sively. 
Number of companies. reporting 


partial or full usage of credit cards 
for the various periods are as fol- 
lows: 


Monthly—3; 
Quarterly—14; 
Four Months—4; 
Semi-annual—4; 
Annual—24; 
Indefinite—1; 
Permanent—1. 


Miscellaneous 
these: 

A survey by one company of credit 
card charge-offs showed that 52% 


comments were 
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were in the $4,000 a year income 
bracket or below; and that the bad 
debt accounts also included many in- 
dividuals showing changes in address. 


Oil company credit departments 
should make it a point to give credit 
agencies all previous addresses shown 
on credit card application, in order 
to insure a completely accurate cred- 
it report. 

Some G.I. applications for credit 
cards which had been rejected at 
some previous period, are now found 
to be eligible for credit. 

Credit cards issued to traveling 
salesmen may become a collection 
problem where the salesmen are 
working on a straight commission 
basis. 

It is important to inform dealers 
of company’s credit card policy, so 
that they will understand what kind 
of customers are eligible for credit 
cards. One company devoted consid- 
erable space in its dealer house or- 
gan to credit card education, and 
found as result that its ratio of cred- 
it card approvals rose from 65% to 
85%. 

Trends in collections and condition 
of accounts receivable were studied 
by the Credit Economics Committee. 
Of 44 oil companies, 31 reported 
wholesale collections more difficult, 
13 no change, while none reported 
wholesale collections less. difficult 
than a year ago. 


Bad Debt Experience 


Committee also surveyed bad debt 
experience of 44 companies for the 
year 1948, and found more companies 
moving into higher brackets in ratios 
of loss to sales, in both wholesale 
and credit card business, than in 
1947, although the bad debt results 
are still better than in 1941. 


Checking on trends in accounts re- 
ceivable, committee found the per- 
centage level in dollar value of 
wholesale accounts in current con- 
dition at end of 1948 had declined to 
lower brackets from abnormally 
good performance levels of 1946 and 
1947. During first half of 1949 a 
trend to still lower levels of current 
condition persisted, and that point 
more nearly resembled conditions pre- 
vailing in 1941. 

In the retail, or credit card ac- 
counts receivable, reports from 44 
companies on percentage of dollar 
volume in current condition also 
showed a shift into lower brackets 
from the high levels reached shortly 
after credit cards were reinstated in 
1945. However, the condition of re- 
tail accounts in the oil industry is 
still somewhat better than in 1941, 
and well above accounts receivable 
conditions in retail trade generally. 

Other Topics Covered 

Other topics briefly discussed at 
the credit convention were: 

Class I motor carriers file quarter- 
ly earnings statements with branch 
offices of Interstate Commerce Com- 
mission, and may be copied there by 
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those interested. A number of mem- 
bers requested that locations of 
branch ICC offices be circulated to 
entire credit association. The Ameri- 
can Trucking Assn., as well as the 
Interstate Commerce Commission, 
also have available data on motor 
carrier operating ratios and costs per 
ton mile, both of great importance 
in analyzing credit risks to this class 
of trade. Operating ratios of some 
carriers have shown recent rises from 
92% to 96% and 98% and in a few 
cases over 100%. 

Carriers who purchase new equip- 
ment on installment payments spread 
out as much as 36 months are still 
unable to meet payments out of earn- 
ings, and trend now is to spreading 
payments over five years. Financial! 
statements filed with ICC should be 
watched with care, since they are not 
required to conform to same stand- 
ards as statement submitted to cred- 
it agencies, and quick assets and lia- 
bilities may be stated by different 
methods. 

Invoices to road contractors for 
gasoline exempt from tax should be 
supported by purchase orders desig- 
nating project on which gasoline will 
be used. 

An Internal Revenue Bureau rul- 
ing has been obtained by one com- 
pany on LP-gas billing to consumers, 
which permits billing federal tax only 
once a month, rather than on every 
invoice. 

General practice is to obtain cash 
deposit for full value of LP-gas cyl- 





Cites Credit Manager's 
Role in Sales Training 


CHICAGO—The credit man- 
ager has a part in every sales 
training program undertaken 
by Standard Oil Co. (Indiana), 
said W. H. Miller, assistant gen- 
eral manager of the company, 
in a talk before the American 
Petroleum Credit Assn. conven- 
tion held here Nov. 15. 


Because salesmen like to be 
sold, not told, credit managers 
should take every opportunity 
to make better credit men out 
of the sales organization per- 
sonnel, said Mr. Miller. He 
urged credit managers to take 
the initiative in suggesting par- 
ticipation in sales programs. 

Mr. Miller also suggested that 
credit men keep up their con- 
tacts with sales activities in the 
field. He felt that better credit 
policies and better sales policies 
both would result from more 
field contacts, pointing out 
credit managers have even sug- 
gested changes in terms on 
some products, with a view to 
improving sales. 











inders from household consumers, but 
not from commercial users. 


One company has established a dis- 
count policy for bulk LP-gas sales 
of 1% for cash in 10 days on tank 
cars, and 1% in seven days on trans- 
ports. 


Members who conducted panel dis- 
cussions were: M. C. Roberts, Tide 
Water; Lee Fuller, Sinclair; E. A. 
Schramko, Esso Standard, Philadel- 
phia; R. W. Weiler, Texaco; Lyle E. 
Cunningham, Ohio Oil; Murray 
Johnston, Gulf; J. P. McLaughlin, 
Richfield of California; E. B. Peter- 
son, Continental; W. T. Walling, So- 
cony (Milwaukee); A. F. Baxter, 
Esso Standard (Charlotte); Wallace 
H. Booster, Cities Service (Chicago) ; 
Edward W. Hesse, Phillips; A. M. 
Hammond, Continental; James Thurs- 
ton, American Oil; E. P. Simmons, 
Magnolia; Harry E. Butcher, Cities 
Service; Willidm M. Shelton, Union 
Oil; D. M. Younger, Standard of 
Indiana. 


Greater Participation 
In Oil Progress Week Noted 


Oil Progress Week this year was 
on a much grander scale than in 
1948, according to preliminary re- 
ports to Oil Industry Information 
Committee, which show considerably 
more participation by oil men and 
oil companies. 


Reports on Oct. 16-22 celebrations 
throughout the country reveal that 
the oil industry presented more than 
2.750 talks, 3,500 movies showings, 
and an equal number of special ex- 
hibits. More than 600 prints of the 
new motion picture, “The Last Ten 
Feet,” were in constant circulation 
during the week, contributing to a 
preliminary total of 3,542 motion 
picture showings. Many television sta- 
tions carried movies and special oil 
programs, while 986 radio interviews 
wefe broadcast. 


Also included in incomplete reports 
to OIIC by district chairmen are 
396 open houses and 77 parades, 
657 proclamations by governors and 
mayors, 3,230 newspaper advertise- 
ments, 400 special events, such as 
dealer rallies, banquets and commu- 
nity leader-oil men meetings, and dis- 
tribution of three and a quarter mil- 
lion pieces of oil progress literature. 


Thatcher Sells to Pure 


CHICAGO—Facilities of Thatcher 
Oil Co., Chattanooga, Tenn., have 
been purchased by the Pure Oil Co. 
Hugh Thatcher, former owner, is re- 
tiring from business. Pure is taking 
over company’s service stations, bulk 
plants, trucks and equipment. 

Mr. Thatcher, former chairman of 
National Oil Jobbers Council, has 
been a Pure jobber for many years. 
Purchase price was not disclosed. 
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... the 
perfect 


oift 

for 

oil 
marketing 
men 


this 
Christmas 


Use these cards to send us the 
names of your key employes... 
your customers . . . your oilman 
friends to whom you would like 
to send a one year's gift sub- 
scription to National Petroleum 
News this Christmas. 


Fill in their names and complete 
addresses and tell us how you 
would like the gift card signed. 
All Christmas gift subscriptions 
become effective with the first 
issue in January, 1950. 











API Lube Committee Panel to Study 


Economies of Re-Refining Motor Oils 


Clark Raps Indiscriminate Reclaiming of Oil; 
Closer Oil-Auto Industry Relationship Urged 


By NPN Staff Writer 


CHICAGO— The nucleus of a panel 
to study reclaiming or re-refining of 
used lubricating oils has been formed 
by the API Lubrication Committee. 
Three men—Dayton P. Clark, Gulf 
Oil and retiring API Lube Commit- 
tee chairman; Dr. M. D. Gjerde, Indi- 
ana Standard, and Dr. Oscar Bridge- 
ment, Phillips Petroleum—have been 
named to the panel already but 
others (perhaps including a couple 
re-refiners) will be appointed within 
a few weeks. 

Purpose of the panel’s study, ac- 
cording to Mr. Clark, will be devoted 
largely to the economic aspects of re- 
refining or reclaiming used lubricat- 
ing oils rather than the technological 
phases. 

At the lubrication session of the 
API annual convention here Nov. 7- 
10 Mr. Clark reviewed the “Current 
Aspects of Re-Refining and Reclaim- 
ing.” He declared that economies 
gained by salvaging used lubricating 
oils are so small that they hardly 
justify any risk there might be of 
shutdowns or increased maintenance 
costs of the machines using the prod- 
uct. 

Mr. Clark stated: ‘I think we have 
to recognize. .the probability that 
there is a usable portion of lubricat- 
ing oil in any batch of used oil. In 
this respect, at least, the salvaging 
of the usable portion within practical 
limits is plainly feasible. 

“However, as to the 
centage represented by the usable 
portion of lubricant within a batch 
of used lubrication oil, no general 
statement can be made,” he asserted. 


Reclaimable Percentage Varies 


Mr. Clark then cited the combina- 
tions of variable factors—such as 
contaminants, chemical change, se- 
verity of service and its effect on 
chemical changes, etc.—which affect 
oil as it is used. Because of this, 
the only way “in which reclaimable 
percentage can be determined in ad- 
vance is by a laboratory inspection 
of the used oil,” he asserted. Also, 
because of these varying factors, the 
quantity of reclaimable oil may vary 
from a very low per cent to 90%, 
thus affecting the economic aspects 
of oil salvage. 

Two different methods of oil sal- 
vage practice are followed. In one 
the used oil is carefully segregated 
as with the U. S. Air Force and per- 
haps other large industrial establish- 
ments—and in the other, an attempt 
is made to “re-refine or reclaim used 
oils that have been accumulated as 


volume per- © 


slops which usually represent mulli- 
gans of no definable type.” 

Careful selection of used oils offer 
a reasonable opportunity for success- 
ful salvaging the remaining usable 
portion, but even here, Mr. Clark 
said, it is impossible to count on any 
constant average percentage volume 
of salvage from one batch to another. 


He added, “It is in this field that 
the problem resolves itself into one 
of studying the economics of the op- 
eration,” assuming the use of ade- 
quate facilities and re-refining per- 
sonnel. 

As to the “‘mulligan type’’—collect- 
ing oils at random—Mr. Clark as- 
serted the opportunity for practical 
let alone scientific—control dimin- 
ishes drastically. Then he added: 

“I have discussed this matter on 
numerous occasions with petroleum 
technologists. Usable portions of oil, 
in their opinion, can be salvaged in a 
satisfactory manner only through the 
same technique and processing to 
which the original batch of virgin oil 
has been subjected. . .The foregoing 
meets my definition of re-refining. 
But it poses a terrific dilemma to the 
reclaimer of a mulligan batch of used 
lubricants .made up of different types 
of crudes treated by various original 
refining methods. . . 


Defines Reclaiming 


“Salvage of promiscuous lots by 
such equipment (small batch reclaim- 
ing units) I choose to call ‘reclaiming’ 
to sharply distinguish it from the 
controlled re-refining of segregated 
types of used oils.” 

Mr. Clark then quoted from a book, 
“The Chemical Technology of Petro- 
leum,” by Drs. W. A. Gruse and D. R. 
Stevens, in which they state in part: 

5 ._To make a good oil from a 
used one is likely to be as difficult 
as to make a good oil from the orig- 
inal crude petroleum. Reclaiming 
might become desirable when lubri- 
cating oils are scarce and expensive, 
as under war conditions. Under such 
circumstances, care in the collecting 
of oil drainings and technical appli- 
cation of chemical refining would be 
justified.” 

Referring to a statement made at 
the Lubrication Committee meeting 
in Colorado Springs, Colo., last May 
(see NPN May 25, p.13), in which 
he was quoted as saying, “While the 
Air Force maintained rigid inspec- 
tion of virgin oil, it required no in- 
spection of reclaimed oil,” Mr. Clark 
said: 

“This statement was challenged by 
the Wright Patterson authorities of 
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the U. S. Air Force and they de- 
manded it be immediately retracted. 
I replied I should be very pleased to 
retract any misstatement attributed 
to me but that I could not retract 
the statement at that time because 
that was the way I understood the 
matter to be. 

“I was later invited to visit Wright 
Patterson Field and discuss the sub- 
ject with the U. S. Air Force inspec- 
tion division. I am pleased to report 
that this division, in my opinion, is 
well-equipped and staffed with per- 
sonnel that thoroughly understands 
this problem. . .They stated. . .they 
considered that re-refined oil required 
much more careful inspection than 
did virgin oil, and were following 
this practice. . .I am now withdraw- 
ing the statement accredited to 
a ed 

Pointing out that the yield of lu- 
bricating oil from crude is small and 
must be used either as lubricants or 
remain in the crude and be burned as 
fuel oil, Mr. Clark stated there is no 
reason for salvaging lubricating oil 
on a conservation basis. He con- 
cluded: 


“IT cannot see any economy in sav- 
ing a relatively small amount in the 
cost of lubricating oil, if there is any 
risk at all of shutdowns or increase in 
maintenance expense from possible 
contaminants that might not be re- 
moved from the reclaimed oil. I can- 
not see that saving the few cents per 
gallon, which may be realized by fol- 
lowing this practice, can be justified 
when the product is used in units 
costing up to many thousands of dol- 
lars.” 


Urges Oil-Auto Co-operation 


Ray Shaw, president, Chek-Chart 
Corp., urged closer co-operation be- 
tween the oil and automotive indus- 
tries in determining their specifica- 
tions and recommendations for lubri- 
cating cars. He declared that varia- 
tions and conflicting recommenda- 
tions now evident confuse not only 
service station personnel but the mo- 
torist. Then he posed these pertinent 
questions touching on future automo- 
tive developments: 


“How will the lubrication service 
recommendations be arrived at? Will 
they represent the composite recom- 
mendations of automotive and lubri- 
cation engineers? Will the oil indus- 
try have a chance to apply special 
research to the problem of providing 
exactly the right lubricant and es- 
tablishing a proper lubrication inter- 
val? Will the oil companies be given 
ample time to develop and distribute 
the necessary lubricants, equipment 
and instructions? Or will the car 
manufacturers follow the precedent 
of insisting, at least in the early 
stages, that the service be performed 
only by their own car dealers? Their 
answers depend on the promptness 
with which the machinery of a work- 
ing partnership is set up.” 

Declaring that the oil industry 
manufactures and supplies auto lu- 
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bricants and provides facilities for 
periodic renewal c~ the lubricants at 
service stations, Mr. Shaw asserted 
that this renewal of lubricants in a 
car “is to a large extent the job of 
the service station.” 

“Neither industry can point the fin- 
ger of blame at the other, nor is past 
failure to establish a closer relation- 
ship a valid reason for not making an 
honest effort to establish one now. 
Any undue delay can only add to the 
public confusion we have already dis- 
cussed,” he stated. 


Other Papers 


J. M. Koch, Quaker State Oil Refin- 
ing Corp., in his paper, “Let Us Be 
Confident,” cited the growing market 
for lubricants in the automotive and 
industrial field and of the job the oil 
industry has done in supplying these 
increasing demands for more and 
more special lubricants. Then he 
added that the industry is providing 
all of these products at low cost, 
pointing out: 

“As an object lesson in costs and 
value, I have here before me a 1-qt. 
bottle of a popular brand of ginger 
ale. If you should go to a grocery 
store, you will pay about 25c for 
this 1-qt. bottle, plus a 2c bottle de- 
posit. For this same sum of money 
you can get 4 qts. of gasoline (in- 
cluding federal and state taxes). 
This bottle of ginger ale comprises 
about 99% water with about 1% 
flavoring and carbon dioxide, and its 





manufacture requires only a simple 
mixing and bottling operation. It in- 
volves no exploration for ever more 
elusive new oil pools; it involves no 
drilling of wells thousands of feet 
into the earth; it involves no trans- 
portation for thousands of miles by 
pipe line, tanker or tank car; it in- 
volves no elaborate processing in 
complex refineries; and it involves no 
investment cf millions of dollars for 
all of the facilities required for ex- 
ploration, production, transportation 
and refining. In spite of this vast 
difference in work, effort, and invest- 
ment, your 25c will purchase just 
about four times as much gasoline as 
it will of this popular beverage. . .I 
need not repeat the vast differences 
entailed in the manufacture of the 1 
qt. of beverage compared to 1 qt. of 
motor oil, but I might add that the 
only responsibility of the beverage 
maker in producing his product is 
that he supply a reasonably pleasant 
means of quenching thirst; whereas 
the refiner, in marketing his motor 
oil, must assume the responsibility of 
supplying protection to intricate en- 
gines, wherein any failure of oil per- 
formance may easily mean a repair 
bill of many dollars.” 

Lubrication session was rounded 
out by papers on 5W motor oil (see 
NPN Nov. 9, p. 27) and a paper by 
A. T. Colwell and A. L. Pomeroy of 
Thompson Products, Inc., on “Valve, 
Ring, Cylinder Sleeve and Other De- 
signs as Aids to Lubrication.” 


Marketing of Republic Oil's ‘PD’ Gasoline 
To Be Extended to Tampa, Fla., Area Nov. 30 


Special to NPN 
PITTSBURGH—Republic Oil Re- 
fining Co. will start marketing its 
“PD” gasoline, which contains a com- 
bustion catalyst (see NPN Aug. 3, 
p. 17 and Sept. 7, p. 18), through its 
21 Republic branded service stations 
in the Tampa, Fla., area beginning 
Nov. 30. 

President W. E. Huston said com- 
pany will use same general pattern 
of radio and newspaper advertising 
in introduction of “PD” in Tampa 
as was used when the new gasoline 
was first made available in various 
Texas cities. Service station opera- 
tors and attendants will be briefed 
by sales and technical representatives 
of Republic, who will remain at 
Tampa stations during initial stages 
of campaign to discuss product with 
motorists and answer questions. 
Pamphlets explaining action of “PD” 
in automobile engines will be handed 
to each motorist entering stations. 


Mr. Huston reported that as of 
Nov. 19, Republic bulk plant sales 
of “PD” gasoline in Texas City and 
Galveston areas increased 89.06% 
over previous housebrand gasoline it 
replaced on Aug. 10. Company has no 
basis for making comparisons at 
Austin and Benavides, Tex., as out- 


lets at these points were acquired 
only recently. Mr. Huston said, how- 
ever, that “PD” gasoline sales through 
those outlets are “increasing.” 


Houston Gets Another 
Self-Serve Station 


Longhorn Oil Co., owned by R. W. 
Tidemann and C. D. Milby, has boost- 
ed the number of self-serve stations 
in Houston to four by putting into 
operation an eight-pump station on 
the north side of the city. 


Open on a 24-hour basis with a 
manager working each of the three 
shifts and with two girl attendants 
assisting on each of the daylight 
shifts, company has dressed its girls 
in cowboy boots, brightly colored 
shirts, riding skirts and western hats. 


Other Houston self-serves, two op- 
erated by Self-Service Oil Co. and 
one by C. E. Walding, report business 
“good.” Mr. Walding told NPN he 
plans to begin construction of a sec- 
ond station in Jconuary. 

Meanwhile, in Pelham, N. Y., a pro- 
posed ordinance which would have 
compelled service stations to close at 
7 p.m. was rejected by city council. 
















Why be left HOLDING THE BAG? 


LOSING AN OIL BRAND...even though unforeseen circumstances made it unavoid- 
able ...can be a serious blow to any marketer’s future in oil. 


After putting in years of time, effort and money 


behind a brand name... a. 


After devoting years of selling energy behind the 


brand to build up acceptance and good will... SAF E A 








It’s tough to be left holding the bag! 


Why take this chance . . . why not play it safe by 
putting your own name on a modern, top quality and 
top value Canfield Motor Oil in the price bracket that 
‘‘clicks”’ in your territory! You'll be more competitive . . . 
you'll be more independent . . . you'll be putting your 
sales enthusiasm behind a name no one and no circum- 
stances can take away from you. 
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Your oil future will be absolutely safe! 





Interested? Simply mail the coupon. 


PLAY IT SAFE...PUSH YOUR OWN BRAND! YP 


AVAILABLE FOR YOUR PRIVATE BRAND 
ee ee ~“ 
| A TOP FLIGHT PREMIUM GRADE OlL_ | 
A 100% PURE PENNSYLVANIA OIL | 
A FINE, PURE PARAFFIN OIL 
A BIG-VALUE, ECONOMY OIL 
| | 
| | 
| | 
| | 
| \ 


CANFIELD OIL COMPANY 


General Offices: CLEVELAND 4, OHIO 
Bulk and Package Plants: Cleveland, O., Jersey City, N. J. 


We are interested in the oils checked above. 


Company 


Memphis, Tenn., Coraopolis, Pa. Address 
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Backed-Up Distillates Cause Sharp Cuts in Refining, 
Crude Production; Gasoline Prices Turn Downward 


Refiners reduced their operations sharply during 
the mid-week in November. Pricewise, the question 
immediately at hand was whether decreased refinery 
runs and crude production allowables were sufficient 
to curb the potential market repercussions of peak 
distillate fuel stocks and mild weather in most areas. 

Refinery operations were cut almost 10% along the 
Texas Gulf Coast, and the nation as a whole pared 
3.5% from its output. In crude oil markets, Texas oi! 
allowables were cut back 218,357 b/d for the month 
of December, a better than 10% reduction in new sup- 
ply from the largest producing state. 

Whether the cuts in supply are coming too little 
and too late was asked by some refiners and resell- 
ers alike. With exception of heavy fuel in Gulf and 
Mid-Continent areas, refined prices continued their 
general downward trend. In addition, suppliers’ bids 
for ASPPA invitations for 72 oct. octane gasoline and 
Navy Special fuel oil in most instances were sub- 
stantially lower than heretofore and the requirements 
were covered many times over. 

Of 14 Independent refiners on the Gulf Coast, 
only three were operating at near normal capacity; 
seven were shut down. Reduced operations in Texas 
were unanimously ascribed by refiners to low refined 


products market, high crude prices and imports of 


foreign oil. 

Recent price developments almost entirely were on 
the downside: 

At New York Harbor, “voluntary discounts” were 
offered generally for wholesale sales of kerosine and 


0-10 p.t. No. 5 fuel; the New York barge price for 


No. 6 fuel slipped 5c per bbl. to $1.90; 

Gasoline prices eased throughout the entire central 
area of the country; 

Chicago terminal prices for 80 Research refined 
regular-grade were off 0.125c per gal., and the prod- 
uct was offered at 11.625c; 

Gasoline prices were lower in Oklahoma and Kansas; 

Cargo prices for 70-72 oct. leaded gasoline declined 
0.25c to 9c at the Gulf, and trade sources reported this 
price could be “shaded” for export business; 

In Arkansas, third-grade gasoline was offered at 
8.875c, off 0.25c; 

Standard Oil Co. (Kentucky) reported reduction of 
0.1¢c to 9c in its price for Diesel oil at Tampa; 

No. 2 fuel prices continued soft at New York Harbor 


November 23, 1949 


and the Gulf, and reports were prevalent that the low- 
quoted 7c price for cargoes could be “‘discounted” by 
as much as 0.375c per gal.; 


On the West Coast, ‘“‘top price’ clauses appeared in 
bunkering contracts for the first time in many years, 
with 1950 maximums generally stipulated at 25c per 
bbl. above current prices. 


Perhaps the clearest indication of the generally 
downward drift in refined prices were two bids sub- 
mitted to ASPPA for cargo liftings on the West Coast 
and the Gulf. Richfield Oil bid $0.99 per bbl. on 4,- 
500,000 bbls. of Navy Special fuel oil, FOB Los An- 
geles, to be supplied during Jan. 1 to June 30, 1950; 
the current price for banker “C” 
Angeles Harbor is $1.25 per bbl. 


bunkers at Los 


At the Gulf, Phillips Petroleum Co. offered to sup- 
ply 2,040,000 bbls. to the government at 8.56c per 
gal., FOB Freeport, Tex., during the first half of 1950. 


Independent producers in the Southwest probably 
noted carefully that what appeared to be the two 
lowest bids on a second opening for 3,000,000 bbls. of 
Navy Special fuel oil for Gulf Coast/East Coast lift- 
ing came from California and the Caribbean. Union 
Oil Co. of California bid $0.97 per bbl. on a portion of 
the requirement. 


Despite the general over-supply of products in most 
areas, residual fuel inventories in the Midwest once 
again were falling after a brief rise during the period 
of the steel strike. To many sources, this decline in 
heavy fuel stocks in areas where it usually is plenti- 
ful was considered an important trend indicator. Some 
Midwest refiners said they were sold up a month in 
advance on No. 6 fuel. 


Probably the subject that refiners and resellers 
mentioned most was the weather, for mild weather 
has caused backing-up of distillate fuels in virtually 
all marketing districts. One large metropolitan New 
York distributor said that his sales of heating oil 
during September and October were only 50% of the 
same period in 1948. 


Strength in lubricating oil prices still was lacking. 
There were reports that a large parcel of 150-160 
vis., 0-10 p.t. Mid-Continent solvent bright stock was 
sold at 20.25c, FOB ship, the Gulf. While these re- 
ports were unconfirmed, several suppliers who bid 
20.5¢c reported they failed to get the business. 
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Summary of Daily Gasoline Prices (Nov. 15 through Nov. 21) 


Monday Friday Thursday Wednesday Sagetae, . 
Motor Gasoline 82 Oct, R (Premium): Nov. 21 Nov. 18 Nov. 17 Nov. 16 Nov. li 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) 11(1) 11(1) 11(1) (1) 11(1) 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) 
Cent. W. Tex. (Truck Tnsp.)........ (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) 
Motor Gasoline 86 Oct. R (Premium): 
Citahente GQNGED 8). oo. ncicccreccces (1)10.5-11.625(1) (1)10.5-11.625(1) (1)10.5-11.625(1) (1)10.5-11.625(1) (2)90.8-23-S5842) 
Midwestern (Group 3 basis) ......... (1)10.5-11.625(1) (1)10.5-11.625(1) (1)10.5-11.625(1) (1)10.5-11.625(1) Boe Tatdy ) 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-12.75(1) (1)11-12.75() (1)11-12.75() (1)11-12.75(1) ete oth 
W. Tex. (For shpt. to res. &N.M. dest’ns) (1)11-11.25(1) (1)11-11.25(1) (1)11-11.25(1) (1)11-11.25(1) (1)11-11.25(1) 
EB. Tex. (Truck TMP.) .....ccccsceee (1)11-12.5(1) (1)11-12. (1)11-12.5(1) (1)11-12.5(1) (2)11-12.60) 
Cent. W. Tex. (Truck Tnsp.) ........ (1)11.25-11.5(1) (211.2511. 801) (1)11.25-11.5(1) (1)11.25-41.5(1) (1)11.25-11.5(1) 
Motor Gasoline 76 Oct. R (Regular): 
N. Tex. (For shpt. to Tex.&N.M. dest’ns) (2)10-10.25(1) (2)10-10.25(1) (2)10-10.25(1) (2)10-10.25(1) (2)10-10.25(1) 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1), 
Cent. W. Tex. (Truck Tnsp.)........ (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1) 10.25-10.5(1) 
Motor Gasoline 80 Oct. R (Regular): 
Ce en (3)9.75-10.375(1) (3)9.75-10.375(1) (3)9.75-10.375(1) (3)9.75-10.375(1) (2)9.75-10.375(1) 
Midwestern (Group 3 basis).......... (4)9.75-10.375(1) (4)9.75-10.375(1) (4)9.75-10.375(1) (4)9.75-10.375(1) (3)9.75-10.375(1) 
N Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) 
W.Tex. (For shpt. to Tex.&N.M. dest’ns) (1)10-10.5(1) (1)10-10.5(1) (1)10-10.5(1) (1)10-10.5(1) (1)10-10.5(1) 
We, CE RS non cwncoececes (1)10-11(1) (1)10-11(1) (1)10-11(1) (1)10-11(1) (1)10-11(1) 
Cent. W. Tex. (Truck Tnsp.)......... (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 
Motor Gasoline 60 Oct. M & below: 
Oklahoma (Group 8) ..........ses+e: (2)8.5-9.75(1) (2)8.5-9.75(1) x(2)8.5-9.75(1) (1)8.75-9.75(1) (1)8 8. 7T5(1) 
Midwestern (Group 3 basis). (2)8.5-9.75(1) (2)8.5-9.75(1) (2)8.5-9.75(1) x(1)8.5-9.75(1) x(1)8.625-9.75(1) 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10. 3(1) (2)9.375-10.3(1) (2)9.375-10.3(1) 
W.Tex. (For shpt. to ~~ &N.M. dest’ as) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2 (1)9.375-10(2) (1)9.375-10(2) 
E. Tex. (Truck Tnsp eau (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9.25-10. 3(1) (1)9.25-10.5(1) (1)9.25-10.5(1) 
Cent. W. Tex. (Truck nap} eaeaaee (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) 
Motor Gasoline 86 Oct. R (Premium): 
SO I NE nos ss ce eeduwo eens (1)13.1-14.2(1) x(1)13.1-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) 
New York harbor, barges............. (2)12-13.75(1) (2)12-13.75(1) (2)12-13.75(1) (2)12-13.75(1) (2)12-13.75(1) 
i ak a ae (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) 
Philadelphia, barges ................. (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) 
a a al cali (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) 
Baltimore, DAFEES .....cccccccccccscs (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) 
Motor Gasoline 90 Oct, R (Premium): 
ee OR estes ones ose ese o 26 
New York harbor, barges............. 13.75(1) 13.75(1) 13.75(1) 13.75(1) 13-75(1) 
Philadelphia bares TU (1)13.75-14.7(1) (1)13.75-14.7(1) (1)13.75-14.7(1) (1)13.75-14.7(1) (1)13.75-14.7(1) 
adeipnhia, — Coececcsecccececes oece osee esee sss 202 
Baltimore |. i[Marminssmecesces Cee (1)13.75-14.1(1) (1)13.75-14.1(1) (1)13.75-14.1(1) (1)13.75-14.1(1) 
Baltimore, barges $0450.60 066060660000 eee eeee0 See sees eeee 
Motor Gasoline 83 Oct. R (Regular): 
OS ns seesceanwseese (1)10.75-12.9(1) (1)10.75-12.9(1) (1)10.75-12.9(1) (1)10.75-12.9(1) (1)10.75-12.9(1) 
New York harbor, barges............. (2)10.625-12(2) (2)10.625-12(2) (2)10.625-12(2) (2)10.625-12(2) (2)10.625-12(2) 
i api ia a aR te (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) 
Philadelphia, barges .............000 (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) 
DY crsvepeniscecocecsssecscces SANA (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3 (1)11.4-12.6(3) 
NE, GHRGOD icccvccvcccsszessics (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) 
Moter Gasoline: 
Western Penna., Bradford-Warren: 
78-80 Oct. M (Prem) .........seeee- 13.25(1) 13. 2511) 13.25(1) 13.25(1) 13.25(1) 
74-76 Oct. M (Regular) ............. 12(2) 12(2 12(2) 12(2) 12(2) 
Western Penna., Other Districts: 
72-80 Oct. M (Prem) .............-: (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1 
74-76 Oct. M (Regular) ............. (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1 


sees wate: Research octane ratings, indicated by the letter ‘‘R’’, are minimum ratings. Motor method octane ratings, where used, are indicated by 
e letter ‘‘M”’ 





GULF COAST of two cargoes of bunker “C” fuel at $1.65 per bbl., the 
" , generally quoted price. Opinion recently has varied wide- 
Open Market Trading Increases Slightly ly on this product. Some majors said bunker “C” has 


been difficult to move at $1.65 unless the material was 
low sulfur. Others said that while some of the bunker 
“C” business normally done at the Gulf has been “grabbed 
off” by West Coast sellers, they also pointed to recent 
heavy declines in residual stocks in the Mid-Continent as 
an offsetting factor. 


There was some increase in open market trading at 
the Gulf during the past week, but reports on most prod- 
ucts varied widely. Gasoline and No. 2 fuel generally 
continued relatively soft. There was one active cargo 
inquiry for kerosine. Several heavy fuel trades occurred 
at $1.65 per bbl. after a long period when Gulf refiners 


watched a large portion of their spot business going to No. 2 fuel continued one of the weakest products. It 
California sellers. was generally quoted at 7c per gal., but the fact that so 

The first signs of life in the export market in some little has been sold recently oN oa Magee os Segond 
months were displayed in reports of four cargoes sold to firmed reports that the price could readily be “shaded” by 
foreign buyers. Two cargoes of 70-72 oct. leaded gaso- amounts ranging from 0.25 to 0.375c on a prompt lifting. 


line changed hands, one destined for South America and 
the other for Europe at 9c per gal., or Platt’s Oilgram CENTRAL MICHIGAN 
low, date of lifting. A cargo of 48-52 d.i. gas oil also was 

sold with price to be based on the low reported quotation, 
date of lifting. 


Distillates Improve with Cooler Weather 


Part-cargoes of Grade 100/130 aviation gasoline and While demand for light fuels was only “some” better 
70-72 oct. leaded were reported sold at undisclosed prices. in Central Michigan last week, refiners said cooler wea- 
While the low prices generally reported by suppliers were ther gave distillates improved market position. Several 
16.25c and 9c for the two products, respectively, there refiners continued to indicate their stocks of gasoline as 
were reports that “discounts” of 0.25c per gal. were ob- “low” or “comfortable,” but at same time reports were 
tainable for both grades. numerous that gasoline was available at lower prices. 

Perhaps the most significant development was the sale Premium-grade 86 Research octane gasoline ranged 
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Explanations of Price Tables 


The reader’s attention is directed to the follow- 
ing explanations which apply to the Summary of 
Daily Gasoline Prices appearing on page 56 and 
the price tables appearing on pages 59-64 of this 
issue: 

The letter “X” indicates a change in price; if 
the change is on the low of the price range, the 
“xX” is adjacent to the low; if the change is on 
the high of the price range, the “X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X”’ 
to the left of. the new price; elimination of the 
high of a price range, is indicated with an “X” 
to the right of the new price. 

In the Gulf Coast Cargo price table on page 
62, the parenthetical figure after each price in- 
dicates the number of companies quoting that 
price. 

In all other price tables, the parenthetical fig- 
ures before and after prices indicate the num- 
ber ot companies quoting the lows and the highs 
of the price ranges; no attempt is made to in- 
dicate the number of companies whose prices 
are within the lows and the highs, and therefore 
no attempt is made to indicate the number of 
companies contacted for prices for each prod- 
uct. Nearly 200 primary suppliers (refiners and 
tanker terminal operators), plus an even larger 
number of other sources (jobbers, compounders, 
consumers, distributors, brokers, tank car mar- 
keters, etc.) are contacted for prices at regular 
intervals. 











from 13.5 to 14.25c, down 0.125c on the low, following 
one refiner’s reduction of 0.5c in his prices for both pre- 
mium and regular grades of gasoline. His new price of 
12.5c for regular (80 Research) grade left the range un- 
changed at 12 to 13.25c, Central Michigan. 

Increasing tightness in residual fuels was indicated 
when a refiner said he was trying to buy outside the 
state to meet his commitments of an additional 10-15 
cars monthly. 


CHICAGO TERMINAL 


Prices Drop on Some Products 


Lack of buying interest in the Chicago District in the 
third week of November brought price reductions on 
two grades of gasoline and range oil. No. 2 fuel was 
steady; residuals firm. 

Prices for 80 Research refined regular-grade gasoline 
ranged from 11.625c to 11.875c, down 0.125c on the low 
and 0.25c on the high. Premium 86 Research gasoline 
prices ranged from 12.25 to 12.625c, down 0.25c on the 
high. Trading in gasoline was light the entire week. 

In spite of cooler weather, trading in light fuels also 
was slack, bringing a reduction by some sellers of 0.125c 
on the range high to 10c for range oil. Other sellers 
offered material upward from 9.75c. No, 2 fuel prices 
generally were steady, although one trader raised his 
price 0.125c to 9c, and another lowered his price by 
the same amount to 9c. 


OIL MARKETS 





WESTERN PENNA. 
Most Products Steady; Lubes, Wax Firm 


Steady demand for most products was reported by 
Western Penna. refiners during the third week of Novem- 
ber, although gasoline was “slowing seasonally,” accord- 
ing to some sellers. Lubricating oil and wax prices were 
firm. Some shading of gasoline and fuel oil prices was 
indicated. Stoddard solvent was offered 0.5c lower; quo- 
tations for most other products were unchanged. 

Stoddard solvent was offered at prices ranging from 
12.25 to 13c. 

Demand for neutral oils continued strong. A broker 
reported purchase of 2 cars of 25 p.t. 200 vis. neutral at 
17c, for resale, and some refiner-buyers said they were 
paying 17c, same price as quoted by other refiners to the 
trade. Bright stock was in good position “statistically”, 
according to one refiner, who said his price to resellers 
was 16.5c. A broker, however, said he was offered 25 
pour bright at 16.25c, for resale. Refiners’ quotations to 
the trade were at 17c. ° 

Inter-refinery sale of 2 cars of 650 s.r. cylinder stock 
at 11.5c was disclosed by a refiner. Some scarcity of 630 
flash, ‘‘due to large number of buyers in the market,” was 
reported from several sources. Foreign inquiry for ap- 
proximately 14,000 bbls. of 630 flash was in the market. 

Most sellers of fuel oil reported industrial buying was 
at good level, with sales for home heating lagging. 
A broker reported purchase of Nos. 2 and 3 fuel at 8.92c, 
FOB upper field, for resale. A lower field refiner dis- 
closed sale of about 10 cars of No. 2 to broker at 8.75c, 
for resale. Sales by a broker to a jobber, on delivered 
basis, of No. 1 fuel and No. 2 fuel at prices netting 8.92c 
and 8.63c FOB Oil City, respectively, also were reported. 
Quotations of lower field refiners ranged upward from 
9.25c for No. 1 and from 8.75c for No. 2. 


ATLANTIC COAST 
Prices Continue Easing Trend 


All classes of heating and burning oils eased price- 
wise in the middle week of November as mild weather 
continued to hamper retail and wholesale sales. 

Kerosine tank car prices at New York were down 0.6c 
per gal. to 8.2c, and “discounts’’ were reported in several 
other North Atlantic terminal districts. “Shadings” off 
posted No. 2 prices were prevalent at most points along 
the coast with the possible exceptions of Philadelphia 
and Baltimore. No. 6 fuel barge prices were off 5c per 
bbl. to $1.90 at New York Harbor; the new low price, 
however, was said to be relatively firm. 

In the South, Standard of Kentucky lowered its Tampa, 
Fla., Diesel oil prices to 9c per gal., shore plants and 
$3.78 per bbl., ships’ bunkers, down 0.1c per gal. and 4.2c 
per bbl., effective Nov. 17, There were reports of 0.2c 
“discounts” on No. 2 oil sales at some points in Florida. 

Kerosine and 0-10 p.t. No. 4 fuel joined No. 2 as prod- 
ucts generally “discounted” to wholesale buyers. 

At New York Harbor, six major suppliers and several 





Crude Oil Prices 
No changes in crude oil prices reported in 
week ended Nov. 19. For complete crude price 
schedules, see Oct. 26 NPN, p. 58-59. 
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NPN Gasoline Index 


Cents Per Gal. 


Dealer T.W. Tank Car 
Nov, 21 15.14 11.11 
Month Ago 15.14 11.19 
Year Ago 14.60 11.25 
Dealer index is an average of undivided’’ dealer prices 


ex tax, in 50 cities 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline FOB refineries or 
terminals Okla Midwestern W Penna Calif N Y 
Harbor, Philadelphia, Jacksonville 3oston and Gulf Coast 











Independents allowed discounts of 13c per bbl. on tank 
car and barge sales of 0-10 p.t. No, 5 fuel; their pre- 
discount prices for the product were $2.75 tank cars and 
$2.72 barges. There was one unconfirmed report that a 
barge lot of 0-10 p.t. No. 5 fuel was offered at $2.45 per 
bbl. 

Trading in gasoline followed the pattern of the past 
few weeks and was extremely light. 


MID-CONTINENT 
Inquiries Increase on Residual Fuel Oil 


End of the steel strike brought an increase in the 
number of inquiries for residual fuel, but light fuel de- 
mand continued to “wait for cold weather,’ according 
to trade reports in the Mid-Continent last week. Al- 
though lower prices for gasoline were reported in several 
districts, local demand was holding remarkably well for 
mid-November, most refiners agreed. 

Six Oklahoma refiners reported reducing their prices 
for gasoline, particularly third grade, 0.125 to 0.375c 
during the week. However, one who early in the week 
reported reducing his premium and regular prices 0.1265c, 
later said he had increased them back to 11 and 10c, 
respectively, commenting that product was “moving out 
pretty well’ and he had received several open market 
inquiries, Third-grade gasoline price range stood at 
8.5-9.75c in Oklahoma, at week’s end; price ranges for 
premium and regular remained unchanged at 10.5-11.625c 
and 9.75-10.375c, respectively. 

A Kansas refiner said he had dropped his gasoline 
quotations 0.25c, to 11.75c for 82 Research, 10.75c for 
76 Research, and 10c for 60 oct. and below. In Arkansas, 
a refiner reported two 0.125c decreases in his third 
grade quotation to 8.875c. 

Although solvent lube situation appeared no brighter, 
one refiner who had been quoting prices lec per gal. 
lower said that while he had not noted any improvement 
in demand he had established following prices as lowest 
at which he would sell, Tulsa basis: 20c for 150-160 
vis. 95 v.i. bright stock, 13.5c for 170-180 vis. 98 v.i. 
neutral, 15c for 200-210 vis. 90-95 v.i., and 16.5¢c for 300 
vis. 95 v.i. neutral. 

A few sales were reported during the week: 20 cars 
of No. 6 fuel at $0.90 per bbl. to a marketer by an Okla- 
homa refiner; 10 cars of 19 gravity cracking stock at 
$1.05 per bbl., FOB plant, to another refiner on the Gulf 
Coast by a North Texas refiner; and one car of No. 6 
fuel to a broker for Wisconsin delivery at $0.90 per bbl.; 
“about seven cars” of No. 4 fuel at $2.10 per bbl. to a 
Midwest broker, and one car each of No. 2 at 6.625c 
and range oil at 7.Ec to Illinois jobbers by a second 
Oklahoma refiner. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Residuals Active as Steel Strike Ends 


Lively inquiry and active trading in residuals was dis- 
closed in the third week of November in the Midwest fol- 
lowing settlement of the steel strike. Trading in light 
fuels remained dull and range oil prices reflected lack of 
buying interest. Third-grade (60 and below) gasoline 
was off 0.25c on the low of the price range. 

Several traders were seeking substantial quantities of 
residual fuel to meet industrial requirements now that 
the steel strike was settled. Largest purchase during the 
week was 70,000 bbls. at $0.75 per bbl., Group 3, for re- 
sale by a Chicago marketer. Other Chicago marketers 
reported tank car sales from $0.75 to $0.80 per bbl., 
Group 3. One trader was in market for 150 cars of re- 
siduai fuel for shipment over the season. 

Mild weather brought additional downward pressure 


rial at 7.25c, Group 3. However, No. 2 fuel prices ‘held 
firm,” traders said. 

Third grade gasoline prices were down 0.25¢c on the 
low and ranged from 8.5 to 9.75c, Group 3, among Mid- 
west refiners. Chicago marketers offered 80 Research 
refined regular gasoline at prices ranging upward from 9c 
and premium 86 Research from 9.75c, Group 3. No sales 
were disclosed at these prices, however. One car of 80 
Research regular was sold at 9.5c during the week. 


56,700 Bbls. Bright Stock Sold to Export 


NEW YORK—Two large lots of bright stock have 
been sold for export in December, according to confirma- 
tion obtained here. 

One lot involves approximately 38,500 bbls. of Mid- 
Continent solvent refined bright stock, 1&0-160 vis., 95 
viscosity index, 0-10 pour test, at 20.25c per gal. Second 
lot is approximately 18,200 bbls. of 25 p.t. Penna. bright 
stock at 21.25c. Both prices are FOB Ship, U. S, Gulf. 

Currently, low quoted field prices for the two products 
in tank car lots, FOB refineries, to domestic trade, are 19c 
for Mid-Continent solvent, and 17c for Penna. 25 pour 


ASPPA 72-Oct. Needs Oversubscribed 


WASHINGTON—Requirements of Armed Services Pe- 
troleum Purchasing Agency for 72 octane motor fuel 
for bulk lifting during the first half of 19F0 were heavily 
oversubscribed in bids opened here by the agency last 
week. 

For lifting from the East Coast, Gulf Coast or Carib- 
bean area, ASPPA sought 2,040,000 bbls., was offered a 
total of 9,353,000 bbls, by 10 bidders, with Esso Export 
Corp. and Phillips Petroleum Co. each offering to supply 
the agency’s entire requirement of 2,040,000 bbls. Phillips 
Petroleum Co. was apparent low bidder with price of 
8.56c per gal. 

On the West Coast, ASPPA asked for 1,445,000 bbls., 
was offered a total of 4,689,000 bbls., Standard of Cali- 
fornia and Union Oil each bid for the 1,445,000 bbls. 

West Coast bids were opened by ASPPA on Nov. 15, 


(Continued on p. 65) 
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OIL PRICE SECTION 





Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT NOV. 21 


Prices herewith are reproduced from Platt’s OJILGRAM Daily Oil Price distribution or publication. During periods of short supply, some sellers, 
Service, associated with National Petroleum News, whose representa- and at times all sellers, withhold quotations to new customers or the 
tives in all NPN-OILGRAM offices devote their time exclusively to re- posting of firm prices but give OJILGRAM the prices they otherwise 
porting oil industry prices everywhere. would quote to the trade in general and which they confine to their regu- 

Prices shown in tables are sales prices or quotations or genera! offers lar customers only. Octane ratings are ASTM; Research Method rat- 
or posted prices by refiners, by pipeline terminal operators, and by ings, indicated by letter R, are minimum ratings; Motor Method rat- 
tanker terminal operators; for current sales and shipments; for the bus- ings are indicated by letter M. Parenthetical firgures before and after 
iness day or period stated; except Tank Wagon prices, prices are for prices indicate number of companies quoting the lows and highs of the 
bulk lots such as tank car, truck transport, barge; prices applying to ranges. For further details of price conditions apply to any NPN—OIL- 
barges or cargoes or truck transport lots only, so designated; FOB re- GRAM office or see back of any OILGRAM Price Service invoice 
fineries or terminals; in cents per gal., except per bbl. where $ sign is For complete price service delivered daily from nearest OILGRAM 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; publishing office, New York, Cleveland and Houston, address Platt’s 
for crude oil and its products lawfully produced and transported; re- Price Service, Inc., 1213 West 3rd St., Cleveland (13), Ohio. Annual 
ported as received by OJILGRAM and National Petroleum News but not subscription rate in U. S.: $150 per year, payable in advance. 


guaranteed; for subscribers’ private use only and not for resale or 





OHIO—Quotations of S.O. Ohio for delivery to CYLINDER STOCKS: 
GASOLINE Ohio points: Bright Stock 
73-75 Oct. M s.seeeeeeees 14.0 145-155 vis. at 210@, 540-550 fl., No. 8 col 
Oklahoma (Group 3) 10 p.t, bbe geeeeed (1)19 5 20 5(1) 
86 Oct. R Prem. .........  (1)10.5-11.625(1) CALIFORNIA 25 ey pashwenn ates ceeees SEE Eee 
SO Oct: R Reg (3)9.75-10.375(1) Los Angeles dist.: a0) ah Altern’) -" ee 
60 Oct. M & below . x(2)8.5-9.75(1) 80-82 Oct. M Prem. .... (1)12.75-16.1(1) aan £73 Gilterb’l, ........ ite et 
74-76 Oct. M Reg. ..... (1)11.6-13.6(2) 600 fl. (2)14-18(1) 
San Fran. dist.: 620 f) as 16(3) 
a P ‘ 80-82 Oct. M Prem. .... (1)15.85-16.6(1) ellen, _— 
MIDWESTERN (Group 3 basis) 74-76 Oct. M Reg. ..... (1)13.85-14.1(1) 
86 Oct. R Prem. ... (1)10.5-11.625(1) San Joaquin Valley: 
S0 Oct. R Reg (4)9.75-10.375(1) 80-82 Oct. M Prem, .... (1)15.85-16.6(1) 
60 Oct. M & Below x(2)8.5-9.75(1) 74-76 Oct. M Reg. ..... (1)13.85—14.1(1) MIDCONTINENT LUBES 
FOB Tulsa bas Bright Stocks, \v at 210 
Neutrals, vis. at 100°, 0-10 p.p 
N. TEX. (For shpt. to Tex. & N.M. dest’ns.) LUBRICATING OILS ' 
82 Oct. R Prem iene 7 11(1) . - Neutral Oils—Conventional 
Rk SS eee (1)11-12.75(1) WESTERN PENNA. Pale Oils Col. 
76 Oct. R Reg (2)10-10.25(1) Prices are for sales made, or offers reliably 60-85 vis ° (1)9.75-11(1) 
es, Se dee wa neinn (1)10-10.75(2) reported, to jobbers & compounders only. 86-110 via. 2 (1)10 11.25(1) 
60 Oct. M & Below ....... (2)9.375—10.3(1) 150 vis pei 3 (1)11 5-13(1) 
VISCOUS NEUTRALS—No. 3 col. Vis. at 70° F. 120 via. 3 a)i1 5-13 25(1) 
200 Vis. (180 at 100°) 420-425 fi. 200 vis. 3 (1)11.5-13.5(1) 
W. TEX. (For shpt. to Tex. & N.M, dest’ns.) D Ph. ccccscdecsesssescsss (ODRREES) 250 vis. 3 (1)13-14(1) 
* WDA. siccccsssscccsesese CRED 280 vis. 3 (1)13.6-14(2) 
eee see e ss | Ce AB Bt. ..ccccccscccccccces (2)18,5-10,5(1) 300 vis. 3 (1)14-14.5(1) 
a oe “ — Ps SEMUMRG * Sense hie Laweees one (4)17-18(1) 
<4 te Oy Ra pee eee y i 150 Vis. (143 at 100°) 400-405 fi. 
: . sat a toss: + ie care 0 p.t. sabeweo ws ‘ 8.5-19.5(1) ) s s: 
60 Oct. M & Below ....... (1)9.375-10(2) 10 "9 PRIN CEES tt er tH ngage’ 
Oe TAR. 250 6sseesenasenencs (Eee 600 s.r., olive green (1)12-15(1) 
25 p.t (2)15-16(1) Black Oil 
E. TEX. (Truck tnspt.) 
O86 Get. BR PEO 6 csvccsces (1)11-12.5(1) eeeeimenenan ae eee eee 
SO Get. He BR. cccoccees (1)10-11(1) 
60 Oct. M & Below ....... (1)9.25-10.5(1) 





CENT. W. TEX, (Truck Transpt.) 





82 Oct. R Prem, ......... (1)11.25-11.5(1) THIS 

86 Oct. R Prem. ......... (1)11.25-11.5(1) 

76 Oct. R Reg. .....-ce-- (1)10.25-10.5(1) 

80 Oct. R Reg. ........-. (1)10.25-10.5(1) 

60 Oct. M & Below ....... (1)9.5-10.4(1) is YOUR 


WAVERLY 


ARK. (For shipment to Ark, & La.) 


MARKET PLACE! 


86 Oct. R Prem. ......... 11.125(1) OIL WORKS CO. 
80 Oct. R Reg. . ‘ aa 10.1251) 
60 Oct. M & Below x8.875(1) 


PITTSBURGH 1, PA. 


KANSAS (For Kansas destinations only) A card advertisement in 


82 Oct. R Prem (1)11.1-11.75(1) ESTABLISHED 1880 ’ i 

86 Oct. R Prem. ......... (1)11.1-12(1) NPN’s Market Section 
76 Oct. R Reg (1)10.1-10.75(1) - o 

80 Oct. R Reg eee €1)10.1-110) every week will bring you 
60 Oct. M & Below (1)9.125-10.1875(1) 


quick and continuous 
sales at low cost. 


REFINERS OF 
WESTERN PENNA, 
Bradford-Warren: 


100% PURE PENNA. 


78-80 eo 8. eee 13.25(1) 

74-76 Oct. M Reg. ....... 12(2) NEUTRALS WRITE FOR SPACE RATES 
Other districts: 

74-76 Oct. M Reg. ....... (31175-1284) CYLINDER STOCKS 


NATIONAL PETROLEUM NEWS 
1213 West Third St. 


MOTOR OILS 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 








82 Oct. R Prem. ......... (1)12.75-13(1) ‘Penna. Grade Crude Oil Assn” 
&6 Oct. R Prem x(1)13.5—14.25(1) Permit No. 11 ® 
76 Oct. R Reg. .......... (2)11.75-12.5(1) Cleveland 13, Ohio 
80 Oct. R Reg. ... oa (1)12-13.25(1) 
Sein ae, 0 A a 

Detroit shpt. .. eseeee (1)9.75-11.625(1) 
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OlL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT NOV. 21 


Mid Continent Lube (Cont.) Neutral Oils—Solvent RED OILS: 
Bright Stock—Conventional 170-180 vis., 98 v.i. ...... (1)12.5-13.5(2) fe NO. 5-6 .....---+-+: 9.5(4) 
200-210 vis.. 90-95 v.i. ... (1)13.5—15.5(1) 200 No. 5-6 ... ling dies 10.5(5) 

200 vis. D: ett gee : : . ” 300 No. 5-6 11.25(5) 
10-25 p.p 23(1) 300 vis., 95 v.l. ..... <a 500 No. 5-6 ........... 12(5) 

150-160 vis. D: foo ccamcns 12.75(5) 
0-10 P.p. .......6000. (2)17-19(1) SOUTH TEXAS (Neutral Oils) 1200 No. 5-6 ............ (4)13.5-14(1) 

On od gl deta btads (1)17-18.5(1) (Vis, at 100° F. FOB refineries for domestic 2000 No. 5-6 veces (1)14-14.5(5) 
0-10 p.p. ......0.-.2--- (2)16.5-18(1) SHESE US GENS.) 


PALE OILS: NATURAL | GASOLINE 


2 . (Group 3 & Breckenridge prices are to blend- 
Vis. COLOR ers on freight Basis shown below. Shipments 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.i (1)19-21(1) 





— a da SRG COO OHS pny rl may originate in any Mid-Continent manufac- 
“VU 0. ereesseeeces . ov turin district. 
. 300 No. 2-3 feuieawes 11.25(5) pagel 
500 No. 2%-3% ......-. 12(5) FOB GROUP 3 _— 
I SE os 12.75(5) Grade 26-70 ; s26% 5.875 (Quote) 
1200 No. 3-4 .........-.- (4)13.5-14(1) FOB BRECKENRIDGE 
2000 NO. 4 .ccccceccccces (1)14—-14.5(5) Grade 26-70 ...... As0e 5.375 (Quote) 


—s KEROSINE, GAS & FUEL OILS 





OKLAHOMA (Group 3) ARK. (For shipment to Ark. and La.) 
41243 WLW. .cccccccccccccs (2)7.625-8.875(1) ne MG. weesevsadceeees 7.875(1) 
ee oe (3)7.75~-9(1) Tractor fuel ... er 9.125(1) 
Range oil .. wees (2)7.375-8.75(1) Diesel fuel 52 & ‘below mark 7.25(1) 
58 & above D.L Giesel hea (3)7.5-8(1) Diesel fuel 58 & above ... 7.625(1) 
No. 1 p.w (5)7.5-7.875(2)% le 3 Serer 6.75(1) 
peepee: (1)7.5-8(1) No. 3 fuel ....... - 6.375(1) 
No. 2 straw .....cccececes (4)6.625-8.5(1) No. 4 fuel ap ane $1.75(1) 
WD vvccvcsevcecscscerss (EOD eee ee $1.55(1) 
14-16 grav. fuel .......... $1.20(1) ek Oe Se te hae abesanns $1.40(1) 
\ MIDWESTERN (Group 3 basis) WESTERN PENNA, 
41-43 W.W. wccccccccccccce (2)7.625-8.5(1) a miaeeteay District 
A DOUBLE PROFIT 4244 wow, soll! “@yaas-8.50) Go CN 
Range oil . eee (1)7.5-7.6(1) No. 1 fuel .. ; 
58 & above D.I. diesel ....  (2)7.5-8(1) ie (1)9-9.25(3) 
IN A TI De. 2 AW. ccc as ecnns (5)7.5-7.875(1) No. 3 fuel = ae (2)9-9.25(1) 
e WOO. BD CIRM 5 cccvcccaseses (1)6.6-7(1) 36-40 gravity ... i 9(2) 
eS eaerererr rrr TT erie eT (1)$0.80-0.95(1) , 7 : 
@ When you market ELK 100% aa _ , oy Goaane: 13)9.8-10(1) 
Pure Pennsylvania lubricating MN. SES. (ur cigs, to cen. & _— papwboend No, 1 fuel ...............- €1)9:95-9.5(1) 
oils in bulk or under your own 41-43 W.W. «2. -- se eeeeeees  (2)8.5-9.6(1) WO. BG cscccccccccssc.s Ce OS) 
re eee ne (1)8.5-9(1) No. 3 fuel (2)8.75-9(1) 
label, you are assured of steady SD DE, cccvccvccsnccccece GS0RRREER)D 36-40 gravity ............. (2)8.75-9(1 
supply and handsome extra Pees RD cccocscacccess GRRE? ; : Steer ond acai 
. Pe SS bee cecesse rr 0.90(1) 
profits. _ . ae $ CENTRAL MICHIGAN 
Elk Refining Company’s W. TEX. (For shpt. to Tex, & N.M. dest’ns.) (POS Contsal Mishigns selineries.) 
unique jobber-distributor-com- ee FCs Mange Off ......0ccc0s-00- ()IOS-1L5(1) 
pounder agreement guarantees ee ae 10.5(1) ow a ries kero. ......... (1)10.75-11.5(4) 
. . “ "i No. 1 str Chee ae 9.25(2 .W. Dn tte ae ckeede (4)10.75—-11.1(1) 
delivery on a price-protected ba ie ieee"? eae ee No. 2 light straw ........ (2)9.75-10.5(2) 
sis. Your customers, who have No. 6 tua (1)$1.25-1.80(1) No. 3 straw ..........52.. (1)9.75-10.1(1) 
known and trusted 100% pure : Ree ee ‘Seite ; U.G.1 gas Dl 2ae civteacees (4)8-8.6(1) 

. ‘ No. 5 fuel ... ran ene (5)6—-7.7(1) 
Pennsylvania motor oils for E. TEX. (Truck trnspt.) No. 6 fuel (2)5.5-7.5(1) 
years, are always satisfied when ts hee verrssous BSB) 
you sell them the best. 42-44 w.w. . ‘evcnecce GEREERD OHIO—Quotations of S.O. Ohio for delivery to 

58 & above D. 7 ‘diesel caw (2)8-9(1) Ohio points 
hese two facts add up to gg ay mae (1)8-9.25(1) 

. 0, ~ . es eesrveee 4 " 5 
greater customer good-will and No. 6 fuel ............... ()$0 35-1: 700) NS me 
handsom 2 i 

e extra profits from CALIFORNIA 
every quart of oil you sell. CENT. W. TEX. (Truck trnspt.) San Joaquin Valley 
It costs you nothing to find 41-43 ww. . Pa (1)9-9.5(1) 40-43 w.w. . ” (1)12.6~15.6(1) 
out how much more you can 58 & above D.I. ‘diesel ++ (1)8.75-9.25(1) Heavy fuel (PS 400) ..... $1.55(2) 
make marketing the orld’ a es DU asevceneosas 8.5(1) Light fuel (PS 300) ..... $2.10(2) 
eng or mae ne ‘le world’s fin i > scaccagasves 9.25(1) Diesel fuel (PS 200) .....  (1)10-11.5(1) 
est iu oe ous... refined yy eee 9(1) Stove dist. (PS 100) ..... (1)11.5-13.3(1) 
from 100% Pure Pennsylvania gp ER et ee $1.68(1) Los Angeles: 
trade crudes t fini ss Beer rer .. (1)$1.25-2.00(1) 40-43 w.w iGhececdacecs Caan 
B! y Elk Refining Heavy fuel (PS 400) ..... (1) $1.25-1.50(2) 
Company. Phone, write or wire KANSAS UF Light fuel (PS 300) ..... (1)$1.65-2.05(3) 
for complete details without ob- SAS (For Kansas destinations only) Diesel Fuel (PS 200) ..... (1)8.1-11(2) 
ligation. 42-44 w.iw. .. eecsecses (1)8.125-9.625(1) Stove dist. (PS 100) ..... (1)9-12.5(2) 
58 & above Diesel eeeeeees (1)7.875-10.125(1) San Francisco: 
ELK REFINING COMPANY ST RD. 6 ae acwous haecac (1)7.7-9.3(1) 40-43 w.w. . jesseccsoene (29600-00002) 
ae Beer ee ee (1)6.8-8.375(1) Heavy fuel (PS 400) .. $1.55(2) 
KANAWHA VALLEY BLDG., No. 4 fuel a airs Se ie $2.42(1) Light fuel (PS 300) ..... $2.10(2) 
Ps 2 Gh ctcsssecctcesese Raa? Diesel fuel (PS 200) . (1)10~-11.5(1) 
CHARLESTON 24, W. VA. Pe BBO ccvcccesccccesse GRRE. OU) Stove dist. (PS 100) ..... (1)11.5-13.3(1) 


saat. 
vvy 
A aS 


- 
100 PURE . _ 
PENNSYLVANIA 


ROY M. HENWOOD ASSOCIATES 


ENGINEERS @ ARCHITECTS 








140 CEDAR STREET NEW YORK 6, N. Y. 
Refiners of Highest Quality : Tel. WOrth 4-6465 
Pennsylvania Grade Petroleum ; 
Motor Oils @ Bright Stocks @ Neutrals @ — ENGINEERING SERVICE TO THE 
Cylinder Stocks @ Waxes PETROLEUM INDUSTRY 
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OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT NOV. 21 


CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals 
Motor Gasoline 

S6 Oct. R Prem 

80 Oct. R Reg 
Light Fuel Oils 


(1)12.25-12.625(1)x 
x(1)11.625-11.875(1)x 


Range oil , (2)9.75-10(3)x 

No. 2 Fuel -- (2)8.75-9.125(1) 
Heavy Fuel Oils 

No. 5, .ow sulfur ...... (1)6.2-6.75(1) 

No. 5, high sulfur (1)6.14—-6.2(1) 

No. 6, low sulfur 5.6(1) 


No. 6, high sulfur 


WAX 


WESTERN PENNA, (Bis. C.L.) 
White Crude Scale: 


(1)5.24-5.3(1) 


122-124 A.m.p ses (3)4.5-4.7501) 
124-126 A.m.p. (3)4.5-4.75(1) 
SEABOARD 


Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots; domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbls.; fully refined 
in bags or cartons. 


Crude New Orleans N.Y. N.Y. 
scale Export Domestic Export 

> a eer 4.75(2) 4.75(2) 
Fully Refined: 

133-5 ... ‘ 6.35(2) . 

125-7 : baie 6.3543) (1)7.05-7.2(1) 
128- 30. wa , 6.35(3) (1)7.05-7.2(1) 
130-32 , 6.40(1) 7.15(1) 
133-5 : 6.45(3) (1)7.15-7.3(1) 
135-7 . 6.6(2) 7.45(1) 
138-40 7.0543) (1)7.75-7.9(1) 
143-5 . 7.3(2) (1)8-8.15(1) 
149-51 10.05(1) 11.5(1) 


NAPHTHAS AND SOLVENTS 


(FOB Group 3) 
Stoddard solvent 
Cleaners naphtha ......... 
V.M.&P. naphtha 
Mineral Spirits 
Rubber solvent 
Lacquer diluent 


10.375(3)x 
10.875(4) 
(4)10.875-11.125(1)x 
(4)9.875-10.125(1)x 
(1)10.375—-10.875(3)x 
. (2)11.125-11.375(2) 


Benzoi] diluent 12.125(3) 
WESTERN PENNA, 

Other Districts: 

Untreated Naphtha 12.75(1) 


_x(1)12.25-13(1) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


Stoddard Solvent 


VM&P Naphtha ... 16.0 
Mineral Spirits & Stoddard Solv ent 15.5 
PE DH 0scn dese eoeeeeunse 15.0 


E,. TEXAS (Truck eed ) 


Stoddard Solvent 10.75(1) 
KANSAS (For Kan. Dest’n. ee 
Stoddard Solvent - 12.375(1) 
ATLANTIC COAST 
V.M.&P Mineral 
Naphtha Spirits 
New York 
errr 15(4) 14(5) 
Philadelphia .... 15(4) (4)13-14 1) 
Baltimore . hae 13.5(3) 
a. ere 15.5(4) 14.5(5) 
15.5(1) 14.5(3) 


Providence 


WORLD’S FIRST 
PETROLEUM INSPECTORS 


Now in Chicago and 33 other 


oil transportation centers 
throughout the world. 
& 


CHAS. MARTIN 
& Company 





November 23, 1949 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals, and of tanker terminal operators, 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


86 Oct. R 90 Oct. R 79 Oct. R 83 Oct. R Keresine 
District Prem. Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline No. 1 Fuel 
N. Y. Harbor.x(1)13.1-14.2(1) ‘ (1)10.75-12.9(1) (2)8.4-9(13) 
do barges (2)12-13.75(1) 13.75(1) (2)10.625-12(2) (1)8.2-8.9(12) 
Albany . (2)14.05-14.3(3) (1)14.05-14.3(1) caak 12.8(7) 9.2(9) 
Baltimore .(1)12.4-14.1(1) (1)13.75-14.1(1) eoee (1)11,4-12.6(3) 9(10) 
do barges ..(1)12.3-13.65(1) oese (1)11.3-12.4(1) (2)8.9-9.4(1) 
Baton Rouge .. 11.9(1) 10.9(1) seee 8.4(1) 
do barges 11.9(1) 10.9(1) see 8.4(1) 
SG. weenews (1)12.6-14.4(3) (1)14. ‘15- 14.4(1) ees (1)11.6-12.9(9) 9.2(13) 
Charleston x(1)12.4-13,.775(1)x 13.75(1) ‘sare x(1)11.4-11.775(1)x 8.815) 
Corpus Christi 12(1) 13(1) geome 11(2) e° 
Houston . (1)12-13.75(1) 13.15(1) (1)11-11.75(1) (1)9.25-10.25(1) 
do barges - -(1)11.5-13.75(1) 12(1) (1)11-11.75(1) (1)8-8.75(1) 
Jacksonville 13.1(6) 13.1(1) 12.1(1) 9.2(12) 
eer 13.1(4) 13.1(1) seed 12.1(5) (3)9.2-9.5(2) 
Mobile 13.1(2) 13.1(1) osee 12.1(3) 9.2(4) 
New Haven (1)14-14.5(1) x14.3(1) . (1)12.5-12.8(2)x 9.1(9) 
New Orleans. .(1)11.5-12.5(1) (1)10.75-11.1(1) 11.5(1) (1)8.75-8.8(4) 
do barges ..(1)11.5-12.5(1) hemes (1)10.75-11.1(1) 11.5(1) (1)8.25-8.8(2) 
Norfolk ..€1)12.3-12.75(1) 13.941) — (1)11.3-11.9(¢2) (6)9-9.1¢1) 
Pensacola ° 13.1(1) re 12.1T1) 9.2(2) 
Philadelphia ..(1)13.7-13.75(2) (1)13.75-14.7(1) (2)12.5-13.2(2) 9(10) 
do barges . (1)13.6-13.65(1) 200 eeee (1)12.4-12.6(1) 8.9(8) 
Port Everglades 13.1(4) 13.1(1) cece 12.1(6) 9.2(6) 
Portland ..... (1)14.15-14.4(1) (1)14.15-14.4(1) eevee 12.9(4) 9.3(8) 
Providence -(1)14,15-14.4(1) (1)14.15-14.4(1) 12.9(5) 9.2(9) 
Savannah 13.1(4) 13.1(1) 12.1(7) 9.2(9) 
Tampa 13.1(5) 13.1(1) 12.1(7) 9.2(9) 
Wilmington, 
N. C. ......(1)12.45-13.85(1) 13.85(1) (1)11.45-11.85(3) 8.8(7) 
Diesel Of} 
Gas House No. 5 Fuel No. 5 Fuel Shore Plants 
No. 2 Fuel Gas OU (0-10 p.t.) (15-60 p.t.) (50 cet., 55 4.1.) 
N. Y. Harbor. (3)8-8.6(14) (1)8.7-9.2(1) (10) $2.75-2.87(1) $2.43(1) 9(5) 
do barges . .(3)7.75-8.5(14) 9.1(1) (10) 2.72-2.82(1) 2.40(1) 
Albany 8.8(8) 9.3(1) 3.37(1) cone 9.2(3) 
Baltimore 8.6(11) 8.7(1) 2.75(1) 2.43(1) 9(4) 
do barges .. 8.5(4) sacath 2.72(1) 2.40(1) ye 
Baton Rouge 7.9(1) 8.3(1) eevee 2.09(1) 8.3(1) 
do barges... 7.9(1) eeee 2.06(1) ee 
ear 8.8(14) 9.3(1) 2.73(5) (4)9.2-9.3(1) 
Charleston P 8.6(3) — 2.38(2) 8.7(2) 
Houston . (2)8.25-8.5(1) sa aT oe (1)7.2-8.5(1) 
do barges . .(1)7-7.25(1) sees 2.25(1) siininda 
Jacksonville 9.1(6) eee ecee 9.1(6) 
Miami oe ceos 9.1(4) cece ecee one 9.1(2) 
MODMO .cccces 9(2) 260s 008 — 9(1) 
New Haven 8.7(9) + eves owe (2)9.1-9.2(1) 
New Orleans .(1)8-8.2(3) (1)8.3-8.6(2) 
do barges . .(1)7.95-8.2(1) eae er nes we 
eee (4)8.6-8.8(1) 9(1) een 2.43(2) 9(3) 
Pensacola .... 9(1) pane 128 9(1) 
Philadelphia 8.6(10) 8.7(1) 2 75(2) 2.67(6) 9(6) 
do barges .. 8.5(8) pene 
Pt. Everglades 9.1(4) osee 9.1(3) 
Portland 8.9(8) 8.5(1) eevee o* (1)9.2-9.3¢1) 
Providence 8.8(9) 8.5(1) 2.825(1) 2.725(2) 9.2(2) 
Savannah 9.1(6) 9.115) 
Tampa x (2)9-9.1(5) x(4)9-9.1(2) 
Wilmington, 
HM. ©C. cecvec 8.6(7) 8.6(1) 8.7(2) 
Light Diesel 
No. 6 Fuel Bunker C Fuel Heavy Diesel Ships’ Bunkers 
No. 6 Fuel es Ships’ Bunkers Ships’ Bunkers (45 cet., 46 4.1.) 
N. Y. Harbor(10)82.08-2.15(1) x(2)$1.90-2.05(11) $2.05(11) $3.45(3) $3.7016) 
Albany ...... 2.40(1) coe osee es e° 
Baltimore a 2.08(5) 2.05(3) 2.05(3) 3.45(1) 3.70(4) 
Baton Rouge 1.78(1) 1.75(1) 1.75(2) 3.10(1) 3.35(1) 
Boston 2.13(1) 2.1015) 2.10(4) 3.74(3) 
Charleston . 2.03(2) 2.00(3) 2.00(3) . 3.61(2) 
Corpus Christi 1.78(1) 1.75(1) 1.75(3) 3.15(1) ene 
Houston .....(2)1.75-1.80(1) 1.75(7) 1.75(10) 3.10(5) (5)3.35-3.36(1) 
Jacksonville 2.03(6) 2.00(6) 2.00(6) 3.822(4) 
Miami 1.98(1) 1.95(2) 1.95(3) 3.822(1) 
Mobile 1.88(1) 1.85(1) 1.85(1) ted 
New Haven 2.10(2) 2.05(1) 2.05(1) - oe 
New Orleans. 1.78(3) 1.75(3) 1.75(4) 3.10(2) 3.35(3) 
Norfolk 2.08(3) 2.05(4) 2.05(4) P 3.70(3) 
Pensacola set 2.05(1) 2.0511) 2.05(1) 
Philadelphia 2.08(8) 2.05(8) 2.05(9) 3.45(2) 3.70(5) 
Port Everglades 1.98(2) 1.95(2) 1.95(3) 3.822(2) 
Portland 2.13(2) 2.10(1) 2.10(1) 3.65(1) 
Providence 2.105(4) 2.075(2) 2.075(3) o* (1)3.74-3.866(1) 
Savannah 2.0314) 2.00(4) 2.00(5) ; (1)3.82-3.822(2) 
Tampa 1.92(5) 1.89(5) 1.89(5) x (2)3.78-3.822(2) 
Wilmington 
_ ae Ks view oT ee 3.61(3) 


tesearch octane ratings, indicated by the letter ‘‘R’’, are minimum ratings 


Motor Methed 
octane ratings, where used, are indicated by the letter ‘‘M’’. 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Boston 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT NOV. 21 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at Gulf, minimum of 20,000 bbis., and are by refiners only to other 
refiners, export agents, or tanker terminal operators. The figure in parentheses after each. price 
indicates the number of companies quoting that price. 


Aviation Gasoline 


Grade 115/145 (AN-F-48) x17.25(1)-18(1) 

Grade 100/130 (AN-F-45) 16.25(3)-17.5(1) 

Grade 91/98 (AN-F-458) 14.75(1)-15.25(1)-16.5(1) 
Grade 80 (AN-F-48) x14.25(1) 


Motor Gasoline Leaded 
86 Oct. R (Premium) 10.875(1)-—11(2)-11.25(1) 
Oe ek, Fe RIED. ck ccdcvctcsccsvesvssscces SAS 
79 Oct. R (Regular) 9 .5(1)-1013) 
83 Oct. R (Regular) 9 .75(1)-10(2)-—10. 25(1)-10.5(2)-11(2) 
70-72 Oct. M aan 9(2)-9.25(1)-—9.75¢1)-10.25(1) 


Kerosine & Light Fuels 


41-43 kerOsine ......... cc cccccccccccccccsecees %.5(1)-8(2)-8.25(1)-8.5(1)-9(1) 
ge ee reer rer Tre eer ee 7(3)-7.25(3)-7.5(2)-8(2) 

Diesel & Gas Oils 
rn SE . 6 26 ng60 040e4e bases ebseans 7.125(2)-7.25(1) 


48-52 Diesel index 
53-57 Diesel index 


Heavy Fuels 
Bees @ WO, GD BAS. ccccccaceesceccecesecs eevee 
Bunker C Fuel ..... — 1.65(5)-1.75(1) 
Research octane ratings, " indicated ‘by. the letter ‘‘R’’, are minimum ratings. 
octane ratings, where used, are indicated by the letter ‘‘M’’. 


AVIATION GASOLINE & JET PROPULSION FUELS 


(Prices are for tank cars, barge or truck transport lots; aviation gasolines meet Specification AN- 
F-48, unless otherwise noted; jet fuel meets AN-F-32.) 


Aviation G li 


7.25(2)-7 .375(1)-7.5(1) 
7.375(2)-7.5(1) 


$2.25(3)-$2.35(1) 
Motor Method 














District Grade 115/145 Grade 100/130 Grade 91/98 Grade 80 Jet Fuel (JP-1-2) 
New York, N. Y. 19 .85(1) 18.1(3) (2)16.6-16.7(1) (1)15.7-15.85(1) eee 
Boston, Mass. .. rr 18.2(2) 16.7(2) 15.95(1) ane 
Portland, Me. pene cave 17.8(1) er 
Phila., Pa. . 18.1(1) 16.6(1) ee ee 
Baltimore, Md. 18.1(2) 16.6(2) 15.85(1) sabato 
Norfolk, Va. 18.1(2) 16.6(2) 15.85(1) ver 
Charleston, S. C. se 18(2) 16.5(2) 15.75(1) inte 
New Orleans, La, 18.75(1) 17(2) 15.5(2) 14.75(1) 9.6(1) 
(Baton Rouge) 
Houston, Tex. 18.75(2) 17(3) 15.5(3) 14.75(2) 9.6(1) 
Buffalo Cleveland Detroit Toledo 
78-80 Oct. M (Prem.).. 15.3(2) coccce oeeses eoccce 
74-76 Oct. M (Reg.) . 13.8(2) caviens senene apie te 
PEND co ceeecovees oan 10.5(2) oeeeee Keeaus 10.5(1) 
Diesel Fuel ...... éetnee OG 8 = =—s wes eee 9.85(2) 9.25(1) 
We. 2 Fudd ccccccce en came.  §-# i jadwrre 10.6(2) 10.1(2) 
No. 3 Fuel .ccccccceces a @&8=—=—=—CRh hee (1)9.6-9. aenand 9. —_ 
HO, 3 Fudd ccccccece odes 260066 jj . i. e66awe eas 
No. 5 Fuel x7.35(1) 6 "3512 2 (2)6. 25 6 75(1)x 
No. 6 Fuel vexae® 7.2(2) x7(1) 6 1(2). (2)6-6.5(1)x 


TANKER MARKET REPORT 


(Ocean Freight Rates) 

Supplied by Dietze Inc., New York, N. Y., oil & ship brokers and tank steamer chartering 
agents. All rates shown are on basis of tons of 2240 pounds, unless otherwise stated are for ves- 
sels over 14,000 TDW, and unless otherwise stated a:e in dollars per ton. For purposes of rate 
calculation only, it has been assumed that New York is the port of discharge whenever the range 
USNH appears. Approximate rates in cents per bbl. may be determined by dividing per-ton rate 
by following conversion factors: gasoline, 8.7; kerosine, 7.9; No. 2 fuel, 7.5; 30 gravity crude, 7.3; 
No. 5 fuel, 6.9; Bunker ‘‘C’’ fuel, 6.5. 


LAST PAID OWNERS ASK 

Gulf New York (Clean)....$ 1.92 $ 1.92/2.00 

(Dirty) 1.92 1.92/2.00 

NWI U.K. Continent 3.28 4.26 
Ras Tanura U.K. Continent ‘ 6.92 7.09 
Ras Tanura USNH obee 7.37 7.62/8.26 
Los Angeles USNH 5.23 5.23/5.43 
UNITED STATES FLAG CHARTERS 
VESSEL TDW CARGO TRADE RATE LIFTING 
11/11 MEACHAM 15,500 Dirty Basis Ras Tanura/Genoa $5.30 Nov. /Dec. 
11/14 LOUISIANA SUN 15,500 Dirty USGulf/USNH 1.92 Early Dec. 
11/15 MERRIMAC 15,500 Clean Basis Las Piedras/La Plata 5.14 Late Nov. 
11/16 SHELDON CLARK 15,500 Dirty USGulf/USNH 1.92 Late Nov. 
11/17 FORT MEIGS 15,500 Dirty USGulf/USNH 1.92 Early Dec 
ST. CHRISTOPHER 15,500 Dirty Basis Puerto La Cruz/La Plata 5.37 . Dec. 
(Three consecutives—Payable Argentine Sterling) 
11/18 CONOCO DENVER 15,500 Clean USGulf/USNH 1.92 Mid Dec. 
11/18 PAN CAROLINAS 15,500 Clean USGulf/USNH 1.92 Late Dec 
11/18 FORT STEPHENSON 15,500 Dirty USGulf/USNH 2.00 Late Nov. 
11/18 PRIVATE FIXTURE Dirty USGulf/USNH 1.92 Late Nov 
FOREIGN FLAG CHARTERS 
14 ATLANTIC II 11,500 Dirty Carib. /Sweden 12/6d End Nov 
15 CARLSBAD (Part cargo) 14,000 Clean Basis Las Piedras/La Plata 5.18 Late Nov 
17 DIODATA TRIPCOVICH 15,500 Dirty Basis Ras Tanura/Genoa 5.26* Late Dec 
FULGOR S,000° Dirty Basis Ras Tanura/Genoa 6.11 Early Dec. 
POLARTANK 9,800 Dirty NWI/UKCont 34/1d " Dee 
KVINT 9,000 Dirty Persian Gulf/Sweden Kr. 56.9 Early Dec. 
AGIOS GEORGIOS V 15,000 Dirty 3asis Abadan/UKCont, 60/5d Late Nov 
\URORA 9,000 Dirty Ras Tanura/Fiume 15/2d Early Dec 
SOLFONN 14,000 Dirty Curacao/Oslo (Re-let) 34/6d ‘ Dec 
HERON 13,000 Clean Curacao/Oslo (Re-let) 34/6d Dec 
SOLSTEN S,000 Gasoil Havre /Rotterdam-Hamburg 13/-—d End Nov 
(2 Consecs) 

hoe a 24,500 Dirty 7 years T/C 16/6d July 1951 


ibie Lit 
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PETROLATUMS 


WESTERN PENNA. 
(Bbls., carloads; tank car, 1 to 1.5c less.) 
Snow White wees (1)96.375-7.25(2) 


Ba UE ke0b ee be0wscsas (1)6.125-6.375(1) 
Cremm White .ccccccsccce (1)5.75-6.125(1) 
BAG ATEDEE ccccccccccece (1)4-4.5(1) 
BEE 260006000 cs senso ene (2)4.125-4.25(1) 
DE Gis kale seunaeeenrenss 3.875(2) 


LPG PRICES 


(Of refiners, FOB refineries, in cents per gal., 
tank cars or transport trucks) 
Com- In- Com- Indus- 
mercial dustrial mercial trial 


District Propane Propane Butane Butane 
N.Y. Harbor. 6(1) 6(1) 

Philadelphia 6(1) 6(1) 

Baltimore oe eae 

Hastings 


MID-CONTINENT LUBES AT GULF 


(In packages, FAS, New Orleans, in bulk, 
FOB terminals 
Bright Stock Steel Drums Bulk 


D color, Vis. at 210° 


150 vis., 0-10 pp.(1)29.5-30(1) (1)18—19.8(1) 
Neutral Oil Col. 
200 vis. 3. 15.3(1) 


PACIFIC COAST 


(In Ships’ Bunkers, Diesel Fuel Bunker C Fuel 


or Deep Tank Lots) (P.S. 200) (P.S. 400) 
San Pedro, 

. nee $3.35(4) $1.25(4) 
San Francisco 3.56(4) $1.30(4) 
Portland, Ore. 3.77(4) $1.55(4) 
Seattle, Wash. 3.77(4) $1.55(4) 


een BUNKER PRICES 


Mexican Gulf Ports 
U.S. Dollars per Bbi, 


Bunker C Diesei 
(Ships’ (Ships’ 
Bunkers) Bunkers) 
Tampico $1.75 $3.75 
Veracruz $1.75 
Minatitlan $1.75 3. 75 
Pacific Coast 
SD a cntecenssee< $3.16 $3.95 
DD ass ceenesen 3.16 3.66 
a ee 3.16 3.50 








DEPENDABLE BULK LIQUID 
MOTOR TRANSPORTATION 


SERVING 
Pa., N.J., Md., Del., D.C., 
Ohio, Va., W. Va. 


COASTAL TANK LINES 
YORK, PA. 








FAMOUS 
SINCE 1882 


STILL GOING 
STRONG 





EN-AR-CO 
PETROLEUM 


PRODUCTS 


WRITE OR WIRE 


THE NATIONAL REFINING CO. 
CLEVELAND 15, OHIO 
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Commercial or consumer tank car, tank wagon, dealer and service 
station prices for gasoline do not include taxes; they do, however, in- 


Tank Wagon Prices 


clude inspection fees as shown in next column. Gasoline taxes, shown in 


separate column, include 1.5c federal, and state taxes; also city and 
county taxes as indicated in footnote. Kerosine tank wagon prices also 
do not include taxes; kerosine taxes where levied are indicated in foot- 
netes. Dealer discounts are shown in footnotes. 
Nov. 21, 1949, as posted by principal marketing 

headquarters offices, but subject to later correction. 


ATLANTIC Atlantic White Flash 
(Regular Grade) 
REFINING Gaso- Gaso- Kero- 
line line sine 
T.W. Taxes T.W. 
Philadelphia, Pa. ...... 14.2 6.5 12.2 
Pitteburghn .cccccccece » meet 6.5 13.35 
pS PTET Tee 14.8 6.5 12.8 
BD ws60e0vsecereesecos 15.1 6.5 13.35 
GOPRRROM ccccccccegeces 15.1 6.5 13.1 
REISER ~ 2062 ccc ceccesee 15.1 6.5 13.35 
pe 15.1 6.5 13.35 
DR. wtivscceeses ones, Bee 6.5 13.35 
SOc ccc cesceece 15.1 6.5 13.35 
EE, nc 0b be eceenn 14.8 6.5 12.8 
Williamsport .......... 15.1 6.5 13.1 
EEE, EP ccvccccnces 13.8 6.5 12.2 
Wilmington ......... -- 13.8 6.5 12.2 
Boston, Mass, ......... 14.1 4.5 one 
| re 14.8 4.5 cece 
oo .., PETER ETeTT ee 14.3 4.5 cove 
a, MTT Tee 14.1 4.5 cece 
Hartford, Conn. ...... 14.4 5.5 eee 
New Haven . wie ~o 26.8 5.5 . 
Providence, R. I. .... 14.1 5.5 eeee 
Atlantic City, N. J. .... 13.7 4.5 12.0 
COME vcc0dsccccssesee 13.7 4.5 12.0 
DE ‘dten the iwcteede 13.7 4.5 12.0 
Baltimore, Md. ........ 13.6 6.5 eeee 
Pe 14.4 6.5 oss 
Ps, CU neososee 13.8 7.5 12.5 
Wilmington, N. C. .... 14.1 7.5 12.1 
Brunswick, Ga. ........ 15.6 8.5 eeee 
Jacksonville, Fla. ...... 14.9 8.5 eees 


Mineral Spirits V.M.&P. 
T.W. T.W. 
Philadelphia, Pa, ... 14.00 16.5 
Pittsburgh, Pa. .... 17.5 18.5 


Fuel Oils—T.W. 


1 2 5 6 

Phila., Pa. .... 12.2 11.5 7.46 5.95 
PUREE cccte csve 12.45 oee cece 
Allentown ..... 12.8 12. 


Wilmington, Del. 12.2 11.5 eeee cess 
BOOEE scccccces eeee 11.5 oe 
Springfield,Mass. .... 12.7 oe 
Worcester ..... sane 12.2 ee 
Hartford, Conn ; x711.5 

Notes: 


Kerosine—Thru Penna. & Del., add 2c per 
gal. for t.w. deliveries of less than 25 gals. 
at one time. 


Gasoline T.W. prices are to dealers & con- 
sumers; kerosine T.W. prices to consumers. 


Mineral Spirits prices also apply to Stoddard 
Solvent. 

x Effective Nov. 11 

x* Effective Nov. 14 


CONT'L (N. B. Prices are Continental’s 
‘“‘normal’’ prices, Current sell- 

OIL ing prices may be lower than 
‘“‘normal’’ because of local com- 
petition.) 


Conoco Demand 
N-tane (3rd Gaso- Kero- 
¢ (regular) Grade) line sine 
Tank Wagon Taxes T.W. 


Denver, Colo. ... 14.8 13.8 7.5 14.7 
Grand Junc. .... 16.9 15.9 7.5 17.1 
Se seanecsee Se 14.6 7.5 15.5 
Casper, Wyo. ... 15.7 14.7 6.5 14.9 
Cheyenne...... 15.7 14.7 6.5 15.6 
Billings, Mont... 17.0 16.0 7.5 16.2 
Dy ntancewoda me 17.0 7.5 17.9 
Great Falls .... 17.0 16.0 7.5 17.9 
rere 17.5 16.5 7.5 17.9 
Salt Lake, U. .. 16.4 15.4 5.5 16.5 
Twin Falls, Ida. 19.3 18.3 7.5 19.4 
Albuquer., N. M. 15.7 14.7 9.0 15.1 
assesses 14.8 13.8 9.0 14.4 
Santa Fe ...... 16.0 ~aae 9.5 15.4 
Muskogee, Okla.. 14.0 13.0 8.0 12.9 
Oklahoma City.. 14.0 13.0 8.0 12.9 
TEE sesnccscese HES 13.0 8.0 12.9 


Taxes: 


Gasoline tax column includes these city 
taxes: Albuquerque & Roswell, 0.5c; Santa Fe, 
lc; Cheyenne, 1c; Casper, Ic. 


Notes: 
T.W. prices are to consumers & dealers. 


November 23, 1949 


These prices in effect 


companies at their 


HUMBLE Humble 
(Regular) Gaso- 

OIL Tank Re- line 

Wagon tail Taxes 
Dallas, Tex. ..... 13.0 18.0 5.5 
a. WEEE sceces 13.0 18.0 5.5 
ee - 13.0 18.0 5.5 
San Antonio .... 13.0 18.0 5.5 

Kerosine 
Tank Wagon Retail 

Dallas, Tex. ...... 12.5 17.0 
7, MW csececee 12.5 17.0 
TROUMAOR ccccccocce 12.5 17.0 
San Antonio ...... 12.5 17.0 


Notes: 


T.W. prices are to all classes of dealers and 
consumers. 


IMPERI AL Esso Gasoline 
(Regular Grade) Kero- 
OIL Gasoline Gasoline sine 
T.W. Taxes T.W. 
Hamilton, Ont. .... 23.0 11.0 23.7 
BED «9s 6ns0 08600 23.0 11.0 23.7 
Brandon, Man. .... 28.7 9.0 29.4 
.. rer 26.9 9.0 27.6 
Regina, Sask. .... 25.8 10.0 26.5 
DRGMMCGOM ccc cccces 27.5 10.0 28.2 
Edmonton, Alta. .. 21.4 9.0 22.1 
CORRE ccccccccees 21.7 9.0 22.4 
Vancouver, B. C. .. 21.0 10.0 24.2 
Montreal, Que. .... 23.0 11.0 23.7 
St. John, N. B. .. 20.5 13.0 22.2 
Halifax, N. 8. .... 20.5 13.0 22.2 


Taxes: 
Gasoline taxes are provincial taxes. 
Notes: 


Prices are per imperial gal. which is 1.2 
U. 8S. gals.—T.W. prices are to divided & 
undivided dealers. 


TEXAS Fire-Chief Gaseline 
(Regular Grade) Kerosine 
co. Dealer Gasoline Dealer 
T.W. Taxes T.W. 
Dallas, Tex. .... 13.0 5.5 12.50 
Fort Worth .... 13.0 5.5 12.50 
Wichita Falls .. 13.0 5.5 12.50 
Amarillo ....... 13.0 5.5 12.50 
TE éstcsescae BD 5.5 12.50 
Be TORO coveses 15.0 5.5 13.85 
San Angelo ..... 13.0 5.5 12.50 
MED. scdavsaces 13.0 5.5 12.50 
eee - 13.0 5.5 12.50 
eee 13.0 5.5 12.50 
San Antonio .... 13.0 5.5 12.50 
Port Arthur .... 13.0 5.5 12.50 


Notes: 


Dealer t.w. prices apply also to all classes 
of consumers with minimum delivery of 50 
gals. 


CALIFORNIA ©# Ev RON Base 

( - Av. Gaso- Kero- 
STANDARD ular) 80/87 line sine 

T.T. T.T. Taxes T7.T. 
San Fran., Cal. .. 14.1 17.6 6.0 18.1 
Los Angeles ...... 13.6 17.1 6.0 17.6 
a RC OCT 15.5 19.0 6.0 19.5 
Phoenix, Arig. .... 17.1 20.6 6.5 21.1 
are - 16.8 20.3 7.0 20.8 
Portland, Ore. .... 14.7 18.2 7.5 20.2 
Seattle, Wash. .... 14.7 18.2 8.0 20.2 
DEED oe cccsceses 7.6  e 8.0 24.1 
BOOED  o ccevccces 14.7 18.2 8.0 20.2 
Boise, Idaho ...... 19.5 23.0 7.5 28.5 
Salt Lake, U. .... 16.4 19.4 5.5 16.5 
Honolulu, T. H. .. 14.9 18.4 7.5 18.9 
Fairbanks, Alaska. 26.9 30.4 3.5 36.9 
Juneau ..... ecocse 26k 19.6 3.5 21.6 
Taxes: 


Boise 7.5c tax applies to motor fuel only; 
avgas taxes are 1.5c federal, 2.5c state. Hono- 
lulu 7.5¢ tax applies to motor fuel only; avgas 
taxes are 1.5c federal, 4c territorial; Honolulu 
TT prices also do not include Hawaiian gross 
income tax of 1% to resellers, 2.5% to con- 
sumers. 


OIL PRICE SECTION 





Inspection fees per gal., included in both gasoline and kerosine prices, 
unless otherwise specified, are as follows: 


Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/25c; 
Kans. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c; Nev. 
1/20c; N. C. 1/4c; N. D. 1/20c; Okla. 2/25c; S. C. 1/8c; 8S. D. 1/40c; 
Tenn. 2/5c; and Wisc. 3/100c. 


Kerosine inspection fees only: Ala. 1/2c; lowa 1/50c; Mich. 1/5c. 


California Standard (Cont.) 


Notes: 


Prices for Chevron Supreme (Premium) are 
2c higher than Chevron (regular), except Utah 
which is 1.5c higher than Chevron (regular). 
Prices for Chevron Aviation 91/98 are 2c above 
Chevron Aviation 80/87; for Chevron Aviation 
100/130; 5c above Chevron Aviation 80/87; for 
Chevron Aviation 115/145. 8c above Chevron 
Aviation 80/87. 


Base kerosine t.t. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 





ESSO Esso Gasoline 
(Regular Grade) Kero- 
STANDARD Gasoline Gasoline sine 
T.W. Taxes T.W. 
Atlantic City, N. J. .. 13.7 4.5 12.0 
PUOWEEE, ccsccsccccccoe 39.9 4.5 12.0 
Baltimore, Md. ...... 13.6 6.5 11.8 
Cumberland ......... 14.8 6.5 13.1 
Washington, D. C. .. 14.0 5.5 12.2 
Danville, Va. ...... 14.5 7.5 13.1 
Petersburg .......+++ 14.1 7.5 12.7 
BUGTEEETE ccccccccccces 13.4 7.5 12.1 
Richmond ..cccccccce 13.8 7.5 12.5 
PORES . ccccccesecss 26.4 7.5 14.0 
Charleston, W. Va. .. 15.4 6.5 14.7 
PRIMO «sc ccccccececs 15.3 6.5 15.0 
Parkersburg ......... 15.3 6.5 13.3 
WE «8 006000 ceeee 15.0 6.5 15.9 
Charlotte, N. C. .... 15.0 7.5 12.8 
BEIGE ccccoccececce 15.2 7.5 13.0 
Bes AE ft cecesccces 15.5 7.5 13.3 
BREE. sesecoccccese 15.2 7.5 13.0 
GRE «= «Se ccccecee 14.8 7.5 12.5 
Charleston, 8. C. .... 13.9 7.5 eee 
CES. cesccccocccss Bee 7.5 
Spartanburg ......... 14.5 7.5 ones 
New Orleans, La. .. 13.8 10.5 11.6 
Baton Rouge ........ 13.5 10.5 11.2 
Alexandria .......... 14.8 10.5 12.7 
Lake Charles ....... 13.6 10.5 12.0 
Shreveport .......... 15.0 10.5 11.7 
BOO TROTUR ccccccces 13.8 10.5 11.6 
Knoxville, Tenn. .... 14.8 8.5 12.5 
ee 14.7 8.5 12.4 
Chattanooga ......... 14.7 8.5 12.4 
POREUEED ccccccccccee 18.3 8.5 13.0 
Little Rock, Ark. .... 15.1 8.0 13. 


Mineral Spirits V.M.&P. 


T.W. T.W. 
Newark, N. J. ..... 15.0 16.5 
Baltimore, Md. ...... 17.5 eeee 
Washington, D. C. .. 17.5 


FUEL OILS—T.W. 
No.1 No.2 No.4 No.6 


Atlantic City, N. J. 12.0 11.5 osee oees 
Newark City, N. J. 12.0 11.5 $3.274 $2.606 
Baltimore, Md, .. 11.8 11.4 $3.21 $2.54 
Washington, D. C. 12.2 11.8 $3.32 $2.64 
Norfolk, Va. .... 12.1 11.0 sée0 oese 
EPEEUEO «ccccccces beee 12.1 

Petersburg ...... 12.7 11.7 

Richmond ....... 12.5 11.4 

Roanoke ......... epee 13.0 

Charlotte, N. C... 12.8 11.9 

DE «6 Sseacccse 13.0 12.2 

Raleigh .......+- 13.0 12.4 

Charleston, 8S. C.. .... 11.2 

GURNEE. woosecee s6ee 12.5 

Spartanburg ..... e«en 11.7 


Taxes: Louisiana kerosine prices do not in- 
clude ic state tax. 


Naphtha—Newark t.w. prices are for de- 
liveries of 200 gals. or more; less than 200 
gals., 0.5c over posted t.w. prices; steel barrel 
deliveries, 6c over posted t.w. prices. Balti- 
more & Washington: prices are for t.w. de- 
liveries of 25-99 gals., no discounts. 


Notes: 

Gasoline T.W. prices are to consumers & 
dealers. 

Effective 4-6-49, minimum retail resale 
price of 17.7c (ex tax) for Esso Gasoline 
posted throughout New Jersey 
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Tank Wagon Prices (Continued) 
SOCONY 
VACUUM 


Mobiigas Aircraft 8/V 8/V 
Grade “Grade Grade Mobilgas Mobilfuel MOBILHEAT No.4 No.6 
Gasoline 80 91 100 (Regular Grade) Mobil Kerosine Diesel (No.2 Fuel) § Fuel Fuel 
Taxes T.W. T.W. T.W. T.C. T.W. T.C. Yard T.W. T.C. T.W. T.C, Yard T.W. T.W. T.W. 
a 5.5 14.0 + « 2a «a. 2 i. 12.9 9.02 5.96 
Bronx 5.5 : 14.0 ; 10.1 33.3 12.1 ae 9.1 12.0 9.02 5.96 
Kings 5.5 14.0 9.1 9.9 12.9 9.2 12.1 8.7 9.0 11.9 9.02 5.96 
Queens 5.5 ; 14.0 . ; 12.9 12.1 — os 11.9 9.02 5.96 
Richmond 5.5 19.4 > 14.0 9.0 9.8 13.0 _ 12.1 8.6 8.9 11.6 9.02 5.96 
Albany, N. Y. 5.5 21.3 22.3 24.8 12.8 13.8 9.2 9.4 12.5 9.2 12.0 8.8 9.0 11.5 9.02 6.54 
3inghamton 5.5 14.0 15.1 10.6 10.8 13.7 ial 13.1 10.1 10.3 12.6 coe osee 
3uffalo 5.5 20.5 21.5 24.2 13.8 14.8 10.5 10.7 13.8 10.4 13.3 9.9 10.1 12.8 8.4 
Jamestown 5.5 21.8 13.9 15.0 10.5 10.7 14.0 13.0 9.9 10.1 12.5 — er 
Mt. Vernon 5.5 a , ae 14.3 . 10.2 13.3 12.6 eae 9.2 12.1 9.22 ee 
Plattsburg 5.5 : =o ‘ 15.3 10.4 10.4 ee Eee 10.0 10.2 12.8 ant oe 
Rochester 5.5 20.4 21.4 23.4 13.7 14.8 10.3 10.5 13.6 ane 12.9 9.8 10.0 12.4 
Syracuse 5.5 22.0 23.0 25.0 13.7 14.7 10.3 10.5 13.6 10.2 12.8 9.7 et cor ee 
Bridgeport, Conn 5.5 14.1 9.1 9.1 ee pea 8.7 7 : wa 
oeaeiiann 5.5 ; A 14.6 ee 11.2 ee eee eee 9.8 12.1 ° 
Hartford 5.5 ; 13.1 14.4 9.5 9.5 13.3 9.6 12.3 9.1 9.1 «711.5 
New Haven 5.5 20.3 ; 12.8 14.1 9.1 9.1 niee 9.2 11.9 8.7 8.7 11.4 ° 
3angor, Me 7.5 24.8 , 13.4 14.8 10.0 14.0 x10.0 x13.1 9.6 12.7 
Portland eae 22.4 23.4 12.9 14.1 9.3 13.3 9.3 12.3 8.9 11.9 oe 
Boston, Mass. .... 4.5 19.0 20.0 22.0 12.9 14.1 9.2 13.3 9.2 12.3 8.8 ° 11.9 ° 
Concord, N. H. 5.5 ee ae enn er 15.1 .* csee eoee 12.9 eee - 12.5 ° 
Lancaster 5.5 aa ie es : 16.4 2.2 15.4 er 14.3 11.6 13.9 * 
Manchester 5.5 ’ <i nN ee 14.6 10.6 14.2 aaa 13.0 ‘ 10.3 12.6 oe 
Portsmouth 5.5 21.2 22.2 : 13.5 14.4 9.7 . , 9.7 12.1 9.3 11.7 
Providence, R. I... 5.5 18.9 19.9 21.9 12.9 14.1 9.2 9.8 13.1 9.2 12.4 8.8 9.2 12.0 ° 
Burlington, Vt. 6.5 i ean! Dr he 13.9 14.9 10.5 10.5 ee 10.6 13.4 9.8 9.8 12.4 es 
Rutland ae bi ate cali os ivr 15.5 .- 11.0 ceee see 13.5 seem 10.5 12.9 er wdeti 
Tank Wagon Prices Buffalo N. Y. City Rochester Syracuse Boston Hartford Providence 
Mineral Spirits Wer Terri Te rT Te ee 16.5 15.0 18.0 19.0 16.0 17.5 16.5 
V.M.&P. Naphtha hic sg, ht Rosh mals er 18.5 16.5 19.5 25.5 17.5 19.0 18.5 
Taxes: N.Y.C. prices do not include 2% city sales tax applicable to price of gasoline (ex tax). 
Discounts: 
Mobil Kerosine & Mobilheat—Mt. Vernon, T.W. less 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5c for single delivery of 800 gals. or more. 
Mobilheat—0.6c per gal. ‘‘voluntary discount’’ allowed from Kings tank car price and Bronx & Kings yard prices 
Notes: 
Gasoline T.W. prices are to Consumers & Dealers. 
Syracuse V.M.&P. price is in steel barrels. Jamestown t.c. prices ar? delivered prices; all other t.c. prices are FOB bulk terminals. 
x Effective Sept. 22; smown incorrectly in previous issues of NPN. x? Effective Nov 10 
OHIO 
STANDARD Aviation Gasoline-Cons. T.W. Sohio X-70 Gasoline 
Sohio Esso (Regular-Grade) Naphthas & Solvents—Cons. T.W. 
Avia. Avia. Esso Esso Con- Re- S.R. D.C. V.M.&P. Sohio 
Gasoline 62 80 Avia. Avia. sumer _ sell- Sol- Naph- Naph- Varno- Sol- Kerosine No.1 No. 2 
Taxes Clear Clear 91 100 T.W. ers 8.8. vent tha tha lene vent T.W. Sehio-Heat Sohio-Heat 
Akron .... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Canton 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Cincinnati 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 ‘20.0 13.5 13.5 12.70 
Cleveland 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Columbus 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Dayton 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Lima ..... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Mansfield 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.55 20.0 20.0 13.5 13.5 12.70 
Marion . 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Portsmouth 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Toledo .... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 x12.30 
Youngstown 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 2.70 
Zanesville 5.5 20.0 2.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 


Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
A-10 to supplier. 
Discounts: Esso Aviation—on contract to hangar operators and resellers, 2° off consumer t.w. _ 
Fuel Oils—Prices shown are for t.w. & drum deliveries of 50 gals. or more; prices for deliveries of less than 50 gals. are 0.5¢ higher. 
Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gas., le; 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5c; 250 to 499 gals., 1c; 500 gals. or over 1.5c. 
Notes: Renown (third-grade) gasoline prices are same as X-70 unless otherwise noted. S.S. prices are at company-operated stations. 
x Correct for Sept. 5 also; shown incorrectly in previous issues of NPN 


INDIANA STANDARD KENTUCKY 


Crown Gaso- Kero- 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of STANDARD nae Ped rw. 
Indiana bulk plants where the company’s prices are publicly posted, ory 
Red Crown (Reg, Grade) Covington, Ky. ....... 13.8 8.5 14.3 

Red Cr’n. Red Cr’n. Stanolex Furnace Oil Lexington ..... er 16.3 8.5 14.0 

Cons. Dir. Gasoline Kerosine 100 gals. Louisville ....... coe BES 8.5 13.3 

T.W. T.W. Taxes T.W. 1-99 gals. & over — _ « 2.4 8.5 13.0 

a : ag ge ackson, eee 15.4 6 . 
pars age Me 17.5 15.5 4.5 14.7 th 19 9 ..... =r F" 75 12 ‘ 

‘ 1 Bend, Ind. . ; 18.0 16.5 5.5 15.2 13.7 12.7 ; : 
aa i.” 169 15 4 a5 14.4 13.5 12.5 Birmingham, Ala. .... 15.4 8.5 13.2 
+ Paul tink 17'5 7 as 149 12-7 11.7 EE a 0 ba. os ed ou 14.9 9.5 12.9 
Des Moines, Ia se see: eee 15.4 5.5 14.1 12.5 11.5 Montgomery ...... 15.5 9.5 18.3 
St. Louis, Mo. ..... ee 15.2 4.5 14.1 12.3 11.3 See Se oeeeece es SS Re ae 
Wichita, Kans 14.4 14.0 6.5 12.7 10.9 9.9 , acnqgall + M2 8.5 3. 
Omaha, Nebr. .. -. 17.0 15.5 7.5 14.2 12.6 11.6 MACON oe se ce rees 6.6 85 13.1 
Son BD 13:3 16:8 5's 15 5 13.8 12.8 Savannah ..... . 14.9 8.5 12.7 
ae a 2 > ? "4 4 “13-7 “12.7 Jacksonville, Fla. .... 14.9 8.5 12.7 
Milwaukee, Wis« .. 17.6 16.1 5.5 14.8 13.3 12.3 laa a | 6 ee 
Fuel Oils T. W.—Chicago, Il. Tampa .. ace onl . 14.9 8.5 12.7 

Standard Stanolex Stanolex Stanolex 
Heater Oil Furnace Oil Fuel A Fuel C Taxes: 
Me CREE 14.2 13.2 1-749 gals. ....ccseees 8.6 7.45 Gasoline tax column includes these city & 
100-149 gals. ....... 13.2 ayant 750 gals. & over...... 7.85 6.7 county taxes: Mobile, 2c city; Birmingham, 1c 
150 gals. &-over....... 12.7 ae county; Montgomery, lic city & lc county; Pen- 
150-399 gals. ......... pes 12.2 sacola, lc city. Other taxes not included in 
400 gals, & over....... bea 11.7 prices: Georgia, kerosine, 1c; Montgomery, 
Gene Kerosine 1c; Mississippi, kerosine 0.5c. 
St. Louis, Mo. gasoline tax includes 1c city tax, Des Moines, Ia, kerosine and furnace oil Notes: 


prices do not include 4c state tax. State sales, occupation, consumer & use taxes to be added 
where applicable 


x Correct for Nov. 7 also; shown incorrectly in Nov. 9 & Nov. 16 NPN 


Consumer t.w. prices are same as net dealer 
prices. 
x Effective Nov. 9 
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DISPLAYED: Advertisements set in special type or with border— 
10.00 per column inch. 


UNDISPLAYED: ‘For Sale’, “Wanted to Buy’ “Help Wanted’, 

“Business Opportunities’’, Miscellaneous classifica- 
tions set in type this size without border—25 cents a word. Minimum 
charge, $6.25 per insertion. 


CLASSIFIED 





“Position Wanted’’—10 cents a word. Minimum charge §2 per insertion. 
Box number counts 3 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 








For Sale 





BUSINESS FOR SALE 


for 60,000 gallons—service station—of- 
fice and living apartment. Warehouse— 
large garage and other buildings. 3 
tank trucks, 2 stake trucks—heating 
installation tools. Doing nice business. 


FOR SALE 
MUST SELL—1941 Autocar, 1750 gal- 


between 9 A.M.-5 P.M. 
Post Office Box = 10 
Hawthorne, N. J. operations Sell your products inventory 


Position Wanted 


POSITION WANTED: Experienced Chemist— 
Petroleum and chemicals, lubricants, fuels, 


lons. Latest equipment, streamlined 
Gasoline, Fuel Oil and Automatic Heat- tank, printer meter, hose and reel. Now automotive; research, development, design 
ing Business with Real Estate. Tankage in operation. Call Hawthorne 7-1127 production, BOX 271. 


FLORIDA REPRESENTATION, dependable 
permanent. 25 years experience in marketing 


your plants, certify receipts, etc Your prob- 





Box 285 








Rent or Lease 


lems solicited. Box 289. 





6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled ané toad 
Cleaned—Painted—tTested 
Heavier—Safer—Cheaper 
Other Tanks Too 


Also—Complete Tank Cars 





Area. Private track PRR. Can unload 


CONSULTANT on economics and politics of 


Ss NKS p--Polouas Research and public relations 

— Una Sa FOR RENT OR LEASE Work Good educational background, some 

Railroad Tank Car Tanks > k. owledse of petroleum technology and related 
500,000 Gallons Storage Cleveland ‘ das.rics BOX 2)1 


DESIRES CONNECTION with company in 


Columbia Refining Co., petroleum or allied * field Preferably south 
2890 E, 83rd St., Cleveland 4, Ohio 
Diamond 0700 


or southwest. Age 33, degree in petroleum 
enmineering, expe: ienced SaicS ehgzine.r in pe 
troleum products. Now employed as_ sales 
manager for an independent. Box 288. 








8,000 and 10,000-Gal. Cap. 
Your Inquiries Solicited 


NEWHALL-MARSHALL- 
WOOD, INC. 
30 Church Street 
New York 7, N. Y. 
Phone: COrtland 7-8090 


Position Open 


WANTED: Executive Secretary for State Job- perience in laboratory and plant procedure on 
ber Association. BOX 284, 
SALESMAN—liberal commission offer with na- 
tionally known Mid-Western Manufacturer of 
gasoline truck tanks 
Write complete details of past experience and BOX 283. 
give references. Correspondence held in strict 
confidence. BOX 292. 


COMBINATION CHEMIST and Salesman, ex- 


Petroleum Oils, Greases, cutting oil, drawing 
compounds, rust preventatives, chemical special- 
ties and soaps. Nineteen years good diversified 
trailer equipment experience plus good ability and versatility 


TECHNICAL SALES—Productive salesman 








3 — 8000-Gallon, Tank Car 
Tanks, Coiled and Non- 
coiled 


fast growing organization. 
Apply BOX 278 


engineer who can influence customer deci- 


LUBRICATION ENGINEER sions and increase your profits Technically 

. trained to service aviation—industrial—auto- 

FOR SALE WANTED motive markets at executive level Broad 
Lubrication engineer for Indiana wanted knowledge ~ ee = engineering, combustion, 

- - ——_- 7 % fuels, petroleum chemicals with ability to 
STEEL STORAGE TANKS gg qupatanes sell. Thirteen years successful work promi- 
and ability. A good position with a nent oil, equipment, transportation companies 


35 years old. Proven administrative ability, 
progresive ideas, potential. Write Box 287. 








10—10,000-Gallon, Tank Car 
Tanks, Coiled and Non- 


in southwest. 


Also Complete Tank Cars! 


application with 
the pipe line 


IRON & STEEL PRODUCTS 


13456A S. Brainard Ave., 


Chicago 33, Illinois complishments. 


““ANYTHING containing IRON 


or STEEL’’ 70 Pine Street 














SALES REPRESENTATIVE 


Should have knowledge 


industry. University 
INC. graduate between 30-50. 


Good salary plus 
compensation later 


expenses, additional 
tied in with ac- 
Reply giving details to: Royalties—Refining—-Pipe Line—Tank 


GAMA INDUSTRIES, INC. Must be some sound Project 
New York 5, N. Y. 


Business Opportunity 


Coiled : , - ' 
Fully qualified person to. sell tar- ITALIAN LI — ATING OIL ; FIRM —— 
: . saturated asbestos pipe line felt on connections with American producer of oils 
OTHER TANKS TOO! national basis, nd headquarters greases and lubricating products for special 


purposes and industrial machinery Please 
detail your products BOX 290. 

of market and 
acquaintance in 





WILLING TO INVEST 


$25,000 in the Oil Industry. Production 


Cars—-Barges—or Retail Distribution 


Box 236 























ASPPA 72-Oct. Needs Oversubscribed 


(Continued from p. 58) 


East Coast, etc., bids on Nov. 17. Detailed bids for the 
Motor Fuel M, 72 octane grade, business follow: 


East Coast (Gulf Coast) Caribbean 


Cities Service, one cargo (of approximately 125,000 bbls.) per 
month, 0.125c per gal. below PLATT’s low for 70-72 octane date of 
loading, FOB Lake Charles or St. Rose, La., with top of 9.5c per 
gal.; 

Eastern States Petroleum Co., 750,000 bbls., three months, $3.6687 
per bbl. (8.735c per gal.), FOB Houston; 

Esso Export, 2,040,000 bbis., $3.78 per bbl. (9c per gal.), FOB 
Aruba, or PLATT’s low at U. 8S. Gulf for 70-72 octane, date of lifting; 

Phillips Petroleum, 2,040,000 bbls., $3.5952 per bbl. (8.56c per 
gal.), FOB Freeport, Tex.; 

Pontiac Refining, 800,000 bbls., six months; $3.78 per bbl. (9¢ per 
gal.), maximum, FOB Corpus Christi, Tex.; 530,000 bbis., three 
months at 0.13c per gal. below PLATT’s low for 70-72 oct. M, balance 
of 270,000 bbls. 0.06c per gal. below; 

Republic, 120,000 bbls. in March, $3.78 per bbl. (9c per gal.) 
maximum, or PLATT’s low for 70-72 octane date of lifting; 

Sinclair, 1,140,000 bbls. six months, 570,000 bbls. 3 months, $3.759 
per bbl. (8.95c per gal.), FOB Houston, maximum, or PLATT’s 
low date of lifting; 

Taylor Refining, 783,000 bbls., three months, $3.93 per bbl. (9.357c 
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per gal.), FOB Corpus Christi, Tex., price to fluctuate with Humble’s 
posted price for Refugio crude; 

Texaco, six T2 cargoes (approximately 780,000 bbls.), four cargoes 
first quarter, two cargoes second quarter, $3.7225 per bbl., 8.9c per 
gal. maximum, FOB Port Arthur, Tex., or PLATT’s low date of 
lifting; 

Tide Water, 150,000 bbls. six months, $4.326 per bbl. (10.3c per 
gal.), FOB Bayonne, N. J. 


West Coast 


Richfield, 579,000 bbls., $3.885 per bbl. (9.25c per gal.), maximum, 
FOB Long Beach; price to escalate downward 0.125c per gal. for 
each 5c per bbl. reduution in Signal Hill crude; 

Shell Oil 600,000 bbls., maximum prices of $4.70 per bbl. (11.19¢ 
per gal.), FOB Martinez, or $4.49 per bbl. (10.69¢ per gal.), FOB 
Wilmington; prices to escalate downward 0.15c per gal. for each 5c 
per bbl. reduction in Signal Hill crude; 

Standard of California, 1,445,000 bbis., 9.37c per gal., maximum, 
FOB Los Angeles Bay area or San Francisco Bay area; price down 
0.15¢ per gal. for each 5c per bbl. reduction in Signal Hill crude; 

The Texas Co., two T2 cargoes (approximately 270,000 bbis.) 
10.25c per gal., FOB Wilmington; price to escalate 0.125¢ per gal. 
for each 5c change in Signal Hill crude, maximum, 10.5¢ per gal.; 

Tide Water Associated, 350,000 bbis., (9.69c per gal.), maximum, 
FOB San Francisco Bay area; 

Union Oil, 1,445,000 bblis., 10.24c per gal FOB Wilmington; price 
to escalate with company’s posted tank wagon price for housebrand. 
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CRUDE PRODUCTION AND RUNS TO STILLS (Total U.S.) 


(MILLIONS OF BARRELS DAILY) 
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GASOLINE STOCKS (Dist. 5 Not Included) 


(MILLIONS OF BARRELS) 


Crude Oil Stocks 











(Bureau of Mines figures in thousands of 
barrels) 

Change 

BS from 
Nov. 5 Nov. 12 Nov. 5 

eg RE —_ , > 249 , 
Pennsylvania Grade 3,188 3.147 i 
ea BES Other Appalachian 1,840 1,952 112 
Lima-Michigan 1,042 1,015 27 

Illinois-Indiana 10,353 10,778 | 12 

Arkansas 2,574 2.575 | 

Kansas S055 S017 _ 

Louisiana 13,062 13,453 1 

Pa Bis North 3,150 3,471 21 
Gulf 9,912 2 7 
Mississippi 2,518 2.468 ot 

we New Mexico 7.443 7.444 l 
Oklahoma 28,68 28.474 204 

Ee REEE Texas 115,567 115,640 7 
East Texas 16,463 16,249 214 

West Texas 14.357 14.380 2 
Gulf Texas 28.887 29,938 1,051 
Other Texas 25,860 25.0 Ts7 
JFMAMJJASOND 8 15 2229 5 12 19 26 3 10 17 243) : : eee none 
OCT NOV DEC. Panhandle i 312 i 060 —252 
: North 6,749 6.760 11 
South 6,677 6,194 ASS 

Other 8,122 8,059 6 
CRUDE OIL STOCKS (Total U.S.) Rocky Mountain 14,111 13,902 209 
MILLIONS OF BARRELS California, in heavy 37. 646 37,836 10 
Foreign 8,036 7.610 12 


Total crude stocks 


in U. §& 254,121 254,311 19 
Total located in Bu 
reau of Mines’ East 

Coast District 15,096 13,931 1,165 





Penna. Crude Runs to Stills 


Compiled by National Petroleum Assn., fro 





reports of all companies refining Penna. Grad: 
Crude Figures in b/d 
Week Ended Week Ended Week Ended 
Nov. 12, 1949 Nov. 5, 1949 Nov. 13, 1948 
58.816 59,430 8.402 
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(American 
thousands 


Petroleum 
of barrels of 42 
Figures include 
mate of wunreported 


therefore on a Bureau of M 


Institute 


reported totais 
amounts 


REFINING OPERATIONS 


Gasoline 
Production at 
Refineries Inc. 


figures in 
gallons each. 
plus esti- 
and are 
ines basis.) 


Daily Average 
Week Ended 


Districts Nov. 12 Nov. 5 
MG, GED 64.00.0666 k6000s0 0 736 761 
Appalachian (Dist. 1) 90 SS 
Appalachian (Dist, 2) 52 54 
5 Bes Be sce 941 969 
Okla., Kans., Mo. 418 401 
Inland Texas 212 211 
Texas Gulf Coast .. 1,160 1,300 
Louisiana Gulf Coast 444 456 
No. La. & Arkansas 76 81 
Rocky Mt. (Dist. 3). 11 12 
Other Rocky Mt. (Dist. 4) 151 149 
Tre rer $36 S32 
Total U. S.—B. of M. Basis aia ee *5,127 5,314 
U. S B. of M 3asis, Nov 13, 1948 5,769 
East of California . 4,291 4.482 
* Includes 449,000 bbls. of foreign crude runs 
Residual 
Fuel Oil 
Production 
Week Ended 
Districts Nov.12 Nov. 5 
East Coast peaen 1,341 1,311 
Appalachian (Dist. 1) 76 63 
Appalachian (Dist. 2) 76 107 
Ind., Ill., Ky. Tt 1,042 1,015 
Okla., Kans., Mo. 442 439 
Inland Texas rer 317 314 
Texas Gulf Coast ... ; 1,562 1,638 
Louisiana Gulf Coast .... 380 362 
No. La. & Arkansas ...... 105 116 
Rocky Mt. (Dist. 3) 19 19 
Other Rocky Mt. (Dist. 4) 246 183 
oe eee ore eer se 2,208 2 161 
S.—B. of M. Basis shee 7,814 7,728 


Total U. 
U. 8B. B. of M 
East of 


Basis 


California 


Unfinished gasoline stocks included are: (7) 


Nov. 13, 


9,069 
5,606 5,567 
7,279,000 bbls 


eee e- 


Crude Runs to Stills 
“% Operated 
Week Ended 





Nov. 12 Nov. 5 Nov. 12 
80.4 83.2 2.003 
76.3 74.6 325 
69.3 72.6 164 
84.6 87.1 3,504 
81.3 78.0 1,654 
77.1 76.7 1,100 
73.4 82.2 4,059 
96.9 99.6 1,581 
79.2 84.4 215 
73.3 80.0 15 
68.6 67.7 496 
78.4 78.0 2.540 
79.5 82.4 17,686 
94.9 17,811 
79.8 &3.3 15,146 
Total Total Stocks 
Stocks Gas Oil and 
Kerosine Distillates 
Week Ended Week Ended 
Nov. 12 Nov. 5 Nov. 12 Nov. 5 
12,115 12,106 30,392 30,587 
442 450 966 
138 147 253 
5,449 5,706 14,259 
1,598 1,574 6,367 § 
853 905 1,051 99% 
3,532 3,547 15,596 15,555 
1,889 2,095 5,481 5,135 
379 536 762 913 
50 50 94 95 
362 382 2.060 2.092 
815 901 14,836 14,649 
27,622 28,399 92,117 92,038 
26,413 79,351 
26,807 27,498 77,281 77,389 


} S.778.000 bbls 


Natural Blended 
Week Ended 


Nov. 5 


9 


256 
298 
199 
575 
666 
033 
407 
611 
232 
16 
4s4 
653 
160 


S07 


Statistics 





Gas Ol & 
Kerosine Dist. Fuel Oil 
Production Production 
Week Ended Week Ended 
Nov. 12 Nov. 5 Nov. 12 Nov. 5 
164 215 1,225 1,342 
40 oo 16 SS 
21 19 52 49 
412 foo 1,026 SOS 
27 105 52‘ 520 
70 95 172 145 
692 606 1,585 1.461 
402 S45 6 suo 
52 55 9] 76 
10 13 
28 39 1s1 231 
S4 138 1.1¢ 1,064 
2,092 2,114 6,849 7.196 
2.660 
2 OOS 1.976 711 6,132 


Total Stocks 


Residual 
Fuel Oil 
Week Ended 
Nov. i2 Nov. 5 
10,504 10,584 
513 490 
212 209 
4,505 4,552 
1,791 1,829 
1,519 1,545 
7.938 7,647 
2,741 2,885 
321 350 
31 30 
580 59S 
37,872 38,473 
68,527 69,192 
62,415 
30,655 30,719 


Per Cent 
Stocks of Daily 
Finished and Un- Refining Ca- 
finished Gasoline pacity Reported 
Week Ended Week Ended 





Nov. 12 Nov. 5 wov. 12 
22,623 22,760 100.0 
2,636 2,740 90.4 
1,318 1,302 97.3 
21,649 21,775 90.4 
9,306 9,379 $2.1 
3,889 3,753 $1.0 
14,762 15,130 97.2 
5,831 6,150 98.1 
2,296 2,106 72.6 
SO 77 25.1 
2,444 SS.7 

16,641 90.7 

104,257 92.6 

SA SSO S7.616 62.9 





GAS Oil AND 


DISTILLATE STOCKS (Dist. 5 Not Included) 


(MILLIONS OF BARRELS) 





19 26 3 


2 10 17 2431 
NOV. DEC 








Crude and Condensate 
Production 
(Barrels, daily average) 
Week ended Nov. 12 
Change 
from 
Crude & previous 
State Condens. week 
*New York-Pa 40,400 1,400 
Florida 1,100 +100 
*W. Virginia 8,100 600 
*Virginia 100 53 
*Ohio—S. E 5,300 1,300 
Ohio—Other 3,700 300 
Indiana 27,600 — 1,850 
Illinois 182,800 750 
Kentucky 24,650 250 
Michigan 46,5800 +3,600 
Nebraska 1,250 +300 
Kansas 274,950 +8,150 
Oklahoma 425,900 +250 
Texas: 
Dist. 1 27,350 ror 
Dist, 2 134,350 + 2,000 
Dist. 3 418,650 + 6,850 
Dist. 4 206,850 +2,900 
Dist. 5 37,850 +700 
East Texas 273,300 +6,150 
Other Dist. 6 96,600 +.2,.000 
Dist. 7-B 63,200 +50 
Dist. 7-€ 55,350 +-1,050 
Dist. 8 646,300 +.18,500 
Dist. 9 144,000 4.1,350 
Dist. 10 92,300 +50 100 
Total Texas 2,196,100 -+41,600 
North La. 125,650 —450 
Coastal La. 426,000 200 
Total La, 551,650 650 80 
Arkansas 77,100 250 
Mississippi 96,800 2,400 
Alabama . 1,350 +50 
N. Mex.—S.E 131,000 +1,700 
N. Mex.—Other 350 A 
Wyoming 126,100 1-750 
Montana 24,400 400 
Colorado 65,100 41,600 
Utah 2,350 +50 
Calif, 870,200 +-1,550 
Total U. S ‘ 5,185,150 49,550 
*Penna Grade crude incl 53,900 3,300 
Breakdown of condensate production which is 
included in above table is as follows 2 
Arkansas 4,250 Texas “ 26,650 
wom, Bi 4 < 5,550 Wyoming G00 
Coastal La, 14,600 California 2.900 
Mississippi 2.900 
** Okla., Kansas, Neb. figures are for week 
ended 7 a.m. Nov, 10, 1949 
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RESIDUAL FUEL OIL STOCKS (Dist. 5 Not Included) 





MILLIONS OF BARRELS 


MAMJJASONODO 
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About Oil People 








Young Jobbers 





Mr. Decker 


Refusal to go out of business after 
his plant was destroyed by fire in 
July, 1947, is largely responsible for 
the success of John D. Decker, part- 
ner and manager, Becwar-Cedar- 
strom Co., Minot, N. Dak. 

However, fire was nothing new to 
John, who served three years in the 
Army Air Forces as a pilot during 
the war. His company built a new 
bulk plant following the disaster, and 
now has storage for 250,000 gals. of 
10 products handled through separate 
lines and meters. Becwar-Cedar- 
strom is distributor for Texaco pe- 
troleum products and Firestone TBA. 

In the oil business since his high 
school days in 1933, John started in 
the compounding plant of Westland 
Oil Co., an Independent marketer. 
He worked in service stations until 
1937, when he went into business for 
himself. After enlarging his service 
station to include recapping, body 
and general repair shops, John sold 
out in 1942 to enlist in the Air Force. 
While still in service he bought a 
half interest in Becwar-Cedarstrom, 
and upon discharge in November, 
1945, went home to run the company 
oil operations and Culligan Soft 
Water business, which at present has 
2,000 customers. 

In 1947 the fire struck. After re- 
construction the company took on 
fuel oil and installed degree day de- 
livery this year. With partners 
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Lucille Decker and A. Christensen, 
John owns and leases five service sta- 
tions and has agreements with 22 
other dealers. Company farm trade 
is increasing. 

John, now 32 years old, is vice 
president of Northwest Petroleum 
Assn.; officer of Elks Club No. 1089; 
and member of board of directors of 
local Kiwanis Club, Assn. of Com- 
merce, Community Chest and credit 
bureau. He is married and has two 
sons—Jack, 8 and Tim, 3. 


* - * 


A daughter, Leslie Granger, was 
born to Major and Mrs. Norman J. 
Shaw Nov. 9 in Washington, D. C., 
where the former Lincoln, Nebr., oil 
man is temporarily on duty as a re- 
serve officer in the Office of Quar- 
termaster General, Petroleum Branch. 
Major Shaw recently returned from 
Germany. His daughter’s paternal 
grandfather is O. J. Shaw, president 
of Lincoln Oil Co., Lincoln, Nebr. 


* * * 


Charles W. McDowell, retail man- 
ager for Shell Oil Co.’s Atlanta, Ga., 
division, has been named sales man- 
ager for Albany, N. Y., division. He 
is succeeded at Atlanta by William J. 
Harrell. 


Stanley C. Hope 
(left), new presi- 
dent of Esso Stan- 
dard Oil Co., and 
the man he suc- 
ceeds, M. J. Rath- 
bone, who was 
elected to board 
of Standard Oil 
Co. (New Jersey) 
are shown at fare- 
well party given 
Mr. Rathbone in 
New York Oct. 31. 
They are examin- 
ing gifts presen- 
ted to the depart- 
ing president by 
associates — a 
complete set of 
poker equipment, 
with octagonal 
table, cards and 
chips. Cover. of 
chip rack is in- 
scribed with ini- 
tials of company 
friends 


An injury kept W. N. Young of 
Shell Oil, New York, from attending 
the API annual meeting in Chicago 
and presiding at the meeting of the 
Committee on Fire Protection Regu- 
lations, of which he is chairman. 
Members of Mr. Young’s committee 
learned that he fell from a ladder 
at his home, breaking his heel. 


* * * 


Fred B. Hufnagel, Jr., Sun Oil Co., 
Philadelphia, and John Ruan, Ruan 
Transportation Corp., Des Moines, 
Iowa, were elected third vice presi- 
dent and fourth vice president re- 
spectively of American Trucking As- 
sociations, Inc., at 16th annual con- 
vention in Boston recently. 


+ * * 


Safety certificates are being given 
five local oil terminals by North Caro- 
lina Department of Labor for perfect 
safety records during 1948. 

Terminals are: The Texas Co., W. 
F. Curtis, superintendent; National 
Oil Co., Inc., L. B. Stevenson, super- 
intendent; Socony-Vacuum Oil Co., 
Joseph Mighton; Shell Oil Co., W. F. 
Brittain; and Esso Standard Oil Co., 
R. G. White. All five operated 
through 1948 without a single lost- 
time accident. 
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This Week 
Continental Oil Company 
Salutes... 


Frank Hayne is an engineer who switched to selling. Gradu- 
ated from the Sheffield Scientific School of Yale University, 
Mr. Hayne spent the first three years of his business life as 
an engineer, searching for oil. But he liked selling better, and 
he now has one of the outstanding jobbing companies in the 
South. 


Mr. Hayne was born in New Orleans, where his father had 
organized the cotton brokerage firm, Vincent and Hayne. 
This company cornered the cotton market in 1903... and 
made the neat sum of $14,000,000. 


‘At Yale, Frank was active in all athletic activities ... was 
a member of the football and track teams and participated 
in boxing and wrestling. During his summer holidays he 
worked for a New Orleans lumber company—his job there, 
at the age of 17, was to sweep out the place. 


His first real position was as an engineer with an oil com- 
pany’s geophysical crew. He was soon made party chief, but 
at the end of three years joined the Naval Aviation Forces. 


When he returned to New Orleans three years later, he 
rejoined the oil company, but this time in the sales depart- 
ment. In practically no time he was in charge of 18 bulk 
plants throughout the southern Louisiana area. 


He wanted, however, a business of his own. In 1939 he 
bought the Nola Oil Company. The name comes from the 
city ... N-ew O-rleans, LA....NOLA. 


It was a good company, but Mr. Hayne thought there was 
something lacking. His engineering mind wanted asupplier 
who looked at selling scientifically ... who backed the high- 
est-quality products with advertising and merchandising 
developed from research and technical knowledge. So in 1941 
he changed to Conoco Products. 


The difference was quickly apparent. The national adver- 
tising behind Conoco Nt and the other Conoco Products 





Frank B. Hayne 
Nola Oil Company 
New Orleans, Louisiana 


gave his salesmen and dealers a new prestige. Conoco’s mar- 
keting staff and sales engineers supplied information and 
data that could only be accumulated through many years of 
wide-spread experience. And the service station operators 
in this, one of America’s tourist meccas, found that the 
Conoco Touraide brought them transient business they’d 
been missing. 


Mr. Hayne didn’t need his slide rule to calculate what 
happened. Within a few months, the sales increases were 
plenty big enough to be easily seen with the naked eye. 


At the outbreak of the war, Mr. Hayne immediately re- 
turned to the Navy, of course. During those years, the com- 
pany was managed by his wife, and Mrs. Hayne led the 
company through the difficult days of rationing to the 
greatest stability and growth in the company’s history. 
Proof of what the team of Hayne and Hayne has accom- 
plished is their sales record: 75,000 gallons a month the 
first year... 200,000 gallons a month this year! 


Continental Oil Company is proud to salute Frank B. 
Hayne. We’re proud, too, of all the thousands of other inde 
pendent jobbers, whose ability, integrity and enterprise have 
done so much for the oil industry. 


Mutual confidence,.mutual fair play and mutual respect 
have made the team of Hayne and Continental successful. 
Jobbers like Frank Hayne are the bedrock on which Conti- 
nental’s 74-year record of stability rests. 


We'd like more jobbers like Mr. Hayne. If you are inter- 
ested in teaming up with Continental—in growing with 
Conoco in your own territory, why not write to the Conti- 
nental Oil Company office nearest you, or to Ponca City, 
Oklahoma? If you’re not within reach of Continental’s gaso- 
line supply, perhaps you would be interested in selling the 
nationally advertised Conoco N“ Motor Oil. 


Adwertisement 
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Lyle S. Salisbury, Pure Oil Co.’s 
Parkersburg, W. Va., district man- 
ager, was elected 1950 president of 
West Virginia Petroleum Assn. Oct. 
20. Formerly vice president, Mir. 
Salisbury succeeds Ralph D. Lowe, 
with J. E. Brantley of Charleston, 
W. Va., district manager for The 
Texas Co., named as new vice presi- 
dent. Francis C. Farley was voted 
executive secretary for a ninth term. 


Occasion was the 12th annual con- 
vention of the association in Charles- 
ton, where more than 200 oil men 
adopted resolutions against further 
increases in gasoline taxes and heard 
Walter S. Hallanan, National Petrole- 
um Council chairman, speak against 
restrictions on free enterprise. W. 
J. Rusher, Ethyl Corp., demonstrated 
fire hazards of gasoline vapor by 


blowing up a model gasoline station 
during the meeting. 








R. H. Mahnke has been named as- 
sistant managing director of Lique- 
fied Petroleum Gas Assn., with head- 
quarters at the association’s executive 
offices in Chicago. One of his prin- 
cipal duties will be to promote the 
recently inaugurated program of state 
association integration. He has been 
executive vice president of Kansas 
LP-Gas Assn. since 1946. 

The association also has appointed 
K. B. Jacobsen West Coast secretary, 
with headquarters in Oakland, Calif. 
He succeeds Don McNary, who has 
resigned to accept a position with 
Calor Gas Co., Oakland. A graduate 
of California University, Mr. Jacobsen 
has had experience in transportation, 
insurance and public relations. 

* * * 

Melvin B. Sargeant, Cornwells 
Heights, Pa., recently purchased two 
new trucks to replace older models. 


New president of 
West Virginia Pe- 
troleum Assn... 
Lyle S. Salisbury, 
Parkersburg, W. 
Va., district mana- 
ger, Pure Oil Co. 
(left), is congratu- 
lated by Ralph D. 
Lowe, Elk Refin- 
ing Co.'s vice 
president in 
charge of sales, 
outgoing president 


Edward L. 
Stauffacher, for- 
mer chief engi- 
neer and superin- 
tendent of opera- 
tions in charge of 
Cities Service 
Oil Co. (Del.) 
marketing prop- 
erties, has been 
promoted to as- 
sistant to W. H. 
Merritt, vice 
president and 
manager of the 
marketing divi- 
sion. His headquarters will remain 
in Chicago. 


Mr. Stauffacher 


A graduate of the University of 
Minnesota and long-time employe of 
Cities Service, Mr. Stauffacher first 
was assigned to the junior engineer 
training program and held positions 
in all phases of its integrated opera- 
tions, later becoming superintendent 
of the natural gasoline division. 
Since 1939, and during his assignment 
as marketing engineer and operating 
superintendent, he actively assisted 
in obtaining new dealer and distribu- 
tor outlets, constructing stations and 
generally aiding the company’s mod- 
ernization and expansion in the mar- 
keting field. He has co-ordinated the 
distribution of products through vari- 
ous transportation facilities and has 
planned and supervised the construc- 
tion of strategically located water 
terminals. 

- * * 


Harry D. Turner has been elected 
general attorney by the board of 
directors of Phillips Petroleum Co., 
succeeding the late R. B. F. Hummer. 
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Shown at:12th annual convention of West Virginia Petroleum Assn. in Charleston, W. Va., Oct. 20 are (left to right): E. J. Leary. 
special representative of American Petroleum Industries Committee from New Jersey: H. G. Triplett. Quaker State Refinery, 
St. Marys, W. Va., member of executive committee; Lyle S. Salisbury, Parkersburg. W. Va. district manager, Pure Oil Co., 
newly elected 1950 association president; H. P. Davis, Quaker State Refinery, member of general committee; and Francis 
C. Farley, association executive secretary 
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Monarch smooth bore Oil Suction and Discharge Hose 


acts as superhighway transport system 


Speed is the byword! And because 
of the special features of this hose, 
speed becomes an accomplished fact. 


The smooth, oil- and gas-resistant 
synthetic rubber inner tube—pio- 
neered and developed by Hewitt 
engineers—permits you to load or 
unload oil or gasoline in jig-time. 
What’s more, this fluidway has been 
specially compounded so that it will 
not swell nor flake, when in contact 
with petroleum products. 


Of course, this is only one of many 
advanced features built into Mon- 
arch Oil Suction and Discharge Hose 
to assure you long, efficient, low- 
cost service. You get many construc- 
tion “‘extras’’—the kind of extras 
that enable you to load and unload 
tankers with far greater efficiency 


HEWITT RUBBER DIVISION 


November 23, 1949 


than is possible with ordinary, rough 
bore hose. 

For complete information, phone 
your Hewitt distributor listed in 
the classified pages of your local 
phone book. Or write Hewitt Rubber 


Division, 240 Kensington Avenue, 
Buffalo 5, New York. 


HEWITT 





HEWITT-ROBINS INCORPORATED @: 








Hewitt offers the oil 
industry a complete 
line of special hoses 


For oil drilling: 
Rotary Drilling Hose 
Flexible Vibration Hose 
Mud Pump Suction Hose 


For oil refining and terminals: 


Oil Suction and Discharge Hose 
Sea Loading Hose 

Barge Loading Hose 

Fire Hose 

Flue Cleaning Hose 

Steam Hose 


For oil distributing: 
Tank Car Hose 
Tank Truck Hose 
Fuel Oil and Distillate Hose 
Gasoline Pump Hose 


also Propane-Butane Hose for all 
types of service 


71 








ABOUT 


OIL PEOPLE 








Cutting into service Freedom-Valvoline Oil Co.'s new $750,000 filter plant at its 
Freedom, Pa., refinery recently is Gus Doll, vice chairman of the board (kneeling), 
while standing by are (left to right): Earl M. Craig, president: B. L. Heath, vice 
president in charge of manufacturing; and C. L. Archer, vice president, secretary 


and treasurer. 


Having recently completed 25 years 
of automotive service, Matthews 
Wholesale, Inc., Clarksburg, 
W. Va., has consolidated its entire 
wholesale operation and office in one 
location—a_ three-floor warehouse, 
70,000 gals. of bulk storage and a 
loading rack. In addition, Matthews 
has taken on automotive and indus- 
trial products of Socony-Vacuum, and 
featured its quarter-century anniver- 
cary, Sept. 13, on all mailings and 
advertising. 

Company president is J. Elbert 
Matthews, member of the West Vir- 
ginia Chamber of Commerce, Ki- 
wanis, West Virginia Petroleum 
Assn., and OIIC chairman for the 
local area. Ezra W. Matthews is vice 
president, and Nelson E. Matthews 
is secretary-trea_urer. The latter is 
a member of the American Legion, 
the Lions Club and the Junior Cham- 
ber of Commerce. 


Bros. 


* * + 


Union Oil Co. of California has 


made three marketing personnel 
changes. Herbert E. Fallis, former 


New plant more than doubles filtering capacity at Freedom 


retail representative and district rep- 
resentative for Sacramento district, 
has been named resident manager 
at Sacramento, succeeding Charles 
C. Clementson, who has retired after 
27 years of marketing service. Mr. 
Fallis is succeeded as district repre- 
sentative at Sacramento by Joseph 
Raabe, while Erling C. Engen has 
been appointed district representative 
in Fresno. 


Named district personnel represent- 
ative of Oakland district in 1942, 
Mr. Fallis went to Reno as retail 
representative that same year, and 
in 1944 was appointed resident man- 
ager at Reno. Mr. Raabe was dis- 
trict personnel representative for San 
Francisco in 1942, service station su- 
perintendent in 1943, and retail rep- 
resentative at Fresno in 1944. Mr. 
Engen has handled territory office 
clerical and property assignments 
and has visited the Hawaiian Islands 
as chief retail representative to con- 
duct a training program. All three 
men started in service station posi- 
tions 


David H. Conklin has been named 
assistant sales manager of Du Pont’s 
Petroleum Chemicals Division, with 
headquarters in Wilmington, Del. 
Formerly West Coast district mana- 
ger, he will be in charge of promo- 
tion activities, while E. Hearn Simp- 
son will continue as assistant sales 
manager in charge of district offices 
and staff activities. Mr. Conklin is 
succeeded as manager of the district 
office in Los Angeles by George L. 
Tyler. Petroleum Chemicals Division 
markets Du Pont’s tetraethyl lead 
antiknock compounds for gasoline. 


Joseph J. Mikita, director of Du 
Pont Co.’s petroleum laboratory at 
Deepwater Point, N. J., has been pro- 
moted to assistant technical manager 
in Petroleum Chemicals Division. He 
will work with John R. Sabina, di- 
vision’s technical manager. Milton 
H. Campbell, head of the laboratory’s 
engineering division, succeeds Mr. 
Mikita. 


* ok * 


New regional lubrication engineer 
and supervisor for Cleveland market- 
ing region, Cities Service Co., is Floyd 
J. Wirth. 
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Buuné TRUCK TANKS 


HELP STANDARD HEAT CHICAGO WITH FAST, EFFICIENT DELIVERIES 


Standard Oil Company (Indiana) finds this Brownie five compartment 
fuel oil and gasoline delivery tank affords a maximum of payload and 
mobile efficiency for city deliveries. The tank is 1.C.C. approved under 
regulation MC 303. 

















MODEL 424 


ee This compact Brownie fuel oil and gasoline 
truck tank was custom-built for Standard 
Oil Company (Indiana) according to their specifica- 
tions. Brownie designs and custom-builds truck tanks 
and trailer tanks to fit exact specifications and vary- 
ing needs. Brownie’s engineering skill and unexcelled 
production facilities assure perfection in every detail 
of advanced truck tank construction. 
ee Brownie-built truck tanks and trailer tanks 
possess exclusive patented features. These 
features may be incorporated into your custom-built 


truck or trailer tank, assuring you of enduring, effi- 
cient and trouble-free tank service. 


Write, wire, or phone Brown Steel Tank Company, 2901 Fourth 
Street S.E., Minneapolis 14, Minn. or our Eastern distributor, 
EASTERN WELDED PRODUCTS, INC., 34-15 Bradley Ave., Long 
Island City 1, New York for information or prompt estimate on 
Model 424 or on truck tanks and trailers of any size. 


BROWN STEEL TANK 


2901 FOURTH STREET S.E. « 


MINNEAPOLIS 14, MINNESOTA 


FEATURES 
OF THE BROWNIE MODEL 424 


Available 1500 to 2500 gallon capacities 








@ Bumperettes that give desired protection by following 
the body contour completely around from one rear 
wheel to the other — affording protection and saving 

in both appearance and necessary repair. This was a 


must for city traffic. 
Compact tank with emphasis on height minimizes 
length of wheel base and affords greatest possible 
maneuverability. 


High skirted fenders for greater traffic clearance. 


Enclosed cabinet protects hose reel, pump and meter 
system. 
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Titne’s A PROMISE OF PROFIT for you and your 
dealers in the superior quality of Sun Winter Lubri- 
cants. That’s because it takes a quality oil to assure 
performance in sub-zero weather. Take advantage 
of this quality now. 


SUN WINTER MOTOR OILS are available in all 
3 API classifications for marketing under your own 
brand name. These oils, refined to rigid specifica- 
tions from selected crudes, assure your customers 
of the high quality needed for reliable cold-weather 
protection. 


If you prefer to compound your own oils, you 
can get base stocks for blending Regular, Premium, 


‘Heres where 
quality shows 
@ protit” 
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and Heavy Duty Oils. The base oils are available 
from Sun with or without inhibitors. 


SUN GEAR LUBRICANTS—winter grades—can 
be sold with complete confidence. They are specifi- 
cally compounded to remain fluid no matter how 
cold and severe the weather. They can always be 
counted on for easy shifting, easy starts. 

For complete information on Sun’s winter prod- 
ucts, finished oils, blending oils, greases and bases, 
call the Sun Office near you, or write Dept. N. P. 11. 


SUN OIL COMPANY 
Philadelphia 3, Pa. 


In Canada: Sun Oil Company, Ltd., Toronto & Montreal 


SUN LUBRICANTS 





